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for screen and combination doors 


Dexters improved Single Bore Lock is better 
than ever. It's the ideal, easy-to-install lock for 
oe screen and combination doors. Installation 
— . requires only minutes . . . just one !5/;,” hole 
to bore. Exterior solid brass; interior parts cold- 
rolled steel. And the Single Bore is another 
Dexter ® Lifetime ® Lock. 


a Mounted counter dispiays at Dexter dealers 
Snene Bae NO LOCK INSTALLS FASTER THAN A DEXTER 


DEXTER LOCH DIVISION 
° of Dexter Industries, Inc. Grand Rapids, Michigan 


—_ in Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
Dexter Dialmat Door In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., Mexico City 





iad diidilination deor tect World's largest manufacturer of locks for screen and combination doors 











FOR THAT NEW LOOK 


Whether you are remodeling an old garage or building a new 
one — the “Squire” garage door, by Taylor, gives you the new 
look of today’s design tread. 

The clean lines and raised panels of the “Squire’’ can be painted 
to blend with any residential design. For beauty, warmth and 
the latest in decorative variety it’s the “Squire.” 

All Taylor Made Garage Doors are formed from high quality, 
zinc-coated steel, and can be painted with ordinary flat house 
paints. For individuality, durability and years of trouble-free 
performance, make sure it’s a Taylor Made Garage Door. 


GARAGE DOORS, INC. 
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SARAN SCREEN CLOTH 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York Slightly higher West of the Rockies 
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more and 
more dealers 
are Saying... 


“THIS IS FOR ME!” 
about 


ROSBORO'’S 


We carry your inventory when you use our prompt mixed car INVENTORY 
service. Rosboro’s 15 years of experience means manufacturing 

know-how, but we're still a young, up-and-going concern. SERVICE 
...Our modern mill is big enough to provide wide assortments, yet 


small enough to be flexible in operation. 


You will like Rosboro’s prime, kiln-dried, old-growth Douglas Fir 
and West Coast Hemlock. 
WRITE for price list and 16-page illustrated booklet, ‘‘THIS IS ROSBORO’’. 





Incidentally... 
WE DO NOT SELL OUR LUMBER: “COMPANY 


“peecens”...they make our 
fine lumber assortments = - SPRINGFIELD, OREGON” 


possible. 








Write for price list and our booklet 
This is Rosboro 


DOUGLAS FIR AND WEST COAST HEMLOCK 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Housing still a huge market; more lower cost homes needed. 


A minimum of 1.5 million new starts each year could be absorbed by the 
nation's economy, predicts Sen. John Sparkman, if the building industry tapped 
the low-cost market. Present level of building would be dwarfed if industry 
could devise and market adequate low-cost housing, he insisted. 

Twelve or 13 million housing starts in the next 10 years is the absolute 
minimum figure, predicts Dr. George Cline Smith, official of the F. W. Dodge 
Corp., and adds “actually, I think the figure will turn out to be substantially 
more than that." 

Strong trend toward single-family homes (which increased 97% between 1951 
and 1955) is credited to many factors. Prosperity and credit—and the fact that 
it's cheaper to own than to rent in many areas. Rapid growth in the number of 
older folks in proportion to total population, since that group has the highest 
proportion of home ownership. Renewed emphasis on home entertainment and 
hobbies; the baby boom that put a premium on the house-and-yard—all boost 
popularity of single homes. 














Growing interest in Pacific coast hardwoods. 


Plans for new uses and promotion of Pacific coast alder and Pacific maple 
are sprouting rapidly. Pretty much ignored in the past, these two hardwoods are 
now arousing enthusiasm among big and small timber firms in the west that expect 
the woods to compete favorably with eastern and southern hardwoods. Long term 
prospects are described in glowing terms by western trend-spotters. 

Alder, they say is easily worked; properly dry kilned and finished, it's a 





versatile interior trim; machines beautifully, takes nailing without cracking 
and holds. Sawed alder panels are being produced now. Alder veneer is available 
but needs stronger promotion. 

Pacific maple, plentiful in supply in desirable long lengths and widths, 
could compete with Appalachian and southern maple in price and quality. 
Pacific maple flooring will be promoted. 





Builders will battle union proposal for government housing loans. 


"Socialized credit and housing in its starkest form" bitter builders call 
the proposed AFL-CIO bill asking direct government housing loans to home buyers. 
The proposal calls for floating a $2 billion bond issue to provide funds for direct 
financing of homes by federal government for middle income families. 

Builders squaring off for a real fight over the issue, say private builders 
could put up the homes but their operations would be restricted under limitations 
in the bill. 

An easier mortgage market and some liens unsalable is predicted by Fred A. 
Florence, president of the American Bankers Association, with the resumption of 
the 30-year repayment period for FHA and VA loans. If the extended terms make 
mortgages unpopular investments, Florence urged builders to shun government help. 

Loans for small stores are easier to get. Government program to help small 
retailers and wholesalers expand, modernize and fix-up is being adopted by banks. 
Loans can run up to $15,000, the bank only puts up 25% of the loan. Bankers say 
it makes friends and improves the community at small risk. Small Business 
Administration branch office will furnish details. 























Mail order chain plugs OHI with smart motto. 


Famous for smart merchandising, Sears, Roebuck has originated an all-inclu- 
Sive motto to spark Operation Home Improvement in its stores: "Modernize, 
repair and rehabilitate your home from top to basement, front to rear, inside and 
out with Sears, Roebuck." Sears, Roebuck will have an OHI information booth in 
each store. 





(News continued on next page) 
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A PERFECT 
INSTALLATION 
EVERY TIME 
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Kennatrame! 


sliding door wall pocket 


® Pretabricated 


© Completely 
adjustable 


® Easy to install 
® Warp-proof 
® Trouble-free 


The simplest and surest way to 
install a 1%" door that slides into 
the wall is to use prefabricated, 
WARP-PROOF KENNAFRAME 
Adjustable three ways to fit all 
2x4 walls. Takes any kind of wall 
finish. Nails can not pierce steel 
jamb to damage door. Choice of 
two types of hangers. Eight nylon 
wheels per door 


FREE BUYER'S 
GUIDE describes 
and illustrates the 
complete Kenna- 
track line. Write for 
your copy today. 


KENNATRACK CORP. 


ELKHART, INDIANA 
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Industry-Wide Roundtable 


Predicts $1 Billion Annual Savings 
By Improved Materials Handling Methods 


What the building materials in- 
dustry must do to cut its handling 
cost an estimated $1 billion an- 
nually was spelled out in a round- 
table discussion reported in this 
month’s issue of House & Home. 

Jointly sponsored by the maga- 
zine, the Prefabricated Home Man- 
ufacturers Institute and the Na- 
tional Retail Lumber Dealers As- 
sociation, the roundtable agreed 
that concerted action by all seg- 
ments of the industry was neces- 
sary to meet the challenge. This 
calls for: 


More producers shipping unit 
loads so dealers can use their 
mechanical handling equip- 
ment more efficiently to justi- 
fy the investment in the ma- 
chinery. 

More dealers to mechanize 
their handling so it will be 
profitable for producers to 
shift from manual to unit 
loading. 


The roundtable, first industry- 
wide conference to consider the 
urgent and obvious needs for 
teamwork, agreed that there are 
five serious problems to consider: 

1. Reluctance of lumber mills 
to adapt unit-loading methods be- 
cause: 


Mills can sell everything they 
offer on today’s market with- 
out bothering to package it 
better. 

In some cases mills may have 
to invest between $80,000 and 
$1 million in plant changes 
and equipment for unit load- 
ing. 

Some mills find it cheaper to 
pay carloaders piecework 
wages rather than invest in 
machinery. 


Only an estimated one in 10 
lumberyards is equipped to 
receive unit loads. It may be 
years before mills can get any 
returns on their unit-load in- 
vestment. 


Only one order in 10 is sus- 
ceptible to unit loading. 


2. Railroads are reluctant to 
build cars suitable for building 
materials. Wrong equipment and 
acceptance of badly loaded cars by 
railroads are only two of the more 
serious obstacles outlined by the 
roundtable. To remedy this, rail- 
roads should provide: 


Flatears with strong  bulk- 
heads at each end of the car 


February 


20, 


to prevent load shift under 
impact. 

Wide-door boxcars with stag 
gered double doors providing 
openings of more than six 


feet. 


3. More piggy-back freight 
shipments for building materials. 
This would be especially helpful 
to prefabricators shipping com- 
plete house panels, but would also 
benefit the entire industry as com- 
ponent building become more wide- 
spread, 


4. Better mechanical handling 
facilities in the yards. Too many 
retail yards lack sufficient space 
to use mechanical handling equip- 
ment effectively. At least 25% of 
the nation’s yards are so hemmed 
in that they must eventually move 
to new locations or go out of busi- 
ness as mechanization helps their 
competition cut handling costs. 


5. Smaller and cheaper me 
chanical handling equipment must 
be made available for builders. 
Nobody has come up with the 
right equipment for on-site han- 
dling of materials. For want of 
proper equipment, mechanization 
often stops at the curb in front of 
the construction site. What the 
builder needs is a smal! fork-lift 
truck capable of picking up a half- 
ton and carrying it over rough 
ground. This truck should also be 
a portable power plant and easily 
convertible into an earth mover for 
small grading and filling jobs. 


Through teamwork which will 
involve all segments of the indus- 
try, the roundtable feels the prob- 
lems can be licked. Next month 
the group will reconvene to con- 
sider ways of speeding action on 
its recommendations. 


General Plywood Hits 
Japanese Plywood Dumping 


In its annual report, General 
Plywood Corp. asserted that Jap- 
anese dumping of hardwood ply- 
wood on the American market had 
taken nearly 50% of the business 
away from United States com- 
panies. Harry M. Teed, Jr. presi- 
dent, declared that American 
workers cannot complete with the 
9¢-an-hour Japanese labor. How- 
ever, General Plywood reported 
higher sales (up 27%) and higher 
earnings for the fiscal year despite 
lower unit selling price over 1954. 
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from Glas-Kraft... 
AN EFFECTIVE, ACCEPTED 
VAPOR BARRIER and GROUND COVER: 


ROTBAR NO. 5 Ger 


for slab, split level and crawl space construction 


MEETS VA and FHA MPR Revision 51 and 55 VAPOR BARRIER REQUIREMENTS ... 

Now, when your customers need a moisture- and fungus- resistant material for under slab, craw! space 
and split level construction that conforms with FHA and VA requirements, you can sell them new 
ROTBAR NO. 5 with complete confidence. ROTBAR NO. 5 was specifically designed f tested 
against and accepted as an effective vapor barrier and ground cover material as specified ip 


FHA MPR Revisions 51 and 55. 


GLASS-REINFORCED, WATERPROOF CONSTRUCTION ... 
New ROTBAR NO. 5 Glas-Kraft has amazing all-directional strength, extreme re 
to tears and punctures. Between its two chemically-treated layers are bonded mile 


tough, non-deteriorating glass fibres. A special waterproof laminant is used to permanently 
bond the layers under heat and pressure 


FAST, EASY APPLICATION SAVES LABOR COSTS... 

Because ROTBAR No. 5 Glas-Kraft is available in widths ranging 
from 18” to 96”, in rolls, or in lapped blankets up to 26’ wide, 
Inherent strength and these larger sizes mean easier handling, faster 
installation, fewer man-hours on every job. Write Glas-Kraft today 
for samples, prices and the name of the dealer nearest 

you who stocks ROTBAR. Meet today’s need with modern 
ROTBAR NO. 5 — the beller vapor barrier 


A 
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GLAS-KRAFT 


LONSDALE, RHODE ISLAND 
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Labor Dept. Opens New 
Wage-Hour Field Offices 


The Labor Dept. opened 14 new 
Wage Hour field offices through- 
out the country on January 30. 
These are the first of some 25 such 
offices to be opened before March 
1, when the increased $1 an hour 
minimum wage law becomes ef- 
fective. 

The new offices are located in 
Trenton, N. J.; Syracuse, N. Y.; 
Kl Paso, Fort Worth and San 
Antonio, Texas; Shreveport, La.; 
Springfield, Mass Manchester, 
N. H.; Wilkes Barre and Harris 
burg, Penna.; Knoxville and Mem 
phis, Tenn.; Madison, Wis. and 
Springfield, [1] 

Designed to aid employers and 
employes affected by the new wage 
law, each will also serve as head 
quarters for a small staff which 
will make investigations under 
the Fair Labor Standards Act. 

The new act requires payment 
of a minimum wage of $1 an hour 
for all non-exempt employes en 
yaged in interstate commerce or 
in the production of goods for in- 
terstate or foreign commerce. It 
also applies to those whose work 
is closely related and directly es 
sential to such commerce. The act 
further requires overtime pay of 
at least one and a half times an 
employe’s regular rate for each 
hour after the 40th in a workweek 
and restricts the employment of 
children 


VA Applications Down 


Gl home loan applications 
dropped below the 50,000 mark 
during December for the first time 
in 17 months. VA said the 45,514 
applications received were 9,660 
less than the November total, a 
seasonal decline. The December 
total was 13% below December, 
1954, but 91% above December, 
1953; 68% above 1952 and 47% 
above 195] 


Single House Starts 
Up 97% in Four Years 


The rapid growth in single 
family houses has been somewhat 
obscured by total figures on hous- 
ing starts, says Dr. George Cline 
Smith, economist and official of 
the F. W. Dodge Corp. Contract 
awards for construction of single- 
family homes in 37 eastern states 
have “almost exactly doubled in 
the past four years.” 

Total contract awards for one- 
family houses of $8.9 billion in 


10 


PUBLICIZING and personalizing new 


name grades for lumber in West Coast 


Rule No. 15 (AL Jan. 9) are four Oregon beauties. The Misses Standard, Con 
struction, Utility and Economy represent names chosen to replace old numbered 
grade names, for Douglas fir, west coast hemlock, western red cedar and Sitka 
spruce, New names and rule become effective March 15 


1955 Dodge Reports, was a gain 
of 21% over the previous 1954 
record and an increase of 97% 
since 1951, Total residential build 
ing, rising only 64% between 1951 
and 1955, has obscured this 97% 
increase. 

Apartment construction, reduced 
nearly half, and a substantial drop 
in two-family buildings account 
for the difference. 


More Low Cost Homes 
Urges Senator Sparkman 


More home building in the low 
cost field was urged by Senator 
John Sparkman, chairman of the 
Senate subcommittee on housing, 
at the NAHB meeting in Chicago 

Senator Sparkman cited the 
ever-growing pension and trust 
funds as possible new sources of 
mortgage financing. Government 
secured mortgages would in many 
cases, he said, be “at least as at 
tractive as some of the present 
holdings” for the funds that are 
increasing by almost $2 billion 
each year. 


Army is Big Buyer 


Largest single buyer of lumber 
in the U. S. is the Army Engineer 
Corps. In peacetime it usually 
buys between 400 - 500 million 
board feet a year for the three 
military services. Second largest 
purchaser is a prefabricated home 
manufacturer who bought about 
87.5 million board feet in 1955. 


Findlay Millar Timber 
Re-entering U. S. Market 


After several major disasters, 
and being almost wiped-out, the 
Findlay Millar Timber Co. is enter- 
ing the plywood industry with the 
construction of the largest and most 
modern plywood mill in the Philip- 
pines. 

Incorporated under the laws of 
the Philippines, June 15, 1915, 
Findlay Millar later acquired the 
Kolambugan Lumber and Develop- 
ment Co. For years the two firms 
expanded an efficient sawmill and 
logging operation until by 1941, it 
was the second largest in the Far 
East. 

Its entire physical plant was com- 
pletely destroyed by the U. S. Air 
Force in May, 1942 in furtherance 
of the “scorched earth” policy and 
by the end of the occupation, was 
practically non-existant. 

In 1951 the firm was sold by its 
British owners to its present Amer- 
ican parent company. Under the 
reconstruction policy of the new 
management, a new mill was fin- 
ished in July, 1952 with a daily 
capacity of 60,000 board feet. But a 
disastrous fire in May, 1953 de- 
stroyed the new mill. 

The company has again rebuilt 
and now expects to resume its for- 
mer prominent position in the U. §. 
and other export markets. It pos- 
sesses excellent shipping facilities; 
its wharf, 2,000 feet long, is capable 
of docking several ocean-going and 
inter-island vessels at once. 

The U. 8. and Canada sales agent 
for the firm is Scrim Lumber Co., 
111 W. 7th St,. Los Angeles. 
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LOOKING 


FOR A 


“SPECIALTY ITEM” 


WITH SPECIAL 


PROFIT-APPEAL? 


Goodyear’s got it in Vinyl Flooring 


Take a model stock of Goodyear Vinyl! Flooring — 
reserve a bit of floor or counter space—display well, 
and you’ve got a sure-fire profit-builder for the 
“do-it-yourself” market. 


“Do-it-yourself” is not only a household word —it’s 
a household deed. And Goodyear gives you every- 
thing to catch the roving eye of the handy man and 
spark self-service sales of “The World’s Most 
Beautiful Flooring.” 


You can get a display easel that triggers their 
imagination — Floor Planning Graph that makes 
ideas work—Flor-Master Installation Kit, complete 
with everything they need to do a professional job 
— Conveniently Packaged Flooring and Adhesive. 


Everything—including colorful literature—is avail- 
able to help “do-it-yourselfers” install top-quality 


BUILDING PropucTts MERCHANDISER 


Goodyear Vinyl Flooring—the world’s most care- 
free flooring. 

See Terra-Tone — Goodyear’s new, deep-dimension 
Vinyl! Flooring —in the March issue of Better 
Homes and Gardens. Write for full details on 
Goodyear’s self-selling flooring program to: 
Goodyear, Flooring Dept. N-8322, Akron 16, Ohio 


GOOD," YEAR 
Vinyl Flooring 


FOR FLOORS, WALLS, COUNTER TOPS — IN TILES OR ROLLS 


Flor- Master, Terra Tone ~T. M.'s The Goodyear Tire & Ruther ¢ pe 
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Fanny May Acts To Ease 
Mortgage Shortage 


To ease the shortage of mort 
gage money for home building, 
Fanny May has adopted a plan 
whereby it will purchase accept- 
able mortgages from sellers at 
current market prices. At the same 
time, sellers will be granted a 
nine-month repurchase option at 
the price paid by FNMA. Fee for 
the option will be 1% of the un 
paid principal 


J. Stanley Baughman, FNMA 
president, says many lending in- 
stitutions are reluctant to dispose 
of some of their mortgage hold- 
ings, preferring to be less active 
until money conditions ease. Un- 
der this plan, a bank which does 
not wish to dispose completely of 
its mortgage holdings to raise new 
cash, may sell part of them tempo- 
rarily. Lenders can raise funds for 
current operations and still be as- 
sured of getting their mortgages 
back at the same selling price 
within nine months. Also, the lend- 
er is under no obligation to ex- 
ercise the option at expiration 


time. 


Build Profitable, Repeat Business 


SELL MID-STATES! 


Noth 


“GALVANNEALED” FARM FENCE 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It's triple-wrapped, 
built to resist expansion 
and contraction. Through a special heat proc 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused inte the steel ! 
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HARDWARE CLOTH—Stee! fabric 
from copper-bearing steel. Heavy, bright zinc 
galvanized coating applied after weaving for 
utmost protection against corrosion. Uniform 
in width with double selvage for extra 


no sagging or bulg 
50 foot 


woven 


strength. Unrolls evenly 
ing. Standard rolls 
rolls and 


100 lineal feet 
5 foot rolls also available 






MID-STATES STEEL 


INDIANA 





CRAWFORDSVILLE 











AND WIRE COMPANY 
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“GALVANNEALED” BARBED WIRE — 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper- 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 
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MID-STATES STEEL WIRE NAILS— 
Made from full-gauge, open hearth, copper 
bearing steel. They're strong, well pointed, 
uniform and have well-centered heads that 
won't fly off or break. Bright, blued, cement 
coated or galvanized finishes, packed in 100 
pound cartons 














FLORIDA 





JACKSONVILLE 
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Basic Home Study Course 
For Do-It-Yourselfers 


A 10-lesson Home Study Course 
and a special group rate on acci- 
dent insurance are available to 
members of the National Associa- 
tion of Do-It-Yourself Clubs, 30 
Locust Place, Manhasset, N. Y. 

Part of a stepped-up program 
for homeowners who will be under- 
taking projects in light construc- 
tion and repair work, association 
activities will be correlated with 
those of OHI at the request of 
HHFA administrator Albert M. 
Cole. 

The association of Do-It-Your- 
self Clubs gives the homeowner 
detailed basic information on how 
to attack the problem of improve- 
ments, what materials and tools 
are needed and what expert tech- 
niques will make the work easy. 





1956 Outlook Is Bright 
For Mahogany Lumber 


If present consumption levels of 
mahogany lumber and veneer con- 
tinue to increase, 1956 will be as 
good as ’55—or better. Mahogany 
lumber shipments in ’55 will prob- 
ably prove to be approximately 
50% over '54; mahogany veneer 
shipments will be up about 15%. 

Supply and demand are now just 
about in balance, but if the high 
level of consumption should advance 
still further, as may happen follow- 
ing the January furniture markets, 
there could be some shortages in 
certain grades and thicknesses. 

Barring unforseeable hazards, 
such as unpredictable weather con- 
ditions, the current rate of increase 
alone points to a firm market in ’56. 
Importing concerns are redoubling 
efforts to increase importation of 
mahogany logs. 

Factors pointing to a good ma- 
hogany year in 1956 include the 
bright outlook in furniture produc- 
tion, return of the popularity of 
beautiful wood cabinets in TV and 
radio, new design trend in natural 
finishes, quality paneling trend in 
new home building and the better 
materials movement in boat build- 
ing and occasional furniture. 


Ladder Window Contest 


The American Ladder Institute 
has proclaimed April Ladder 
Month and is offering $100 for the 
best photograph of a window dis- 
play featuring ladders. The con- 
test is open to any store—whole- 
sale or retail—that sells ladders. 
For further information and de- 
tails on the contest write The 
American Ladder Institute, Dept. 
AL, 666 Lake Shore Drive, Chicago 
11, Ill. 
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1. Building ...to build your business 


This steel framework is part of the new Armstrong plant in 

Macon, Georgia. When the new manufacturing facilities are 
completed this spring, production of every building material in the 
Armstrong Line will be greatly increased lo see how availability 
of these building products can help build your business, turn the 
page for information about just one of the Armstrong materials that 
is in demand by your builder customer lemlok Roof Deck 





2. MORE TEMLOK ROOF DECK 


Increased production at the new Armstrong plant means you will 
soon be able to fill your builders’ orders for Temlok Roof Deck 


This year more building plans will feature this modern material than 


ever before. And for good reasons, for Temlok Roof Deck replaces 
several conventional materials . . . requires less “in-yard” handling 
and storage space speeds up deliveries . . . and most important, 
it nets you more profit than conventional roof and ceiling materials 


needed to do the same job 


3. 4-IN-1 BUILDING MATERIAL 


Armstrong Temlok Roof Deck is a strong building product 
that combines roof deck, insulation, vapor barrier, and inte 
rior finish in one material. A roof built of Temlok Roof 
Deck needs only beams to support it and built-up roofing to 
weatherproof it. Sturdily constructed Temlok Roof Deck 
withstands heavy work traffic and deep snow loads. Effi 
cient built-in insulation means it can be used in areas where 
the outside temperature drops to —- 50. Its positive vapor 
barrier exceeds FHA requirements. Temlok Roof Deck’s 
handsome interior finish is two coats of factory-applied 


light ivory paint 


Applied over beams, Temlok Roof Deck creates a beautiful finished open-beam ceiling 





Easy handling cuts overhead Installation time slashed 50% 


4. CUTS IN-YARD AND ON-THE-JOB COSTS 


One man with a lift truck—or two men by hand—can load enough 
Temlok Roof Deck for an entire roof in minutes. Neatly wrapped 
Temlok is so much easier to handle than a collection of roofing 
boards, rolls of roofing paper, rigid roof insulation, and cans of 
paint. Therefore your in-yard costs are greatly reduced, and you 
get orders out faster. 

Faster handling cuts builders’ costs, too. Four men can cover a 
30’ x 40’ roof with Temlok in only 7 hours, compared to 14 with 
conventional materials. Big reductions in waste also help builders’ 
savings to total as much as $250 per house 


5. SPEEDS UP SALES OF YOUR BUILDERS' HOMES 


Fell your builders that Temlok Roof Deck not only cuts costs but adds value to their 
homes. Temlok Roof Deck dramatically demonstrates to prospects that builders 
have something new and different to offer in contemporary design. Open beam ceil 
ings appeal to modern and traditional tastes alike. And every prospect is impressed 
by the comfort and heating economy that result from Temlok’s extra insulating value 
Your Armstrong salesman and Armstrong wholesaler can help you show builders how 
to cut costs and add value with Temlok Roof Deck. For further information, write 
Armstrong Cork Company, 3702 Rieker Ave., Lancaster, Penna 


Make more profits this year with 


Armstrong BUILDING MATERIALS 


Temlok® Roof Deck * Temlok Sheathing * Temlok Tile * Cushiontone™ Ceilings 
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Daily Market Service 
For Lumber Wholesalers 


A service organized in Seattle re 
cently will keep lumber wholesalers 
outside the Pacific northwest, ad- 
vised daily of the availability of car- 
load lota of lumber 

A leased wire market news re 
port, Lumber Communications Serv- 
ice, has been formed by three 
Seattle men, two of whom, Ralph C. 
Allen and Gene D. Ward are lum- 
bermen, and Fred H, Maguire, an 
insurance man. General manager of 
the service is P. R. Jensen 

Operating on a small monthly fee, 
Lumber Communications Service 
will install a network of leased wire 
teletype receivers in wholesalers’ of 
fices in 14 midwest and eastern 
Each morning subscribers 
will receive an up-to-date teletype 
list of cars of lumber in transit, 
including corrections and additions 
to the weekly lists. The work and 
expense of shopping for lumber will 
be slashed. 

Information will be gathered at 
offices in Seattle, Portland, Eugene 
Cottage Grove, Medford and San 
Francisco nightly and sent to sub 
scribers immediately. As teletype 


cities 


machines are made available, whole 
salers in 72 cities will be serviced. 

Installation of equipment for the 
first link in the new system will be 
completed in early spring. First cus- 
tomer cities to be serviced will be 
Minneapolis, St. Paul, Milwaukee, 
Chicago, St. Louis, Detroit, Cleve- 
land, Cincinnati, Akron, Baltimore, 
Boston, Pittsburgh, Philadelphia 
and New York. 


South Leads in 
1955 Housing Starts 


Non-farm home starts in 1955 
were almost 1,330,000, second only 
to 1950, and 9% higher than in 
1954. More privately owned one- 
family houses were started in 
1955 than in any previous year. 

About 29% of the non-farm 
housing starts were in the south; 
27% in the north central region; 
24% in the west and 20% in the 
northeast. Decline in starts be- 
tween November and December 
was general throughout the coun- 
try. Sharpest reduction was in the 
north central states which had un- 
usually cold weather in December, 
but the Pacific states, in spite of 
the disastrous floods, experienced 
less of a decline in permit ac- 
tivity than the country as a whole. 


Adapt Lu-Re-Co Panels 
To Add-A-Room Market 


The Lu-Re-Co system of panel- 
ized construction is now tapping 
the add-a-room market. 

A booklet explaining the use of 
these panels for additions to ex- 
isting homes will soon be mailed 
to the members of the Lumber 
Dealers Research Council accord- 
ing to the group’s research direc- 
tor, Raymon Harrell. 

The 18-page booklet contains 
suggested floor plans showing how 
Lu-Re-Co panels can be used for 
economical home expansions. 
Drawings contain ideas and sug- 
gestions which make it possible 
for the lumber dealer to sell a 
room addition as a complete pack- 
age. Using the panel system it’s 
possible to have the addition under 
roof in one working day. 

Each suggested addition is 14’x 
24’, inside measurement. These 
dimensions can be increased or 
decreased by 2’ with little diffi- 
culty. The floor plans can be 
adapted to conventional construc 
tion methods though they are de 
signed to use Lu-Re-Co panels. 

The booklet may be obtained from 
Lumber Dealers Research Council, 
Ring Building, Suite 302, Washing- 
ton, D. C. 
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ADVERTISED IN 


pre-sells 


your home improvement and 


do-it-yourself customers! 


In the average American community —- LIFE 
is read in 3 out of 5 households. * 


What’s more, an average issue of LIFE 
reaches 38.2°/, of the people living in homes in 
the $7,000-a-year-and-over income group.t 

Whether a customer is handling his own 
home improvement projects, or having them 
done, he wants the products and materials he’s 
seen and read about in LIFE because he’s 
already presold on them. 

As a supplier, you can turn this preference to 
your advantage... 

You can add prestige to your establishment and 


build extra business by featuring —and labeling— 
the items you handle which are advertised in LIFE. 


9 Rockefeller Plaza, New York 17, N. Y. 


“Source: A Study of the Household Accumulative Audience of LIFE, by 
Alfred Politz Research, Inc. (A LIFE-reading household is one in 
which any member aged 20 or over has read one or more of 13 issues.) 


tSource: A Study of Four Media, by Alfred Politz Research, Inc 
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Northern Woods have been recognized for high quality and dependable performance ior 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


“tJ, W. Wells Lumber Co, . . . « » Menominee, Mich, 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper wates Mase Maple and Birch lumber, 
rough. 


“Edward Hines Lumber Co, . . . « « «  Chleago, Ill, 
Mil! at Bergland, Michigan 
Sales Olfice—77 W. Washington St.—Chicago 2 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns. 


“Copeland LumberCo, . . . . « « « «» Ghleago, Ill, 
Mills—-Marquette and Newberry, Michigan 
Sales Otfice — CHICAGO — 135 8. La Salle St. 
Hardwoods. 
Planing Mills and Dry Kilns. 


*tHoll Hardwood Go, . « « « 6 6 + 6+ 6(Otonto, Wis, 


Maple. Birch, Beech, Oak Flooring. Strip, bled Block, Herring- 
bone, Parquetry types: all types sma Duty Fleoring. 





tMember Maple Flooring Mfre. Assen. 


"Kimberly-Clark of Michigan, Inc. . . Sait Neenah, Wis. 


Mills at Marenisco, Mich. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . .« Goodman, Wis, 


Northern Hardwoods, Hemlock. White Pine. Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“Michigan Pole & Tle Co, . . . . » Newberry, Mich, 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Roddis Lumber & Veneer Co. of Mich. lronwood. _ 


Roddis Lbr. & Veneer Co., Lid... Sault Ste. Marie, Ontario. 


Complete stock N. Hdwds.. Hemlock, Cedar Prod., Maple 
Birch, Fig. Hdwd. Ven'r'd Doors. pally te ag Dry Kiln facili 


*tAhonen Lumber Co, . . . . « « » [ronwood, Mich, 


Northern Hardwoods, Hemlock, White Pine, Spruce. Pianiag Mill 
—Modern Dry “AAA” brand MFMA rdwood Flooring. 
Hardwood and Softwood Pallets. 


*Member Northern Hemlock & Hardwood Mfrs. Assen 
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NOW! THE FAMOUS CARLSON STEEL TAPE RULES & TAPES 


available in all 48 States... 
Right now all DISSTON representatives are showing CARLSON Rules 


to Wholesalers, from the East Coast to the Rockies. 

Originally sold only West of the Rockies, CARLSON Rules are 
now available in all 48 states. This is made possible through the 
recent joining of CARLSON to the Henry DISSTON DIVISION of 
H. K. Porter Company, Inc. 

Here are some of the reasons for the great popularity of CARLSON 
Rules ... and why you should stock and push them 








4—There is a striking display for wall or counter 
use that costs you nothing extra does not 
tie up saleable merchandise 


1—They ore made of finest quality steels to with- 
stand roughest use. 


2—Their jet black, accurate graduations, on snow- 
white beckground, are easy to read. Double 
graduations run full length of tapes 


3— There is a complete line to cover every steel tape 
rule need ...in sizes from 6’ to 100° capacity 
in various widths ... with a special right-handed 
rule for right-handed people. 


5—All tapes have Automatic Brake, Non-Friction 
Wind and are designed so Blade can be easily 
replaced if and when necessary. All except cer- 
tain models have the famous Carlson Swing Tip 


6—CARLSON Rules will be nationally advertised 
in trade and consumer magerzines, building up 


your market for you 


These 6 reasons are alse the reasons why you sheild find evt, right new, about the CARLSON line of Steel Tape Rules 
PHONE, WIRE OR WRITE YOUR DISSTON WHOLESALER TODAY. KNOW WHAT REAL STEEL TAPE PROFITS CAN BE 


CASH IN... Place your order through your Disston Wholesaler now 














Henry DISSTON DIVISION 


H. K. Porter Company, Inc. 
225 TACONY, PHILA. 35, PA. 
IN CANADA: 2.90 FRASER AVE.. TORONTO 3, ONT. 
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COLORS THAT GO WITH ALL THE NEW 
COLORS INSIDE and OUTSIDE THEIR HOMES! 


























< 


Your customers want new paint colors 

to go with the new colors in appliances, 
furniture, fabrics, and exteriors! You 
can’t meet the demand with a “half 
hearted” color system that includes only 
random selections of color. You need 
Colorizer’s complete range of 1,322 


colors consumer-tested, fast-moving 
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Manuitactured by COLORIZER ASSOCIATES 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. Blue Ribbon Paint Co., 
Wheeling, W. Va Walter N. Boysen Co., Oakland and Los Angeles, Calif 
Brooklyn Paint and Varnish Co., Brooklyn, N. Y.-James Bute Co., Houston, 
Texas—Great Western Paint Mfg. Corp’n., Kansas City, Mo Jewel Paint & 
Varnish Co., Chicago, Ill_Kehler-McLister Paint Co., Denver, Colo. W. H. 
Sweney & Co., St. Paul Minn. Vane-Calvert Paint Co., St Louis, Mo 
Warren Paint and Color Co., Nashville, Tenn —Geo. D. Wetherill & Co., 
Inc., Philadelphia, Pa 

Canada: The imperial Flo-glaze Paints Ltd., Toronto, Ontario 


England: Jenson & Nicholson, Ltd., London 





Hundreds of Paint Colors 


You can meet ALL the demand — when you sell 


VO PAINTS 
L 322 COLORS in all Inside & Outside Finishes 












colors, from pastels to deepest tones! 
Colorizer is the only color system using 
so few tubes to make so many color 

Your inventory is low turnover fast! 
Stock less paint, and sell more paint 
with Colorizer — the world’s No. 1 paint 
color system, with 10 years of amazing 


sales success. Proved around the globe' 


SEND FOR THE FACTS! MAIL THIS COUPON 


Colorizer Associates, 
345 North Western Ave., 


RUSH FULL DETAILS ON COLORIZER 
DEALER PROFIT PLAN. 


Chicago, IIlinois 


NAME 
ADDRESS f 


CITY __ STATE 


fis pei 
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“How FORMICA Became a Profitable Major Line,” 


according to Mr. Ray L. Chader of Chader-Monarch Co., Des Moines, lowa 


Selling Formica laminated plastic sheets across 
the counter to the on-the-job applicator has be- 
come “big business” for thousands of lumber, 
building material and floor covering dealers the 
country Typical of these successful mer- 
chandisers is Chader Monarch Co. 


over 


MR. CHADER says, 


“At the time of inception of the Formica line we were 
told an inventory of Formica would provide a steady 
yearly sales volume and would also carry additional 
sales of such material as adhesives, metal trim, floor 
sink and other similar items. 


coverings, rims, 


Actually, our sales growth and profit picture on 
Formica assumed the proportions of a major line 
and materially influenced the sales of related items 
as well as the acquisition of new customers, Prob- 
ably, the two most influential reasons for this is 
Formica Contact Bond Cement, both regular and 
industrial, and the fact that Formica is a familiar 
trade name with enthusiastic consumer acceptance 
backed by a product of proven merit.” 


Your business can equal this record. 


Why not have a Formica representative call on 
you with full information? Just write Formica 
4501 Spring Grove Ave., Cincinnati 32, Ohio 


DEMAND THIS CERTIFICATION 


Vas ATR COMES Gerutusi2tve 


j 


LOTS OF BAR SOAP ON A 


Seeing is believing 
is not on the sheet, it's not FORMICA, 
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O 
naxlh announces the first kitchen promotion 
o sell for you—nationally and locally 








We want the best dealer in every area to feature 
I-XL hardwood kitchen cabinets. ..THAT 
MEANS YOU! And we’re willing to go all the 
way in getting your sales under way. Besides get- 
ting your name listed in full-page national mag- 
azine ads throughout 1956, you also get: 


@ Complete Sales-proved Merchandising and 
Promotion Kit 


@ Direct Mail Letters and Post Cards 

@ 24-Page full-color Kitchen Planning Folder 
@ Envelope Stuffers and Hand-outs 

@ Display Materials 

@ Window Signs 

@ Newspaper Mats 


All imprinted with your OWN NAME and step by 
step instructions on how to make this pay for you. 
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HARDWOOD KITCHENS 


1-XL FURNITURE COMPANY 
FACTORY AT GOSHEN, INDIANA 
General Sales Office: 67 W. Division St., Chicago 10, Ill 


Nationally advertised in all influential buliding and remodeling magazines. 


Action begins with this coupon 
1-XL FURNITURE COMPANY 
General Sales Office: Dept. 3-8 
67 West Division St., Chicago 10, Ii! 
Gentlemen 
Yes! | want more information about |-X%L. Put me 
my local stocking distributor 


in touch with 


NAME 





COMPANY 


ADoRESS 


City ‘ oS ~ Zone STATE 


Send 25¢ for big I-XL Kitchen Book. 
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NEW Profit Maker 
for Your Reynolds Line 
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DO-IT-YOURSELF 


ALUMINUM 
Tbe] ey wate]. 


You sell customers complete attic insulation for 
less than $50. 


You offer an all-season insulation — makes attics 
upto 15 cooler in summer — keeps houses 
warmer in winter. 


Insulation is two layers of aluminum bonded 
to tough kraft paper. 


Rolls are 36 inches wide — 250 square feet per roll. 


Backed by powerful national advertising 
beginning in March. 


You make full Do-It-Yourself Aluminum profit 
on foil insulation. 


Don’t be caught short —Get your supply of 
Do-it-Yourself Aluminum Insulation NOW. 


REYNOLDS 
Do-It-Yourself 


ALUMINUM (55 


Reynolds Metals Company, 2496 South Third Street 
Lovisville 1, Kentucky 
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@ It had to happen —the Ceco-Sterling Aluminum 
Sliding Window with the Wide Look get 
acceptance. That's because Ceco Wide Look « 

and the long, low, sprawling concept of toda 
contemporary homes go well together. That mean 
there’s a builder demand because home owner 
want the styling and function provided by thi 
newest Ceco window creation. Here are the : 

tages the builder will readily see: Easy to it 

the builder sets the window frame in the rough 
opening, squares it and nails through the integral 
fin-trim —brings siding to trim stop and caull 


Sash can be bench glazed without mastic and easil 








inserted in window frame after installation...Gla 
dimensions are in even inches, thus reducing gla 
costs up to 30%. You have a choice of two purchase 
plans:(1) frames and sash members shipped knocked 
down, or (2) frames assembled at factory, sas! 
members knocked down. In both plans picture 


windows will be shipped knocked down, So, cash in 





on a ready-made market for windows, Sell the Cee 
Sterling Aluminum Sliding Window wanted b 
home owners—wanted by builders, too. Write for 
these Ceco selling aids: Sliding Window Brochure 
#6027; Aluminum Awning Window Brochure #6026; 


Steel and Aluminum Window Brochure #1062 


Ceco Metal Windows are heavily advertised in the 
builder and architectural fields, creating a demand for 
you, Other Ceco Windows include: Steel and Alumi 
num Casements; Aluminum Double-hung Window 
Ceconomy Basement Windows; Aluminum Awnin 
Windows; Steel and Aluminum Projected Window 


/ 


CECO STEEL PRODUCTS CORPORATION 


THE CECO-STERLING ALUMINUM SLIDING WINDOW 





Twe other popular Ceco Windows 
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MACKLANBURG-DUNCAN CO. 





WEATHER STRIP 
Sets for windows 


WEATHER STRIP 2 ‘ Handy te buy, hendy to use. Here in one attractive peck- 
This complete ” it . ; ~} age is @ complete M-D Numetal Weather Strip set for @ 
eusler hendling oso ve ‘ saci (SA y; single window. Availeble for oll stenderd 28”, a. 2 
installation for your customers. m-D 4 ‘ ond 36° double hung wintiows, MD pecheged sets seve 
Numetel deer sets ere evelleble with ~ ’ selling time...cut handling costs...meke inventory easy. 
regular deor bottoms er with threshold 
ond exposed heok. 





fi a WEATHER STRIP 
bh r This stainliess steel or 
DOOR BOTTOMS AR 4 bronze coil weether strip 
Made of extra thick wool i! ‘ is packed two ways — six 
felt and heevy gouge stoin- : gs: ee 18 ft. rolls in free displey 
less steel, bress or olum- ‘ "4 carton, or in 100 ft, individ- 
— . i eit gia , val cortons. 
end 48° —pechoged % dor. 
seme length te carton, 
Specia! lengths oveilable. 








BUILDERS 
Fer highest quality and dependability alweys 


h 

D products. Seld by 1 Ye 
seared supply dealers threugheut the Order Tedey aan 
and building ne is received! All 
country’ nationally ebvartnel 


ur order shipped same day it 
oducts are fast sellers, 





WEATHER STRIP 


Easiest in the world to put on 


This easy-to-put-on weather strip makes 

friends as it makes you profits. Works 

perfectly on windows, storm sash or doors. 

Made of wool felt and white metal. Each 

individual carton contains one 18 ft. roll 

with nails and instructions. Packed 12 car- 

tons in display case. 
This free, colorful dis- 
ploy cose tokes very 
little counter space 

but does a 

big job of selling. 


Automatic 


DOOR BOTTOM 


Here's the perfect avt tic door bott and droft 

eliminator for All doors. Completely solves old uP setie 
problem of clearing rug or floor every time door 
opens. Easily installed on right or left hand door. 
Smartly designed with silvery-sotin finish — will not clear carpet 
rust or tarnish, Furnished in standard lengths— easily when 
28°, 32, 3%, 42 and 48. Packed in individuol deer opens. 
cartons. 
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CALKING COMPOUND 


World's best calking 


compound available in ‘ hi f GLAZING COMPOUND 


loads, with or without 
nozzle... hand Y 
squeeze tubes... oF . — recommend 
Y pt., pt., qt. and gal, F rote glazing ee <= 
cans. Also 5-gol. ond poone with com- aes 
5S-gal. drums—gua or = plete confidence | va) 
knife ‘ sie — ; that it always ‘stays | 
9 ; ) put.” Packed in % . 
- Ad. pt., pt. and qi. 
- cons, 25 Ib., 50 ib., BLAZING 
wn Case 100 Ib, and 880 pou 
CALKING ib. drums, . . 
-Ompouné 
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snugly against 
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when door 
closes. 
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repair work on 

roots and flashings 
Comes in handy iM 
loads, with or with ¥ 
out nozzle; 2% Ib 

and 10 ib, cans; 50 

ib. pails end 550 ib 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
Leaders in the Building Specialty Field for 35 years! 





Farm Builaina 


ia 


yram 


he sites RR 


Thig salesman works for you FREE [ 


neatly in order—permit fast customer selection. Infor- 
mation sheets on each plan can be filed behind these 
index inserts and used for free handouts. The display 
piece has extra slots for current Kaiser Aluminum Roof- 
ing publications. 


KAISER ALUMINUM’S 
NEW DISPLAY RACK OF FARM BUILDING PLANS 
BOOSTS YOUR ROOFING SALES 


This salesman is a handsome point-of-sale unit —free to 
dealers from Kaiser Aluminum. It is a sturdy, wire-frame 
rack for counter or wall, containing Kaiser Aluminum’s 
eleven farm building plans 


The rack measures 19” square x 614.” deep with stiff 
divider cards and easy-to-see tabs to keep the farm plans 


Kaiser Aluminum Agricultural Research Service 
Ruilding Pians Division, Room 6256 
1924 Broadway, Oakland 12, Calif 


Please send me complete information for obtaining a 
free Farm Building Plans Display Rack to help me 
sell more Kaiser Aluminum roofing. 


NAME 
COMPANY NAME 


ADDRESS 


Circle No. 14 on Coupon, page 154. 


Also free, with this rack, is one complete set of plans 
(retail value $7.50), a set of the index inserts and sev- 
eral information sheets on each plan—plus a supply of 
Kaiser Aluminum literature 


Kaiser Aluminum Roofing, backed by a tremendous 
advertising campaign, is attracting thousands of pros- 
pects. Let this Kaiser Aluminum salesman help you nail 
down your share of the profits on this business. 


Place your order now! Contact your Kaiser Aluminum 
jobber while these units are still in supply. Or, for more 
detailed information, mail the coupon below. 


kaiser Aluminum 


The quality roofing for better farm buildings 


<+——-MAIL THIS COUPON NOW! 
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your best all-weather protection 
for lumber and materials stored outdoors 


new WISQUEEN /-77- 


iW 


VISQUEEN BLACK film is a tough, sturdy 
membrane made with a special formulation 
for improved resistance to weather and sun- 
light. It is particularly useful for protecting 
lumber, millwork and building materials 
from damage by sunlight, water, dirt and 
dust. Lets you store easily-damaged prod- 
ucts in open yards with complete safety. 
No fear of costly down-grading. And 
VISQUEEN BLACK costs the same as regular 
VISQUEEN. There’s no premium on price for . - 
Paul R. Fine, Magee-Fine Lumber Company, Irvington, New 

Jersey, says: ‘We find that black visquEEN protects 


Ponderosa and Sugar Pine from “tanning’’ discoloration, 


and also adequately protects the lumber from rain and dust," 


its superior protection. 


widths to 32 feet! 


For complete information, clip coupon, 
attach to your letterhead and mail. 


Important! 


a , 
VISQUEEN film is all polyethylene, WNGG Va 
but not all polyethylene is 
VISQUEEN. Only VISQUEEN has the 


benefit of research and resources 
of The viskin¢ Corporation. 


NAME 
TITLE 


PRODUCTS 
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MAKE THE FAMOUS (Slack 
YOUR HARDWARE 





stomers save $3.00 


ORDER FROM YOUR WHOLESALER TODAY! 


LOOK IN YELLOW PAGES UNDER “TOOLS-ELECTRIC” 


Black& Decker: 


PORTABLE ELECTRIC TOOLS 





KDecker. Va INCH DRILL 
WEEK SPECIAL! 


Mote than 2,500,000 families have started their 
home workshops with Black & Decker 14 inch Drills 
.get your shate of the next 2,500,000 


The Black & Decker 4" Utility Drill is the basic 
electric tool for over 2,500,000 families. Many of 
them are your own customers who have followed 
up their original purchase by buying many Black 


& Decker accessories! When you sell a B&D Drill, 
you assure yourself of additional sales. Your 
customer will be back buying accessories and 
attachments, like the new Saw Attachment, 
Screw Driving Attachment, polishing bonnets, 
sanding discs, masonry bits—many others! The 


more the handy man learns about home jobs 
the more he’ll visit your store, to add new tools 
and accessories to his growing workshop! You 
build more sales by making your store head 
quarters for Black & Decker tools! 


Make Hardware Week and every week a bigger 
profit week for you. For more information write 
THE Biack & Decker Mra. Co., Dept. H302, 
Towson 4, Maryland. 


PUSH THIS ae ORBITAL SANDING ATTACHMENT! 


Timed right for your big Fix Up— Paint 
Up—Clean Up selling Season! Fits any 
Black & Decker 4” Utility Drill! This 
new B&D Sanding Attachment is the 
amateur’s answer to professional sanding 
—ten times faster than hand sanding! No 
vibration! No swirl marks! No uneven 
cutting or ridges! Use with, across or 
against the grain. Big sanding plate, e 

tends beyond housing . . . sands right up 
to obstructions. Simple locking device 
makes changing paper fast, fool-proof! 
And the Black & Decker Drill generates 
plenty of power to do jobs easily, quickly! 
One demonstration sells your prospect. 





This simple, adjustable tension catch 


is a big sales feature 


«+ and it’s exclusive with 
Keystone Tension Screens 


Keystone Aluminum Frameless Tension Screens com- 
bine all-round quality and design features that spell 
more sales in the expanding convenience market 


Perfect fit for any windew Keystone Tension 
Screens are made to fit all standard windows, and 
Keystone design means a perfect, snug fit every time. 


Unmistakable Keystone quality Dependable 
Keystone quality through and through Insect wire 
screening is Keystone 18 x 14 mesh stain-proof aluminum 
with straight-edge selvage of special 5 flat wires. 


Exclusive features mean sales |f it's sales you're 
after, it’s Keystone you want. Take every advantage of 
the sales power behind Keystone. Write today for the 
name of your nearest wholesaler or distributor. Write 
to Keystone Wire Cloth Co., Hanover, Pa. 


1G A ged, FT 


Hanover, Pa. 
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COMPANY 


Fostoria, Ohio 
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You can 


futlCests 


still further in handling lumber... 


with the HYSTER Swing Shift 
Endloader Combination 


Hyster XA-60 (6000 Ib.) lift truck with Swing Shift 
Endloading Attachment grasps a load of lumber Here is the combination of Hyster XA-60 Lift Truck and 


from the ond (shovel end dopesite lh in @ truck. Swing Shift Endloading Attachment that today is reduc 
ing the cost of handling lumber, particularly from box 
car to yard, and from yard to truck 
This new attachment picks up a load of lumber by 
gripping it by the end (see left) and deposits the load 
accurately on another pile, or on a truck. Because of the 
“Swing Shife” feature the lift truck operator can move 
the load sideways without maneuvering with the truck 
Because they carry capacity lumber loads over the 
roughest ground, Hyster Lift Trucks today are cutting 
costs for lumber handlers everywhere, The Hyster X A-60 
and ZA-80, equipped with the right job-handling attach 
ment, often makes possible one handling operation in 
moving stock from boxcar to storage stacking or truck 
-..in any weather! 
Your Hyster dealer will be glad to show you how you 
too can reduce your costs still further, regardless of how 


you are presently handling your lumber 


THERE'S PROFIT IN HYSTER COMPANY 


2939 N. E. CLACKAMAS STREET PORTLAND 8, OREGON 
Hi y 4y T FE we 1039 MYERS STREET ee DANVILLE, ILLINOIS 
Se, Pao ccce e+ ebbs > NUMEGEN, THE NETHERLANDS 


aa O W E rR Four Factories: Portland, Oregon; Danville, lilinois; Peoria, Iilinois,; Nijmegen, The Netherlands 
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paid off well... it helps us write up substantial orders. 
Filon's local newspaper ads, listing our name, are 
bringing customers in steadily. National advertising 
inquiries referred to us by Filon also turn into pretty 
good sales.’ 


An attractive, colorful display of FILON at Arcadia 
Lumber Co. Andy Beckstrom, the owner, says 

Today Filon is one of our most profitable items, I'm 
convinced the general public is sold on Filon, We built 
this display to take advantage of all this interest. It's 


am REGIONAL DISTRIBUTORS 


ALBUQUERQUE, 1011 Sewmill Rd 
Fibergias Engrng. & Supply 
AMARILLO, 1023 W. Sth St 
Kritser Supply 
ANCHORAGE, ALASKA, Box 833 
Fibergias Engrng. & Supply 
ANN ARBOR, 108 E. Madison 
Fingerle Lumber Co 
ATLANTA, 686 Greenwood, NE 
OCibon Distributing Co 
BAKERSFIELD, CAL., 301 26th St 
Hopper Machine Works inc 
BALTIMORE 30, 2315 Severn St 
Georgia-Pacific Plywood Co 


BELLEVUE, WASH 
Town & Country Distrib 
BIRMINGHAM, 929 N. 19th St 
Plastic Products Co 
COLUMBIA, $0. CAROLINA 
Columbia Supply Co 
CREVE COEUR, MO. 
Macco, inc 
DAVENPORT, IA., 1725 Rockingham 
Nichols Wire & Aluminum Co 
DENVER 5, 2625 Wainut St 
Construction Speciaities 
DETROIT 38, 14360 Livernois 
Detroit Fibergias insul. Div 


DULUTH, MINN., 367 Garfield Ave 
Arrowhead Steel Distrib 
ERIE, PA., 350 E. 19th St 
Aluminum Distributors 
FRANKLIN PK., ILL., 3700 N. Mannheim 
Reserve Supply Corp. of Chicago 
FRESNO, CAL., 427 ‘'P’’ St 
Fibergias Engrng. & Supply 
GRAFTON, WISC. 
Nuenfeidt & Dickmann Co. inc 
GRAND PRAIRIE, TEX., 301 S.E£. 14th 
C. P. Waggoner Sales Co. inc 
GRAND RAPIDS, MICHIGAN 
Plastic Forming Co 
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HATFIELD, PA. 
Georgia-Pacific Plywood Co 
HONOLULU 13, 770 Ala Moana Bivd 
W. P. Fuller Co 
HUNTINGTON, WEST VIRGINIA 
Cabinet Supplier, inc 
HOUSTON 4, 3010 Dixie Dr 
Biack-Broilier, inc 
JACKSONVILLE, FLA., 2642 Rosselie 
Hayco, inc 
KANSAS CITY 6, MO., 2440 Pennway 
Carter-Waters Corp 
LaCROSSE, WISCONSIN 
LaCrosse Glass Co 
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this leading dealer says about one of his most profitable items 


“T was hard to convince, 
but now I have no doubts... 


FILOWN. 


is building more plastic panel sales 


“We don’t have a big investment in inventory, 
because we get quick delivery of any size and 
color from our local Filon distributor: 


for us every day!” 


“We've got lots of darn good sales helps. F ilon's 
literature saves us conversation and stream- 
lines the sale. Every step of the installation is 
clearly illustrated for the do-it-yourselfer.’ 


ANDY BECKSTROM, owner 
ARCADIA LUMBER CO 
Arcadia, Calif 


“We find Filon is a year ‘round seller, With 
each sale we usually pick up extra business for 
lumber and other things needed for the job 
You can't deny it~FILON means good profits!"’ 


Dealers everywhere are praising FILON’S superior quality. FILON’S Colors 
and thickness are always uniform... the corrugations are evenly matched for 
better installations and longer life . . . the Nylon parallel strands added to Fiber- 
glas give a stronger, more rigid panel. These unmatched qualities are the result 
of an electronically controlled process in the world’s largest plant devoted ex- 
clusively to Fiberglas plastic panels. It is smart and profitable to handle Filon, 
the leading material in the field. 


Write, Wire or Phone nearest Regional Distributor or Filon Sales Office for complete details 


FILON PLASTICS CORPORATION 


2051 East Maple Ave., El Segundo, Calif., ORegon 8-765! 55 Marietta St., N.W., Atlanta 3, Georgia, Alpine 4442 
228 North LaSalle Street, Chicago 1, Ill., STate 2-7444 270 Park Avenue, New York 17, New York, Plaza 5-5758 





LANCASTER, PA., 250 N. Plum St 
Georgia-Pacific Plywood Co 

LAS VEGAS, 2536 Meadows Ave 
Nevada Neon & Supply Co 

LONG BRANCH, N.J., Branchport Ave 
Georgia-Pacific Plywood Co 

MEMPHIS 12, 2549 Broad St 
Norrell inc 

MERIDEN, CONN., 14 Cherry St 
Georgia-Pacific Plywood Co 

MINNEAPOLIS 14, 909 Oth SE 
Keelor Steel inc 

MT. VERNON, ILLINOIS 


Alexander Wholesale Supply Co. 


MYERS, SO. CAROLINA 
Southeastern Steel Co 

NEW HYDE PARK, L.J., 121 S. 4th St 
Georgia-Pacific Plywood Co 

WEW ORLEANS, 501 City Park Ave 
Georgia-Pacific Plywood Co 

NEW YORK, 933 Courtiandt Ave 
Georgia-Pacific Piywood Co 

OAK PARK, ILL., 704 W. Madison 
Tayloe Giass Co 

OKLAHOMA CITY, 820 N.W. 4th St 
Kilpatrick Bros 

OSHKOSH, WISC., 216 10th St 
Biock iron & Supply 
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PHILADELPHIA, Pier 179 N. at Allegheny 
Georgia-Pacific Plywood Co 
PHOENIX, 1880 W. Filimore 
Fibergias Engrng. & Supply 
PORTLAND 9, ORE., 406 N.W. Glisan 
Fibergias Engrng. & Supply 
PORT NEWARK 5, N.J., 102 Marsh 
Georgia-Pacific Plywood Co 
RAPID CITY, SOUTH DAKOTA 
J.$, Kibben Co 
SACRAMENTO, 1615 Thornton 
Fibergias Engrng. & Supply 
SALT LAKE CITY, 336 S. 3rd St. W 
Fibergias Engrng. & Supply 
SAN DIEGO 3, 823 W. Laure! St 
Maloney Specialties inc 


SAN FRANCISCO 7, 1200 17th St 
Fibergias Engrng. & Supply 
SEATTLE 4, 1248 6th Ave. & 
Fibergias Engrng. & Supply 
SPOKANE 24, 3044 rent 
Fibergias Engrrg. & Supply 
TAMPA, 2601 £. 8 oadway 
Turner Distrituting Co 
VALLEY FALLS, K.)., 144 Broad St 
The Such Co 
VINELAND, N.J., Pine St 
Georgia-Pacific Plywood Co 
YORK, PA., 1336 Spatn Ave 
York Reinforced Plastics Co 
WHEELING, W. VA., 1718 Chapline 
Buliding Prod. Supply Co 
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WASHINGTON 


Housing Starts Down . . . But Cole Ups Estimate of 
‘56 Starts ... Credit Payments Gain on Extensions 


teports are that housing starts 
in December dropped to 72,200, 
compared with 89,200 in November 
and 89,900 in December of 1964. 
These figures have a bearing on 
credit management in Washington. 

* * = 

Following the Bureau of Labor 
Statistica report that private hous- 
ing starts had declined for four 
successive months, housing credit 
was relaxed somewhat, The Federal 
Housing Administration and the 
Veterans Administration restored 
the repayment period for mortgages 
insured by FHA or guaranteed by 
VA to 30 years. Last July 30 this 
period was shortened to 25 years 
and the down payment required in- 
creased by 2%. This down-payment 
increase remains in effect. Housing 
officials warned the industry that 
scarcity of mortgage money may 
make it hard in some areas to find 
lenders willing to make 80-year 
loans. 

ca ” * 

Fanny May continues to buy 
home mortgages at an increased 
rate, as private lenders turn to that 
agency for funds. The 1955 record 
of FNMA mortgage purchases went 
close of $100 million. Fanny is said 
to be about to sell securities to put 
more money into the till. 

. *~ * 

Builders regard the restoration 
of the 30-year repayment period as 
good, as far aa it goes; but con- 
atruction people, meeting in Wash- 
ington, asked Federal agencies to 
loosen up the down-payment rules, 
also, Norman Mason, of FHA, has 
said he'll ask Congreas to relax the 
terms under which his agency can 
insure private loans for home im- 
provement and repaira 


* * 7 
Under Secretary of the Treasury 
suryess told a meeting of the U. S. 
Savings & Loan League that the 
threat of over-expansion in the 
housing field has subsided; so the 
Administration has begun to ease 
housing credits to make sure the 
dip in home-building doesn’t go too 
far. “There is every reason to be- 
lieve,” Burgess said, “the rebuild- 
ing of our country will go forward 
to meet a atill large existing need 
for good construction, and it will 
be the government's policy to facili- 
tate this in every sound way.” 
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To this should be added the state- 
ment made by HHF'A administrator 
Albert M. Cole, that he has in- 
creased his estimate of home-build- 
ing starts for 1956 to 1,800,000. 
Last November he set the maximum 
estimate at 1,200,000, which he now 
says was unjustifiably pessimistic. 
Among the compelling reasons for 
expecting a good housing year, Cole 
mentioned the high production of 
America’s expanding economy. The 
country is producing, and consum- 
ing more goods of all kinds, a solid 
base upon which the industry can 
erect, and sell, perhaps as many 
homes this year as last. 


* + + 


Add to this the receding infla- 
tionary clouds, blown back by high- 
er production, including higher 
production of certain building ma- 
terials in short supply last spring. 
Cole said he did not believe any 
temporary drop in the number of 
new families—if this occurs—would 
decrease housing demand. This de- 
mand rests not only upon popula- 
tion growth but upon still unsatis- 
fied housing needs. He said also, 
“The home improvement program 
is not a substitute for new home 
building. It is an idea developed be- 
cause it was good in itself.” 


* * * 


Some observers in Washington 
regard the President's report on 
national economics as a signal for 
new credit-easing moves. No offi- 
cial spokesman has suggested im- 
mediate plans for further relaxing 
of credits; but a careful reading of 
the report isn’t as cheerful as the 
usual newspaper stories indicated, 
The decline in auto sales and in 
housing starts were hard bumps. 


* * * 


If you're interested in do-it-your- 
self crystal ball gazing and eco- 
nomic prophecy, experienced ana- 
lysts suggest you watch the open- 
market transactions of the Federal 
Reserve. If the Reserve starts buy- 
ing securities in the open market, 
that means putting more loan 
money into bank vaults. If and when 
the Reserve—the “Fed” as it’s com- 
monly called here — thinks credit 
needs a shot in the arm, the open- 
market device will be used first; 


sooner than the reduction of the 
discount rate. Keep watch of both. 


oo, 


Installment credit extension dur- 
ing the past year has run ahead of 
repayment. But at present the ex- 
tension has been slowing down and 
repayments rising. The gap between 
the two last September was $588 
million, in October, $264 million. 
The gap widened a bit in November 
and December, account of holiday 
sales; but the gap may be closed 
when the January figures are com- 
piled. The current guess is that ex- 
tensions and repayments are likely 
to run much nearer even, the first 
half of the year; with extensions 
gaining somewhat in the latter part 
when new car models are out. 


x . * 


There’s much talk in retail circles 
about plans to harvest the consumer 
purchasing power that at present 
isn’t going into auto buying. Paid 
up auto installments mean more 
bank money for mortgage lending. 
True enough; but every retail line 
has already thought of that one; so 
the potential surplus appears al- 
ready to be wearin’ awa’. Hence 
this source isn’t likely to add much 
to housing mortgage funds. Pay- 
ments on earlier home mortgages 
are more likely to be available for 
new mortgage financing. 

* - * 


The Departments of Commerce 
and of Labor estimate that expendi- 
tures for new construction in 1956 
will amount to $44 billion. This of 
course includes all types of con- 
struction, light and heavy, pri- 
vately financed and publicly fi- 
nanced, Privately-financed work is 
guessed at $30.9 billion; publicly- 
financed at $13.1 billion. The first 
figure shows a gain of three per- 
cent; the second a gain of ten per- 
cent, over last year’s figures. 

eS 


House builders say one of their 
serious road blocks is the shortage 
of community facilities; water- 
works, sewers, gas and electric con- 
nections, schools, food markets and 
the like. They’ve suggested that Ad- 
ministrator Cole appoint a study 
commission to make recommenda- 
tions. 


R. Y. Kerr 
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PN ifofol alate Mintel actually 


Exginecred| 


THERE'S A GRADE PRICED 
FOR EVERY NEED, EACH 
PRODUCED IN ACCORD- 
ANCE WITH NOFMA 
STANDARDS. DESCRIPTIVE 
LITERATURE FREE UPON 
REQUEST. 














NOW YOU KNOW WHY... 


BUILDERS REPORT UP TO 35% SAVINGS IN 
LAYING-THROUGH-FINISHING COSTS ON LOCK 
WOOD FLOORS! 


AND NOW YOU KNOW WHY... 
LOCKWOOD IS A GOOD DEAL FOR ALL DEALERS! 
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The Big Rigs 
Bring ‘Em In! 


SPECIALIZING IN 
VERTICAL GRAIN SIDING 
AND PANELING 


PALO ALTO GRADE 


os ’ MA 
z ey « 
—_ I 
wy 
/ > 


om REDWOOD COMPANY 


ARCATA+ CALIFORNIA 
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A fireplace built according to Donley plans and 
using Donley component parts will provide 
dependable performance everytime. This is the 
reason you as a dealer will realize 
more business and greater profits when you sell 


Donley Fireplaces 


Donley Fireplace Parts are fabricated of heavy 
cast-iron or special rust-resistant steel (guaranteed 
permanently against failure), These units are 
available for a wide range of fireplace sizes (up 
to 8 feet in width) and they include The Donley 


Heatsaver Fireplace (a warm air circulating unit) 


Plans available from Donley include a variety of 


traditional fireplaces as well as those of contem 
porary and modern design. You protect profits 
you avoid kickbacks and problems and 


you become a dealer in “fireplace satisfaction 


F for your customers everytime when you serve 
successful Donley fireplaces 
_ oa 
nee 4 


* 
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BROTHERS COMPANY 
3928 Miles Avenue Cleveland 5, Ohio 


The Donley Brothers Co., 
| 13928 Miles Ave., 
| Cleveland 5, Ohio 
Gentlemen: Please send me full information on 


Donley Products 
Name 


Compony 


plete information. Learn 
how you can profit by 
selling Donley Quvuality 
ene-00 Products 
L _ 


Address 


Send coupon for com | 
| 


1 City State 
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NEW SUPERKLEEN TREASURE ISLAND ca Superkieen “first,” introduced in 1955 and now 


offered in a new, improved, completely adjustable model that gives you much more room for merchan 


dise but takes no more floor space. Usable individually, in multiples, in combination with the new 
Superkieen Space-Maker, and in any part of your store. Plenty of display and storage space. Top 
quality construction assures super-durability, PERMANENT profitability. Over-all dimensions: height 
57% length 47% width 194%” 


DONT MICE O07 ON THE LIMITED-TIME 


OFFER! 








WRITE FOR 
COMPLETE DETAILS 
NOW! 





PRESENTS 3 NEW, EXCLUSIVE 


eo MERCHANDIS 


TO MULTIPLY YOUR PROFITS...EXTRA-FAST! 


Here's real all-out dealer support — three of the 
most usable, durable, PERMANENTLY PROFIT- 
ABLE merchandisers ever offered to the trade! They're 
ready right now to go to work for you, ready to pay 
for themselves in record time . . . and then pay you 
a continuous profit for a long, long lifetime! 


Get that! .. . You can get any one or more of these 
PERMANENT profit-winners and get back its modest 
cost in a hurry. More than super-merchandisers, 
they’re store-modernizers .. . completely self-contained, 
fully adjustable . each outstanding for the brute 


strength beneath its sleekly modern styling. Each is 


LOOP, 


A fA Lf i 


a 


TYPICAL SPACE-MAKER SETUPS 


aa 
Y 
~ J } 
End-to-end, At end of aisle — : “T” formation 
takes 


with 
little room Treasure isiand 


or 
back.to-back 


SUPERBLEEN BRUSH 


a big start toward “renewing” older stores. Each is 


smartly designed to do credit to even the most up-to 
the-minute new store! Check the facts and figures 
listed below, then choose the Superkleen Multi-Item 
Merchandiser that best fits your needs. Watch it multi 


. PERMANENTLY! 


ply your profits, pronto 


NEW SUPERKLEEN SPACEMAKER 


makes the most of every selling inch, because it's designed to provide 
a maximum of display area plus ample storage for reserve stocks 
Lifetime construction with completely adjustable shelves. Measures 
over-all; 54” high, 37%,” long, 19%" wide 


NEW SUPERKLEEN PROFITERIA 


gives you a full-fledged, fully flexible brush department in a few 
square feet of space. Con be used in strategic sales areas usually 
wasted. Can't be beat for permanent salespower! Over-all dimen 
sions: 36” high, 3314” long, 16” wide 


> 


=) 


Back to-back 
on island on 
of shelves table counter 


Recessed Anywhere 


in center 





PRINCETON, IND. 





Are you cashing in on the trend to Asbestos 
Flexboard in board and batten construction? 





® Fireproof 
Asbestos Flexboard 
® Weatherproof, 


wears like 
stone 


Beautiful 
stone gray 
color 


May be 
painted any 


color 
desired* 


CO ue 
nies manufacture poi 
especially for asbestos- 
cement and masonry 
products. Flexboard is 
primed with these paints 
containing Chlorinated 
ee ee | 
@ quality grade of exterior 
house paint is used for the 
finishing coats 


gives you color’ — beauty - 
the permanence of stone- 
all at lower cost! 


@ One of the most exciting developments in 
home building has been the use of Johns-Manville 
Asbestos Flexboard” in board and batten 
construction. This modern material meets every 
basic requirement for an exterior siding. 


Made of asbestos and cement, it has the 
permanence of stone. Sheet sizes are from 
4’ x 8’ up to 4’ x 12’, in 1/8", 3/16" and 1/4" 
thicknesses. Applied over J-M Weathertite 
Sheathing in conventional frame construction, 
it provides a finished exterior wall not only 
at lower construction cost but at lower 
maintenance cost to the homeowner. Flex- 
board can be painted* any color desired but 
never needs painting to preserve it. 

Learn more about this new method of building 
with Flexboard. Send for the free booklet, 
“The Modern Trend in Home Design.”’ Write 
Johns-Manville, Box 111, Dept. AL, New York 
16, N. Y. 


| Johns-Manville 
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Turns waste space 
into dollars 


Cash in right now with this 


eye-catching MOE. LIGHT CEILING DISPLAY 


What's more, you get your full profit on every sale—sales backed 
by national advertising in America’s most influential home maga 
zines read by all the best prospects in your community. Dealer 
everywhere report that Moe Light Displays add interest and 
brightness to their stores. attract sales they've never had before 
build additional volume by stimulating sales of related items. Read 
what you get... how free fixtures offset cost of the deal ind re 
member you get new business out of your waste pace 


M-5060 CEILING MERCHANDISER (Size 6 x 4 

You get 21 beautiful fixtures Dealer Cost $108.95 
You get this attractive Display Board For only 30.95 
Total Cost to you All fixtures and Board $139.90" 


Retail valve of 21 fixtures $162.75 


FREE FIXTURES OFFSET COST OF BOARD 
You get: 1 M-1202, 32/22W Polished Copper Instant Start Circline 
and 1 M-1015, Frosted Glass Fixture. Retail Value, $32.10" 


* Prices slightly higher, Denver and Wes! Free Merchandising Sales-Helps are 
cluded. Rail Freight PREPAID or 


fixtures ond Display Unit 


Many other profit-making Moe Light Deals like 
Counter, Wall and Recessed Box displays are yours to 


choose from Use the coupon for fast information 


INDIVIDUALLY PACKAGED 
All Moe Lights are packaged individually ir 
labeled cartons—Profit from all the items in the 


THOMAS INDUSTRIES INC., MOE LIGHT DIVISION, Dept. AL-2 
410 S$. Third Street, Lewisville 2, Ky 


—_ . fro he Send me complete intormatior 
Moe Light line—Sell from the catalog, too Your on all Moe Light Display Deal 


rries the entire line! 
Distributor carries i Pleese hove 6 Recrecentotive ce 7 


NAME 
COMPANY WAME 


THOMAS INDUSTRIES INC. (a MOEGs@ 


Executive Offices—410 $ Ird St. Lowisville 2, Ky « Canada 140) The Queenwwoy. t ' Onte ne re en ae earn ee ——— 
city Zone STATE 


nus = 
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LETTERS 





Thanks for the Compliment 


To the Editor: 1 want to thank 
you for the outstanding job that 
you did for us in your recent story 
in American Lumberman. You really 
did yourself proud in the way you 
put your story together and for 
the fine pictures in your magazine 

Denis J. Ryan, president, 

The Parsch Lumber & Coal, Co.. 

Elyria, Ohio 


Good as Gold 


To the Editor: This is to let you 
know of my non-renewal, since | 
am about to retire from business 
American Lumberman has been a 
great help and adviser through 
these last 15 years. I have stored 
every issue of this splendid publica 
tion from January, 1940 through 
Dec. 26, 1955 in my home library 
I simply cannot part with them 


The American Lumberman has 
always been a great pleasure to read 


¢ $989 and I refer to these copies he 
Tape rules from 75 to ieee ei is ead he . wee : he 


. . has devoted enough time to these 

ith a Free Meo na View Box issues to realize their worth in gold 

Wwe g I give your publication the prais« 
a (PAT, PENDING) it so highly deserves 


Robert Maier, 
Rockaway Beach, N.Y 





The Stanley Line of tape rules is all new... 10 models in 3 
styles, priced from 75¢ to $2.89 retail . . . and every rule is indi- ADservice is Necessary 
vidually packed in the sensational Magna View box. 
Every one of your customers who buys a Stanley Rule gets To the Editor: It may be inte 
one of these plastic boxes with the magnifying lens lid as a free esting for you to know that I have 
extra... and you're selling the best in tape rules... fine tools been handling the advertising pro 
from The Tool Box of the World. gram for a Toronto lumberyard. 
Part of the program, of course, is 
American Lumberman mats. I do 
all the layout and copy work pet 
sonally and I find that the ads are 
not only valuable but very impor 
tant-—in fact necessary. Everything 
I have wanted in the way of illus 
tration, at any time, has been avail 
able in the mat service 
I have been doing this, of course 

The “Big” Rules The 1200 Line” for experience; to get all the an 
This display packaging shows and sells the rules and points up ae to — soit, — to alti 
the big, free extra, too! All four 1200 and both 3600 rules come nasil in in position kn tales 
in these individual pouches for easy display. The new ereamd the scuntey th ebvertisian 
Pacemaker Rules come 6 of a size in a snappy display carton program carried on through twelve 
with lots of selling art and copy. months by a lumber dealer who 
spent one and one-hal! percent of 
his annual sales. Of course, the con 


Your wholesaler hos Stanley Tape sumer sales in this company are 


Rules now. See him right away. For a growing by leaps and bounds. | 
free fact-full folder, write Stanley S : A N i a VY think we have built them up a good 
Tools, 122 Elm Street, New Britain, 40% in a period of four and one 


Conn. Ask for rule folder T 201, half months. The firm is confident 
| that their net profit is going to be 
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up considerably and they know right 
now that their volume is a way over 
last year in spite of the fact that 
their contractor sales have dropped 

During the course of the coming 
year, | will be plugging heavily on 
newspaper advertising and _ the 
American Lumberman Mat Service 
Illustrated how-to-do-it articles and 
sample advertisements including 
your mats will be part and parcel 
of my program. I am confident that 
imerican Lumberman mats are go- 
ing to roll into this country in great 
er numbers than ever before 

R. T. Homewood, 

Secretary-Manager 

Ontario Retail Lbr. Dealers Assan 


Circular Lumber Calculator 


To the Editor: To date I have re- 
ceived 46 letters from all parts of 
the United States and some from 
Canada as the result of the article 
appearing in American Lumberman 
regarding my circular lumber calcu- 
lator. I have answered each on a 
form letter inasmuch as I was not 
prepared for such enthusiastic in- 
terest 

Frederick H. Kranz, manager, 
Golden State Lumber Co., 
Santa Monica Blvd., 

Santa Monica, Calif. 


The calculator referred to is de- 
scribed in the article, “Circular Calcu- 
lator Speeds Lumber Figuring,” Amer- 
ican Lumberman, Novy. 28, 1955.—Edi- 
tor 


Past Due Accounts 


To the Editor: We recently saw 
the article, “Fast Way to Handle 
Past Due Accounts,” which you 
published in your magazine. We 
were wondering if you might have 
a few copies of the article that you 
might be able to send us. 

We are very interested in the in 
formation that the article offered 
and think that the idea has many 
usable possibilities in collecting past 
due accounts 

Robert J. McCaslin, 
Boise, Idaho 


Likes Store Layout Expert 


To the Editor: Just a note to 
thank you for your recommenda 
tion of Mr. Edward Hanson of Still 
water, Minn. as a consultant in lum 
beryard planning. He spent the day 
with us yesterday and we find him 
very pleasant to talk with, plus 
having the very evident know-how 
that we feel is necessary for some 
thing like he is doing 

So many of these fellows are the 
high-pressure type and we are 
rather pleasantly surprised to find 
him to be very down to earth. I, 
for one, can recommend Mr. Hanson 
without reservation 

Philip S. Lindner, 
Sandwich, Illinois 
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SIEVE a Tools 


New Rule Advertising 
Hits 28,000,000 Monthly 


Stanley advertising is telling the exciting story of new 
Stanley Tape Rules and the free Magna-View box to 
28,000,000 readers of AMERICAN WEEKLY, PARADI 
and THIS WEEK every month in 1956. The theme for the 
Stanley ads is: “Be precise say Stanley, it's a good rule!” 


These Sunday newspaper supplements go into the homes of 
your customers every week. Everyone in the family reads them 
That's why Stanley uses them . to send rule buyers to you 
for the new Stanley Rules 


And Millions More Here 


Yes, millions more rule buyers who read THE SATURDAY 

EVENING POST, POPULAR SCIENCE, POPULAR 

MECHANICS, MECHANIX ILLUSTRATED, HOMIE 

CRAFT, HOME CRAFTSMAN, THE CARPENTER 

AMERICAN BUILDER, PRACTICAL BUILDER, and 

many industrial trade books, are getting the word: “Be precise 
say Stanley, it's a good rule! 


Watch these popular magazines 
and your local Sunday news- 
paper supplements. Readers will 
be coming in for “the Stanley 
Rules in the free Magna-View 
box.” See your wholesaler now, 
and be ready to sell. Stanley 
Tools, New Britain, Conn. 


STANLEY 
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WOOD and WOOD 
PRODUCTS 


“QUALITIZED” ENGELMANN SPRUCE 
“QUALITIZED” IDAHO WHITE PINE 
“QUALITIZED” PONDEROSA PINE 
“QUALITIZED” INLAND CEDAR 
“QUALITIZED” FIR and LARCH 
“QUALITIZED” WHITE FIR 


Plus “Qualitized” Mill- 

work, Cut Stock, Lath, 

Pre-cut Children’s Furni- 
4% ture and Toys. 


But : 
Mie: :“QUALITIZED” PRODUCTS 
ia// - AVAILABLE ONLY FROM 


PRODUCTS 


P.O. BOX 1452 SPOKANE, WASHINGTON 
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‘A -A-MINUTE 


Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you something that you 
thought up yourself? If so, why not 
mail them in to us? The address 
is American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used, They 
can be as long as a column or as 
short as a paragraph. The ones used 
on this page will give you an idea. 


The Editors 


Serves Tough Customers 


We are making literally thou 
sands of dollars annually because of 
our policy of going to great length 
to render satisfactory service to the 
town’s most cantakerous customers. 
There are three contractors in par- 
ticular in our town who are among 
the world’s most impossible guys 
to get along with. We maintained a 
steadfast policy of serving them as 
well as possible. Eventually, the 
other yards in town simply refused 
to do business with these contrac 
tors, so we now have the difficult 
but profitable task of serving the 
tough customers exclusively. 
Ralph E.. Woodbury, president, C. G 
Woodbury & Son, Inc., Glen Falls, 
NF; 


Good Outside Salesman 


We have completed a very suc 
cessful experience of employing a 
teacher in the mechanical arts de 
partment of the local high school 
as an outside salesman for the sum 
mer 

He spent his first two weeks 
simply studying in our office, fa 
miliarizing himself with product in 
formation, then started out. He was 
successful in selling more merchan- 
dise in 2'4 months, just from cold 
canvassing and evening solicita- 
tions, than we ever thought was pos- 
sible 

These have been mostly package 
sales and because we are able to 
offer a complete service, including 
labor, it has removed these jobs 
from outside competition. The sales 
ranged from new roofs to siding 
jobs and complete packaged kitch- 
ens. He even sold one Lu-Re-Co 
house and brought in leads for three 
others. 

I would say that over 80% of his 
sales have been to people with whom 
we had little or no success selling 
before, so this sales volume is new 
business for us 

Our man was very ably qualified 


(continued on page 50) 
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Garage Door Sets 


Roll up Profits 


This is Garage Door Set No. 2721, one of the complete 
Stanley line of roll-up garage doors and hardware 
No. 2721 is available in 8 door designs to suit any 
architecture and in 8’ or 9’ door widths, It is 
torsion spring operated for perfect balance and smooth 
“Free-Way” action 











¢ A close-i p of torsion spring 
at top corners of door 
easily installed and adjusted 
for smooth operation 


\ close-up of simplified % 
Strap adjuster that assure 
equal lifting at both end 
and 1s easy to install 














This ts the full line of Stanley roll-up garage hardware 
and doors 

No. 2720 8’ and 9’ openings, tension spring 

No. 2721 8’ and 9’ openings, torsion spring 


No. 2722 8’ and 9’ openings, low-headroom (only 4”) 
No. 2726 14’, 15’ and 16’ openings, torsion spring 


See your supplier. For full cde- 


toils write Stanley Hardware, 
eam STANLEY 
Conn. Ask for ‘Free-Way” 

Roll-Up Garage Door folders. 
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Talk window beauty... 
and close the sale with 




















Andersen Windowalls 


TRADE MARM OF AMOERBEN COMFORA OM 














Residence in Barrington 





Here’s an “exclusive” to talk about, whether it’s a builder 
you're selling, or a home buyer. There is simply no other kind of 
window beauty so striking as that of Andersen WINDOWALLS 


Along with a breath-taking view, you offer superb window trim 


smooth, easy operation, weatherproof protection from draft 


dust and moisture. Ye WINDOWALLS close sale 
For information on all four type ee your WINDOWA 
tributor, or write us direct. There’s a nearby stock of WINDOWA 


everywhere, including all Pacific Coast state 


ANDERSEN CORPORATION + BAYPORT, MINNE 














TWIN-TILT TRUCKS 
CUT LABOR « 
COSTS 






TWIN-TILT TRUCKS with 

SWINGARD CONSERVE 

SPACE and CUT LABOR 
COSTS. 


Built to turn on a dime and to 
operate with finger tip control 
TWIN-TILI trucks allow one 
man to do the work of two. The 
SWINGARD safety feature of 
sturdy bar iron construction, pro- 
tect both man and load from in 
jury or damage. The guard swings 
completely out of the way when 
truck is moving the load, to safe 
ty position if truck is dropped 
automatically catching and sup 
porting the load 








4 





UP TO 1200 LBS. WITH 
FINGER-TIP CONTROL. 


TWIN-TILT is the only hand op 
erated truck with the patented 
labor saving auxiliary frame. It 
is of all metal construction with 
full welded frame, (no bolts or 
rivets to work loose). Engineered 


maximum ease of operation 
Twin-Tilt trucks require a mini 
mum of space in turning or mov 
ing and lift up to 1200 Ibs, palle 
tized materia with finger tip 
control, The Swingard safety 
attached to any heavy 
truck 


for 


ture can be 
duty 


hand 











For completely 


descriptive 






literature write 
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for the job since he had thorough 
experience in new construction, re- 
modeling and drafting. He also had 
a pleasing personality. We heartily 
recommend this arrangement for an 
outside salesman to any dealer who 
is in a town which has an up-and- 
coming mechanical arts instructor, 
who is willing to take on a little 
extra work during his off summer 
months.—-Philip S. Lindner, Philip 
S. Lindner & Co., Sandwich, Ill. 


Flexible Truck Signs 


To make the ads on our trucks as 
timely as possible, we use 2x4 tem- 
pered hardboard inserted panels, 
which slip into slotted strips fas 
tened to the side of the truck. Signs 
or posters are applied to the hard 
board panels. We plan to change 
these panel ads every week.—C. M 
Croft, managing director, West End 
Supplies, Ltd., Halifax, N. S. 


Measures Radio Audience 


We offer a special Do-It-Yourself 
calendar to listeners to our radio 
program if they'll come into the 
yard for their copy. This helps us 
judge the extent of our listening 
audience, Also it gives people a good 
reason to call at our store. We buv 
the calendar with our firm name and 
vddress prominently imprinted, 
B. L. Vaughan, Vaughan's Pacific 
Ave, Lumber Co,, Tacoma, Wash. 


More Houseware Sales 


We increased the dollar volume of 
seles on our pots. pans and other 
housewares from $14 to $1,000 per 
week by grouping the related prod 
vets in one central display area 
Abraham Rich, accounting officer, 
Meadowbrook Lumber & Equip 
Bellmore, N. Y 


ment Cor p., 


Management Teams 


Our organization has 90 employes 
and we had a problem of keeping 
even our key personnel informed 
about our overall progress and 
goals. Acting on a suggestion by 
Art Hood, editor, American Lum 
herman, we have established man 
agement teams. 

The first management team is 
composed of about 12 company ex 
ecutives and department heads. The 
team is made up of other 
supervisory employes. Some men 
serve on both teams 

We have been experimenting with 
regular monthly meetings. So far 
the program has been highly suc- 


second 











E 


cessful. The men appreciate know 
ing how the company is doing. They 
have developed a warmer, friendlier 
attitude toward the company which 
is helping them all to do a bevter 
job.—Charles E. Hopkins, general 
manager, Harris Lumber Co., Inc., 


Providence, R. I. 


Picnic Tables 


We had a quantity of two-inch 
shop grade redwood that had vir- 
tually become dead stock in our 
yard. We found plans for picnic 
tables and had the shop fabricate 
some using the redwood. We built 
a special and a deluxe model table 
with prices of $39.95 and $45. We 
sold out the tables rapidly and we 
have re-ordered the two-inch shop 
grade redwood twice—Robert F. 
Smith, manager, Newton (Conn.) 
Lumber co. 


Good Timing 


We find that scheduling your 
radio program just right to catch 
the listening public is very impor- 
tant. Our program is called “Home- 
ward Bound.” It is timed to catch 
employes from the industrial plants 
en route home in their cars and also 
the housewives awaiting the return 
of their husbands.—Paul DeVille, 
president, DeVille Lumber Co., Can- 
ton, Ohio 


“How're You Fixed?" 


The popularization of the phrase 
“how’re you fixed for so-and-so” by 
a razor blade company makes this 
a good phrase to use in the retail 
lumber industry on reminder signs 

Robert A. Whitney, president,- 
National Sales Evecutives, New 


York, N. } 


Paint-Maker Ups Sales 


We took over a local paint store 
that was run down and about ready 
to fold. We perked up the store and 
put in a new type of electronic paint 
mixing machine which a national 
firm leases for their brand of paint 
We advertised the features of the 
machine, which include mixing of 
3,000 different color shades and pro 
viding an exact match for any piece 
of wallpaper or cloth 

The new and unusual aspects of 
the paint machine caught the pub 
lic’s fancy and our paint sales 
started to zoom. Before. our paint 
sales amounted to only about 3% of 
our gross income.—Edward H. Bill, 
Jr., president, Foxboro (Mass 
Coal and Building Materials Co 
LLUMBERMAN AND 
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America’s newest, smartest hardwood floor 


Its striking new Midnight Finish has won the enthu While high in style, Bruce Fireside Plank is low in 
siasti approval of architects, decorators and home price in fact, costs little more than a regular 


buvers for Bruce Fireside Plank. Alternating 24” and trip floor. It complete] finished at the factory for 


sh strips of solid oak create the charm of expensive beauty, durability and on-the-job cost savings, Writ 
random-width plank with wide, shallow side for color booklet. See 


bevels to emphasize the interesting, casual effect E. L, BRUCE CO 


Bruce 
Fireside 


Plank Floor 


\ Naturally 
Beautiful 





DROP THOSE SHOES! 





The first principle of retailing is to take good care 


of the customers, who walk through the doors. 


This story is about J.C. Penney. It was told to me 
by a dealer who knew the man to whom the incident 
happened, I can’t vouch for the truth of the story 
but I think Mr. Penney 


well have happened in a store managed by him 


would agree that it could very 


It seems that in the early days when Mr. Penney 
was personally managing a store, one of his employes 
was bringing up an armload of shoes to be placed 
on the shelve Just he hit the top step, Penney 
exploded in his ear, “drop those shoes.” The man 
dropped the armload of shoes and they rolled down 
the stairs, making quite a mess at the bottom. The 
man looked around to see why Mr. Penney had shout 
ed and he noticed that a customer had come through 
the door and was wandering about the front of the 


tore a little bewildered 


He got the hint, waited on the customer and then 
went to the for ti to straighten out the 


Tri 


hoes on the helves, Mr. 
“! deliberately shouted 
that you should remem 


u are in retail 


There j noth y to be done about a store quite 
o important as taking care of the customers promptly 
The man 


when they come through the front door.” 


never did forget the lesson and he is a very successful 


merchant toda 


How about lumberyards? 


Our tore ale this industry would be 50‘ 


yreater if all out 


people practiced this lesson 
Contrast this Penne tory with two incidents that 
| heard about recently that actually happened in 


‘ stabli hments 


one yard and asked to have a 
half ton o al livered. The clerk told her in no 
uncertain term a t was company policy to deliver 
not |e than a ton, that he would take care of thi 
order but in the future, unless she would order a ton 
Needless 


he went out that she would 


or more, they couldn't handle the delivery 
to iV, he muttered as 


take her busine elsewhere 


In another incident, a local mechanic came in with 
an $88 week! 


owed the lumber dealer. He asked the dealer to cash 


52 


check to pay a $10 account that he 


the check, who said grudgingly, “What do you think 
I am, a banker?” There is little doubt where the man 


took his subsequent business 


Checkup worthwhile 


A recent survey showed that 36% of retail sales 
people don’t even give the customer a friendly greet 
ing 

Readers will say, “This couldn’t happen in my 
check frequently to see that the attitude of all the 
employes is to drop everything to take care of ¢1 
tomers when they come to the store. If our sales peo 
ple are to become successful in modern merchandis 
ing, they will have to unlearn previous bad habits 


and attitudes toward customers 


At least one dealer in the United States has this 
problem pretty thoroughly whipped on an incentive 
basis. He is Paul DeVille of the DeVille Lumber 
Company, Canton, Ohio 


Mr. DeVille pays 1% of the face value of the ticket 
to every sales person who writes up the individual 
ticket. He pays this to the salesman even though he 
might be writing up a ticket for another salesman 
who is getting a full commission on the sale. In other 
words, somebody gets 1% on every ticket that is writ 
ten, and the sales person who gets the 1° s the 


person who writes it 


Mr. DeVille says that this has a tendency to cure 


three basi problems: 


a real rivalry to see who can get to the 


1. There } 


customer first as he comes through the door 


2. There is a tendency to promote suggestive and 
related sales because the larger the 


the reward to the salesman. 


It also promotes installment selling, because the 
salesman soon learns that many a sale } aved, and 
often a sale is increased by the use of monthly payment 
elling 

If there was ever an idea that deserved universal 


application in the industry, in my opinion, this is it 
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The only dishwasher of its kind ... styled to capital- 
ize on the modern trend to fashionable copper! 


Far more than just a mobile dishwasher . . . this is a dishwasher 
designed from start to finish to capture today’s market! The 
new American Kitchens ‘‘Roll-o-matic’”’ is a big dishwasher 
—easily movable—with the performance and capacity ofa 
plumbed-in dishwasher. No installation expense to slow 
down sales. It offers the added sales exclusive of a fashion- 
able new Coppertone finish, yet is priced far below plumbed- 
in dishwashers! Check competition and see for yourself! 


Best of all it gives you a full 35% mark-up 
on every sale you make! 


RUTOMA Vic O'S hwagnee 


eee ) ] ; “ce ty 
Look at all these big dishwasher features the new “Roll-o- with this exciting 


matic” gives you to sell: 
Acclaimed by leading test laboratories... triple rinses, washes In troduc tory 


dishes hygienically clean, jewel-bright! Inlet-outlet hoses 
with adapter fit any faucet. : Offe 
er! 
“~ - » 


Entire cycle is automatic . . . washes, rinses, drys, turns itself 
off. No-vent drying. Rolls easily on non-marring, ball- 
bearing casters. Holds full day’s dishes for average family! 

Smooth top gives extra work space... all exposed internal 
metal parts are of stainless steel, and inner surfaces of tub and 
lid are finished in acid-and-alkali-resistant porcelain enamel, 


lus over 6 months s: 

suppl f 
DISHWASHER ALL with Ane 
chase of a new “Roll-o-matic,”” 


Famous nationally-advertised Syra 

cuse china in the lovely Celeste pat 

tern. This 16-piece starter set ha a 

regular retail value of $45.00, yer you 

can ofter it free with 

1a ne LO - 

| . poate w “Roll-o 
/ / \ La _e ' a ] get more than 

: | ey) — if Customers also 

' | Bet more than 6 months 

Ome seer | supply of DISHWASHER 

ALL, thenew detergent for 


\ ] b 
1 1 ' es : itchen and automat { 
oN " , 3. Roll into i natic dishwashers 
rolls mc Roll-o-matic’’ 2. Load with dirty dishes hook up ot sink, Smoot 
ciiee 9M Up to the table right at the table—save top gives extra work 
- ‘NON-marring, boll. ndiess trips back and 
earing Casters, ads 
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STEP AHEAD 


WITH IN 1956 


AMERICAN KITCHENS DIVISION fXs) COWMERSVILLE, INDIANA 
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1. “STEP UP, MRS. JONES, and have a look at some of 
the kitchens we have recently installed,” says Nelson 
Hyland. Colored slides and a viewer are among Nelson's 
important sales tools. 

2. BUILT-IN APPLIANCES are sold with 80% of the 
kitchens sold by the firm. Kitchen sales specialist Hyland 
shows the oven to an interested prospect 

3. CABINET FEATURES in another display are shown to 
the customer. Note the built-in appliances and conventional 
refrigerator 

4. STEEL KITCHEN DISPLAY rounds out 
tour for Mrs. Jones. Small electrical appliances on 
cabinet-end-shelves lead to tie-in sales. 


the showroom 
the 


lk ebruars 


0) 
© ; 


Selling Home Improvements 


This is the first in a 
articles describing dealers who are 
successful in selling home im 
provement jobs. The dealer 
market in home improvements is 
dramatized this the na 
tional promotional campaign, “Op- 
eration Home Improvement.” Look 
in Amert- 


series of 


vast 


year by 


for succeeding articles 


can Lumberman. 
LUMBERMAN AND 


1956, AMERICAN 








Read about the step-by-step program which helps 
this Rhode Island dealer ring up $100,000 in 


kitchen sales annually. 


Brief Course in Kitchen Selling 


customers make the 


“Satisfied 
best advertisements.’ 

With this merchandising maxim 
as a guide, Nelson Hyland, kitchen 
sales specialist, Harris Lumber 
Co., Providence, R. I., nails down 
65 kitchen package sales annually. 
And, with the average kitchen sale 
amounting to $1,500, Nelson an 
nually proves the company’s mer 
chandising ideal is more than 
$100,000 correct. 

The firm’s sales program for re 
modeled kitchens includes ade 
quate display area and inventory, 
consistent advertising and an im- 
portant series of at least five calls 
on each customer in completing a 
sale. The calls made by the kitchen 
sales specialist are designed to 
first sell the customer—then keep 
the customer sold on the firm. In 
this way, satisfied customers gen- 
erate favorable neighborhood com- 
ment on the firm’s kitchens and 
personalized service which leads 
to more prospects and more sales. 

Here’s how the successful sales 
program works: 


Inventory and Display: Harris 
sells four types of kitchen cabi 
nets—economy and quality lines 
in both steel and wood. An esti- 
mated $12,000 inventory in steel 
cabinets is maintained. The wood 
cabinets, which include a quality 
line available in six finishes, are 
sold custom-built. They are de 
livered assembled from the factory 
to the job site. 

Three kitchens are on display in 
the kitchen planning area of the 
showroom. Kitchens are complete 
with the latest in built-in ovens, 
ranges and refrigerators. Open 
floor space near two of the kitchen 
displays shows off conventional 
and built-in appliances, refrigera 
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tors, dishwashers, ventilating fans 
and built-in paper towel holders. 

“Invention of the built-in elec 
trical appliances has created a 
perfect product for a lumber deal 
er to sell,” says Nelson. “We sell 
built-ins with 80% of our kitchen 
packages.” 


Y 
come IN “ 


LIMITED TIME ONLY 
RADIO SPECIAL 


see iT FOR YOURSELF 


Advertising: Overall), Harris 
spends about *% of 1% for adver 
tising. Since officials consider local 
newspaper rates too high, most of 
the budget goes for radio. A pro- 
fessional advertising agency, 
which works closely with depart 
ment heads, prepares the adver 
tising. 

3ecause results from a consist 
ent campaign have proved best, 
the firm has about 100 one-minute 
spots divided between two radio 


stations each month. Quantity of the 


spot advertising changes seasonal- 
ly, but each major department, 
such as kitchen sales, is plugged 
frequently. 

“We want to avoid going into a 
big, bally-hoo advertising cam- 
paign,” says general manager 
Charles E. Hopkins. “Our present 
program brings in all the custom 
ers we can handle efficiently. We 
would rather have it this way than 
to get a crowd of customers who 
may end up dissatisfied.” 


Finding Prospects: “Our best 
advertising media are satisfied 
customers,” says Nelson. “We have 


not had a dissatisfied kitchen cus 
tomer in three years. Pleased buy 
ers are bound to tell their friends, 
so each sale helps snowball our 
potential for more sales, 
“Improvement - minded people 
who see a friend’s new kitchen or 
hear about new kitchens from our 
advertising generally end up in 
our showroom inspecting the mod- 
els. Six out of 10 of the prospects 
who become buyers are found 
right on our showroom floor.” 


Starting the Calls: Al! Harris 
salesmen are trained to describe 
kitchen features to shoppers. An 
excellent sales aid is a loose-leaf 
folder showing before-and-after 
color photos of kitchens pre 
viously When customers ex 
press interest in learning how 
they can install a new kitchen in 
their home, the salesman arranges 
to have them meet with Nelson 
Hyland. 


sold 


First Call: Nelson usually makes 
an appointment to call on inter 
ested kitchen prospects in the eve 
ning when both husband and wife 
are home. Nelson carries a set of 
35 mm color slides and a viewer 
to show kitchens the firm has re 
cently sold. 

Nelson points out the differ 
ences in the various kitchens and 
helps the customer decide on cabi 
nets and appliances that will fit 
in with the customer’s home and 
budget. Nelson then asks permis 
sion to measure the wall spaces 
and door and window locations in 
the kitchen. He points out he 
would like to prepare a drawing, 
at no charge to the customer, to 
show them how the kitchen of their 
choice could be arranged 


(continued on next page) 
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Measurements must be accu 
rate, Nelson points out, because 
they are often used in fabrication 
of cabinets. Nelson always draws 
a floor plan and elevations. If the 
job could represent a major sale 
(some go as high as $8,000), he 
also prepares a perspective draw 
ing in color. Nelson does the draw 
ings at his home in the evenings. 
Simple drawings take about two 
hours, while the more complex 
kitchens require about four hours 
to draw. Sketches are helpful in 
pricing kitchens 

Second Call: Making 


evening appointment with the cus 
Nelson returns to show 


another 


tomer, 


BUILT-IN REFRIGERATOR, complete 


food to help illustrate 
to the homemakers 


Imitation 
appeal 


with 
capacity 
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them the drawings. He discusses 
the placement of cabinets and ap 
pliances; makes the changes the 
customers may desire 

He then quotes the package 
price of the kitchen, less labor. He 
points out that the entire job, in- 
cluding the labor cost, can be fi- 
nanced through a bank with a 
home improvement loan. He ob 
serves that he can make all loan 
arrangements for the customer in 
24 hours. Customers also are al 
lowed to pay for the kitchen in 
three installments over a period of 
90 days. Most customers use this 
system of payment. 

“The majority of sales are closed 
during this second visit,” says 
Nelson. “The presentation of the 
drawing and the offer of financing 
often the factors that help 
the sale.” 


are 
clinch 

Third Call: If the customer has 
no contractor, Nelson recommends 
one from his list of five, who spe- 
cialize in kitchen work. Nelson 
brings the contractor to meet the 
customer so the contractor can 
quote on the labor cost. If the 
customer feels the quotation is too 
high, Nelson arranges to have 
several contractors quote on the 
job. 

The contractors generally 
the responsibility for 
tracting the plumbing and 
trical work. 


take 
subcon 
elec 


HEAVY APPLIANCES, including con 
ventional and built-in ranges and dish 
washers are displayed in an open area 


near the kitchens 


Fourth Call: Nelson visits the 
job site while the kitchen is being 
installed to that the work is 
progressing satisfactorily. 

During this visit, he makes ar 
rangements for installing custom 
fitted counter tops by experts. 


Fifth Call: Nelson visits the 
job site for the fifth time when 
the kitchen is completed. He makes 
sure the customer is satisfied with 
the kitchen; he explains the op 
eration of the cabinets and ap 
pliances. 

On this call, Nelson presents 
the customer with a gift for their 
new kitchen (a $3-$5 value, such 
as a chopping block). Nelson also 
takes a color photo of the com 
pleted kitchen with an Argus C-3 
(35 mm) camera. A 5”x7” color 
print is later sent to the customer 
as a gift, and a print goes into 
the sales book at the showroom. 

The frequent service calls and 
the gifts of the chopping block 
and photo, not to mention the new 
kitchen itself, provides the am- 
munition that leads homemakers 
to enthusiastically discuss the 
service of the Harris Lumber Co. 
with neighbors. 


see 


Add-on Sales: In addition to ap 
pliances, cabinets, plastic lami- 
nates, floor covering and paint, a 
full 50% of the kitchen packages 
sold by Harris include a new case- 
ment window for over the sink. 
Crank - operated casements are 
more convenient for this location 
than double-hung windows. The 
firm displays an operating model 
of the casement window near the 
kitchen displays. 

Nelson points out that 75% of 
the kitchen jobs sold also include 
a paper towel holder that fits flush 
with the wall between the studs. 
Some units are built to hold rolls 
of paper towels, wax paper and 
aluminum foil. Many kitchen pro) 
ects include several such units. 





excess of $2 million. 





New England Success Story 


J. T, O'Connell, New England industrialist, banker and businessman, 
purchased the Harris Lumber Co., Providence, R. |., in 1945, when the 
yard's volume was about $200,000. Under the guidance of O'Connell 
and other firm officers, the company's annual sales volume is currently in 


O'Connell, who started his business career in Newport in marine hard- 
ware sales, now owns and operates four retail lumberyards, a marine hard- 
ware company and a wholesale hardware company. 

Other officers at the Harris Lumber Co. are: Charles E. Hopkins, 
general manager and Roger Sherman, sales manager. 
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HERE’S A BRAND NEW MARKET 


FOR A FAMILIAR PRODUCT “HOW-TO-DO” 
ROPE PROJECTS IN 


PICTURE FORM 
— oe 


LEISURE TIME Sx 
PROJECTS ay, 


WITH 


PURITAN CORD 


Every one of your customers is interested in the do-it-yourself 

craze, Leisure Time Project folders attract sportsmen, house- 

wives, children, motorists, gardeners and hobbyists to name 

just a few. You sell more cord, clothesline and rope . . . and A 
Puritan pays all costs. As the leader in the field of cordage 2 

we are glad to extend to you this free cooperation. 


rif 
A SUPPLY OF THESE PAMPHLETS FREE TO YOU! =, 
| ws Futre 0.17. voyast'? 


plus eye-catching hang-up or set-on-counter display! 





LEISURE TIME Ro 
NOTHING TO BUY! ECTS 
NO DEAL TO PAY FOR! 
ABSOLUTELY FREE! 
LOOK AT 

YOU PAY NOTHING! 

t , 
PURITAN PAYS ALL COSTS! THESE TITLES! 
* WORKSHOP WISDOM 
© STAIR RAIL LACING 
© SPRING CLEANING 
© CHILDREN’S GAMES 
* CAMPING COMPANION 
* PLAYTIME EQUIPMENT 





9 FREE PAMPEE 
NEW PLANS! QUICK TRICKS! “HOW TO FIX” IDEAS! 


Wie 
, { 
Y DO-IT-YOURSELF IDEAS WITH CORD! 
T\ Puritan cordage 


FREE! IMCORPORATED 


1205 East Washington St., Dept. AL, Lo Ile, K 
. RUSHED TO YOU AT ONCE! - ington of., Dep visville, Ky 
HURRY! Rush my free display and Leisure Time Project folders a 
once. | am not obligated to buy anything 


COLORFUL COUNTER OR HANG-UP 
DISPLAY plus HUNDREDS OF COLORFUL 
LEISURE TIME PROJECT FOLDERS. FIRM 
SEND NOW! SELL MORE ROPE! 


NAME 


ADDRESS 


ZONE 
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Here are 3 ways to boost your sales! 


STY R( ) h'( vA M 5 Here’s a new rigid type insulation with sales points builders 
a . go for. Styrofoam (a Dow plastic foam) is permanent. It 
: ‘ resists rot, mold, deterioration and vermin. Water can’t 

... this amazing penetrate its non-interconnecting cellular structure, 80 its 
ee 3 low “K” factor (0.25) stays low, Styrofoam cuts installation 
lifetime perimeter costs, too, It’s clean, light, easy to handle . . . comes in 
; : convenient lengths and widths that can be cut or shaped to 
insulation is the talk desired size with ordinary tools . . . is easily bonded to itself 
; and other materials. Get the details from your nearest dis- 
of the building trade! tributor or write THE DOW CHEMICAL ¢ OMPANY, Plastics Sales 

Department PL536AA, Midland, Michigan. 





National Magazines 
Saturday Evening Post, Better Homes and 

. : r / / . af ; . ' Gardens .. . these are just some of the over 
most pou erfu advertising campaign ever 14 national magazines carrying advertising 
on Dow building products! 


They're backed by the 


hn 


put behind products like these 
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LATEX PAINTS 
... they've broken sales 
records for 8 years 
and they’re still doing it! 


You can’t afford not to handle these paints, 
Since their introduction 8 years ago they've 





increased in sales 500 times... a phenomenal 
sales growth. They dry quickly... have no 
painty odor... equipment can be cleaned with 
water... dry to a serubbable, durable film... 
come in a wide color range. “Do it yourselfers” 
love them. Painting contractors and architects 
have discovered their cost-cutting, time-saving 
characteristics, Ask any leading paint manu- 
facturer about them. 


3 STYRON’ PLASTIC 
WALL TILE 


... first name in guaranteed 
wall coverings 


The luxury look for bathrooms, kitchens, laundries, 

recreation rooms is now more practical than ever. Its 

colorful, easy-to-care-for beauty and ease of instaliation 

make it a leading choice of home owners and builders, 

Styron Plastic Wall ‘Tile is first to give the Certified 

Dealer extra value to sell with the guarantee of superior 

quality. You can guarantee that Styron tile meets the Promote the luxury look with guaranteed wall tile 
standards of the L. 5S. Department of Commerce and advertised to builders, architects, and consumers 
the F.H.A. Ask your supplier for complete details. in more than 25 national and trade publications, 





Business Publications Trade Publications Publicity 


Your customers will read about Styrofoam Over 104 pages to architects and builders Dow's publicity department sends exciting 

insulation in Business Week... over 24 full in leading publications like House & Home, stories to hundreds of leading magazines, 

pages throughout 1956! Progressive Architecture, Architectural Ree- newspapers, radio and television stations! 
ord, Practical Builder, American Builder! 


you can depend on DOW PLASTICS 
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OVERHEAD RACK on one-ton 
pickup can easily support 1,000 
feet of lumber In lengths up to 
16 feet 


HALF-TON PICKUP was con 
verted into a flat top by remov- 
ing a section of the cab and hood 
and adding the deck over the 
original body 


Modifies Pickup Trucks 
For Increased Utility 


California dealer finds it’s fairly reasonable to alter his 


trucks to increase their work load. 


By modifying standard pickup truck 
bodies, manager Bill Cooper of the 
W. E. Cooper Lumber Co., Los An 
geles, has greatly increased their use 
fulness——and at a nominal cost 

A half-ton pickup was converted 
into a flat top by removing part of the 
cab and hood and adding a deck capa 
ble of handling 700 feet of lumber in 
lengths up to 14 feet 

A one-ton pickup is equipped with 
a frame arrangement, which permits 
lumber to extend over the cab. This 


60 


truck can easily handle 1,000 feet of 
lumber in lengths up to 16 feet 

A cutting torch was used to remove 
part of the hood and cab of the half- 
ton job. The new truck platform, mad 
of angle iron, is designed to be sup 
ported inside the truck body by legs 
The front end of the bed is welded to 
the bumper by an angle iron 

Since the load is slightly off center, 
heavy-duty springs are used on the 
right front and rear of the truck 

The complete flat top deck is 16'4” 


] r hy wa? 


rm 
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3 ORIGINAL TRUCK BODY is 
used to haul sheet stock and 
other standard-size items 


long, 6'4” wide. Alongside the cab, the 
deck is 3'4” wide. To allow easie 
access to the motor, this section is 
hinged three feet from the front of 
the truck. Total cost: $795 

The one-ton job has a built-up car 
rier arrangement which extends over 
the cab. All cross members are set 
three inches above the main tubular 
frame to allow free access for forks 
when mechanical handling equipment 
is used 
|.UMBERMAN 
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URE, it’s beautiful to look at... in grain and figure, 
in warm, light, modern color. Glamorous rotary-cut 


Gold Coast Cherry is the new beauty star in flush doors. 


More good news! Gold Coast Cherry cuts finishing 
costs: its beautiful color makes stain unnecessary — its 


smooth, close texture requires no filler. 


Price? Actually lower than many domestic hardwoods! 


That’s Mengel rotary-cut Gold Coast Cherry eye 


appeal, buy-appeal — any way you look at it. 


See for yourself: order an inspection lot from your 


distributor. Why not phone or write him .. . this very Ee NGE i 
profitable minute? 
Pater wg ? 
Door Department, THE MENGEL CO., Louisville 1, Ky. . fp 
World's Largest Manufacturer of Hardwood Products 


(Mengel Permanized Furniture, Doors, DOORS 
Kitchen Cabinets, Wall Closets) 
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South Dakota 


MECHANIZED SILAGE FEEDER 
evenly distribute feed over the full 
length of a 100-foot bunk. More than 
$500 worth of building materials was 
furnished by Edward Poshusta, right 
J. F. Anderson Lumber Co., Howard 

D. Martin Reisch, left, was the prize 


winnel 


Dealers and farmers 
work together to pro- 
mote farm operating ef- 


ficiency. 


Tennessee 


CATTLE LOADING CHUTE bullt by 
S. F. Wheeler, Haydenburg, left, who 
demonstrates its utility to Walter M 
Reed, Walter M. Reed Lumber Co 


Gainesboro 
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lowa 
POLE FRAME BARNS to be 


used in conjunction with mov 
able utility shelters won a prize 
for Jack Bornholdt, left, Avoca 
Materials were furnished by Otto 
Stoltenberg, right, H. Seiffert 
Lumber Co., Avoca 


LOW-COST POULTRY HOUSE, 
incorporating unusual ventilat- 
ing and lighting features, is 
easily adaptable to other live- 
stock housing. This building was 
designed by Mrs. Keith Jordan, 
right, Claflin. The Jordans bought 
their building materials from 
Houston Lumber Co., Claflin, and 
Sutherland Lumber Co., Wichita 
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Idaho 


FOUR-WAY CATTLE SORTING 
GATE is operated by ropes and pul 
leys Wesley Fields, prize winner 
bought his materials from Wendell 
Mill & Lumber Co., Fairfield 
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California 


COLD STORAGE ROOM of lumber and plywood, built 
within an existing barn, can also be used as a fruit 
packing area. Richard E. Lee, left, Beaumont, who 


. = * } 
n r originated the idea, poses with Myrl EB. Beck, Beau 
Ul i q Oj Ss mont Hardware 


and Lumber Co who sold the 





materials 


Over $1 million worth of building materials was Over 600 entries were received from 46 states. Iowa 
ve eee pees lumber —— by farmers who led with 51 entries followed by Ohio with 40 and Wis 
entered the 1950 farm service bullding improvement consin, 34, Winners received $10,000 in cash prizes 
contest sponsored by the National Lumber Manufac- The entries included new building leled old 

“ayn ’ ’ . 4) ; et : “ : le 
turers Association and the Farm Journal-Country Gen " ange, TEMOCtCS On 
tlemen magazine ones; additions to existing buildings and construction 


' ; of special chutes, pens, feeders and sheds 
In announcing the prize winners, NLMA revealed 


that the sales of materials on these jobs averaged Judges were Deane G. Carter, professor of 
$2,000. Retail lumber dealers who serviced the top structures, University of Illinois; Lane Palmer, build 
eight farmers were awarded special “distinguished ing editor, Farm Journal-Country Gentlemen, and Wal 
dealer” plaques. ter Scales, architectural engineer, NLMA 


farm 


*- 1 | 


Wisconsin 


REMODELING STANCHION BARN 
took $1,500 worth of materials. Left 
to right, Joe Rohitk, manager, Lampert 
Yards lh Vound the upplier 

George Ausman, Elk Mound; Lane Pal 
mer, Farm Journal building editor 
and LaVergne Ausmat 
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ONE SQUARE FOOT 
OF SOLID SELL... 


Here are two fast-selling springtime items you can 
display in less than one square foot of counter space! 
The popular CORBIN No. 21 Screen Door Closer and 
the CORBIN Single Bore Screen Door Catch. 


CORBIN Screen Door Closer No. 21 for Light 
Screen or Combination Doors 

The attractive, troublefree closer that eliminates ex- 
pensive servicing. Can be installed on outside or inside 
of a door, or in between two doors. Reversible for 
right or left hand doors. Strong adjustable coil torsion 
spring assures positive closing under draft conditions. 
Closing speed easily adjustable by hand. Convenient 
hold-open feature keeps doors in open position when 
desired. Sprayed bronze or silver luster finish. Pack- 
aged one in a box with screws — | doz. per carton, 


CORBIN Screen Door Catch No. 2465 


The rugged, swing-type catch that needs no adjust- 
ment — has no protruding latch. Fits doors from 34” 
to 114” thick. Solid bronze or brass strike. Screws right 
on door jamb — without mortising. Available in pol- 
ished or dull brass, dull bronze, or dull chrome. Back- 
set 7” from stop. Packed one in a box with screws — 


2 doz. per carton. 





SCREEN DOOR NEEDS ! 


-». with these popular 


SPRINGTIME ITEMS 


One sale literally leads to another when 
you carry the complete line of CORBIN 
related screen door needs! You can display 
One or two attractive, packaged-to-sell 
CORBIN items in an amazingly small 
counter space, They'll catch the eye of 
customers who look for 

products with a quality name. And they'll 
sell practically on sight! Then you'll be 
ready to follow through . . . suggest other 
CORBIN items you have in stock and make 
more sales. Take a look at the typical 
CORBIN fast-sellers on these pages. Then 
ask your CORBIN distributor for prices 
and full details. 


P & F CORBIN Division 
The American Hardware Corporation 
New Britain, Connecticut 





- » » AND FOR MORE SELL! 


The CORBIN “Mighty Midget’ Model O Closer 
on a striking red and black enamel mount. Where 
drafts are strong ... you can’t beat the “Mighty 
Midget” liquid-controlled closer on light or medium 
weight screen or combination doors. Gives door full 
180° opening; closes quietly and positively. 100% 
reversible. Available in silver bronze, or lacquered 


dull bronze finish. 
CORBI — 
pny anedh 


ed 





No. 17 “Musketeer” Air Control Closer for doors 
opening in or ovt. Beautifully finished In sprayed 
bronze or silver luster. Speed of closing and hold- 








| 








Rim Type Catches No, 
2460 in brass, bronze, or 
No. 3460 in cast iron with 


nt hehe Peo eee 2 Pe ee 2 
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Everyone's a Prospect 


There are hun- 
dreds of do-it-yourself 

uses for these attrac- 
tive, @asy-to- 

install, solid maple 
legs. Smoothly sanded 
and ready to finish, 

they come in seven 


different lengths. 


~~ = 


Supplied with glides, securely- 
threaded stud bolts and rigid metal 
plates for either vertical or slanted 
attachment, Complete in sets of 
four. Brass ferrules optional at 
additional cost. 


COLORFUL 
DISPLAY BOARD 
SELLS 
FoR YOU 


The attrac- 
tive display 
above is eas- 
ily mounted 
on wall or 
counter for 
instant eye- 
appeal. 


= ee, 
ge es, 
— 


Get in on plus profits now with fast-move 
ing PEG LEGS. For details, write: 


ferry furniture (ompany 


507 MONROE AVENUE N. W. 
GRAND RAPIDS, MICHIGAN 
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COMPACT LOADS can be conveniently spotted at the job site by the carrier. By 


saving on-site handling time, contractors can use their labor more efficiently 


Cutting handling costs 
and delivery time, carrier 


saves time and money for this 


| Illinois dealer and his cus- 


| tomers. 


Using a straddle carrier, H. E. 
Lauterbach Lumber Co., Barton- 
ville, IIL, has greatly speeded lum- 
ber deliveries and cut handling 
costs to the mutual advantage of 


| the company and its customers. 


The carrier can handle a load 54 
inches wide, 52 inches high and 28 
feet long. Fully loaded, the ma- 
chine straddles 4,000 board feet of 
lumber, slightly more than an ordi- 
nary truck. Because it is often 
used on soft ground, the carrier is 
equipped with oversize tires. 

Its 140 hp motor can move a 10 
ton load along the highway at high 
speed. The carrier is equipped 
with power steering, power brakes, 
metal cab, heater and defroster, 
costs approximately $10,000. Main- 
tenance and operating costs are 
about the same as those for an 
ordinary truck. 

“Our ability to make up orders 
in advance is one advantage of the 
carrier,” says manager Wilbur 
Lauterbach. “This is important 
when we're rushed and filling sev- 
eral orders at one time. By deliv- 
ering loads to alternate jobs, as 
ordered by the contractor, we keep 


Straddle Carrier Pays Its Way 


up a steady flow of materials that 
help reduce building costs. At the 
same time, we save handling time 
in the yard and this saving is 
passed along to the customer. 

“If weather conditions are bad,” 
Lauterbach adds, “and contractors 
delay their orders we stack their 
loads under cover. When the 
weather breaks, we're set to give 
them fast service, something that 
would be difficult with convention- 
al trucks. 

“In the area we service around 
Peoria, the best we could do with 
conventional trucks is two loads a 
day and possibly a short one. With 
the carrier we make six or seven 
trips a day, plus pickups at the 
railroad siding. 

“Besides fast delivery, we feel 
the customer is entitled to receive 
his lumber in a neat, clean pile,” 
Lauterbach says. “With the strad- 
dle carrier, we can deliver a com- 
pact package without damaging 
any lumber in the unloading 
process. 

“This also minimizes imbedding 
cinders and gravel in the lumber. 
Carpenters appreciate this cour- 
tesy, which helps keep their tools 
sharp. 

“The straddle carrier has re- 
sulted in a large reduction of our 
handling time and costs, and great- 
ly speeded deliveries,” Lauterbach 
comments. Faster service means 
contractors can keep their crews 
busy and this is a saving they 
appreciate.” 
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ROOFING DEALERS — 


ou can have a 
Kull Page Ad every month 
during your peak season in 
your local Sunday paper! 





HERE’S never been an advertising campaign like this before in the 
2 ioe of the roofing industry. Bird offers you /ocal advertising in 
your own Sunday papers. 

Every month for five months during the peak of your selling season, full 
page, full color ads will feature Bird Architect shingles right in your own 
Sunday paper. They will reach homeowners and prospective homeowners 
right in your community . . . when their buying interest is at its peak .. . 
when they’re reading the Sunday paper. 

You can be in every one of these ads. It’s your advertising . . 
to build you up and help you sell Bird Architect shingles in your own area. 
It’s the most powerful local advertising ever offered you. See the list of 
Sunday papers — pick the one that hits your territory. 


BIRD 


& Sidings 


. designed 


GET YOUR RESERVATION IN NOW 


Call, write or wire your Bird 
representative today (or write 
direct to Box AL-2, Bird & Son, 
nc., East Walpole, Mass.)...and 
your Bird salesman will tell you 
how you can qualify to cash in on 
the biggest roof-selling campaign 
in history. 
YOU CAN BE IN 
EVERY BIRD COLOR AD 


Rools 








These great Sunday newspapers will 
carry BIRD full page, full color ads in 
their mogazine sections for five 
straight months. Pick the ene that 
covers your territory. 


Atlanta Journal-Constitution 
Baltimore Sun 

Birmingham News 

Boston Herald 

Charlotte Observer 

Chicago Daily News (Saturday) 
Chicago Tribune 

Cincinnati Enquirer 

Cleveland Plain Dealer 

Dallas News 

Des Moines Register 

Detroit News 

Houston Post 

Indianapolis Star 

Jacksonville Florida Times-Union 
Memphis Commercial Appeal 
Miami News 

Milwaukee Journal 
Minneapolis Tribune 

New Orleans Times-Picayune & States 
New York Herald Tribune 
Norfolk Virginian Pilot 
Philadelphia Bulletin 
Pittsburgh Press 

Providence Journal 

Richmond Times-Dispatch 
Rochester Democrat & Chronicle 
St. Louis Globe Democrat 

San Antonio Express 
Washington Star 

Wichita Eagle 


The same powerful BIRD ads will run 
at the same time in black and white in 
these Sunday papers. 


Albany Times-Union 
Bangor News 
Burlington Free Press 
Columbia Record State 
Hartford Courant 
Manchester News 
Nashville Tennessean 
Portland Telegram 
Shreveport Times 
Springfield Republican 
Syracuse Post Standard 
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home buyers are 
learning... 
turning to... 
the advantages of 


The great natural strength of this 
seasoned, superior wood assures 
maximum stability. 


Southern Pine fits so many places in 
the plans of modern construction 


The inherent warmth and beauty of 
this wood lends itself to an endless 
range of finishes 


Specify Grade-Marked Southern 
Pine... n0w more saleable, 
more available than 


ever, 


| SPIBNGIGD) spa 


NEW ORLEANS 





SOUTHERN PINE ABSGOCIATION e« 
Circle No, 30 on Coupon, page 154. 





DEALER POINTERS 
a oe 


Pin-Up Ads Serve as Reminders 


As an impulse sales stimulator, Hill-Behan Lumber 
Co., North Aurora, Ill., tacks up copies of its latest 
newspaper ads on a pair of bulletin boards on opposite 
ends of the showroom. Several customers have com- 
mented that the ads reminded them of something they 
needed around the house 


Price-Marking Idea 


We price-mark all hardware, paint and small items 
with printed Scotch tape. The tape comes to us from 
the supplier with a handy dispenser. This enables us 
to tear off a length easily. Each length has our yard 
name, phone number, address and space in which we 
write the price with grease pencil. Since the merchan- 
dise has to be priced anyway, we figure we ought to 
identify it as coming from us. Customer goodwill is 
assured because the tape is easily peeled off if desired 

Vern Greer, Greer & Thomas Lumber Co., Seattle, 


Wash 


UMM 


Movies You Can Use 


Are you looking for sales training films, product films 
or public relations films tied to your business? 

American Lumberman has just published an eight- 
page alphabetical listing of over 125 valuable films in 
all these categories. It describes the available films and 
tells you how to get them. “Movies You Can Use” sells 
for 50¢. Write for your copy today. The address: 
American Lumberman, 139 N. Clark Street, Chicago 2, 


MA 
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You mw have sn 
tT WAU HUA 


Even if you've invested as little as $239 in shop 
equipment you may not be enjoying the profit-mak- 
ing benefits of a De WaLT®. We invite you to com- 
pare your present equipment and shop methods with 
these AMF De Wa rt features and operating ad- 
vantages: 


e One low-cost machine that does ALL the work of 
a swing. saw, straight line cut-off and miter saw, 
table-type rip saw, dado machine, shaper plus 
many others. 


Savings of up to 60% or more in capital equipment 
investment alone. AMF De WA crt does the work 
equal to or better than the many single-purpose 
machines you would have to buy to duplicate its 
operations. 

75% savings in floor space alone! Because AMF 
De WALT always adjusts to the material—it can 
be placed against any shop wall — instead of in the 
center of the shop. This releases valuable floor 
space for more profitable uses. 


Find out about ALL of AMF De Wa t's many 
advantages — send today for free new idea book for 
industry. Tells dozens of ways to cut costs on 
cutting jobs. MAIL COUPON BELOW TODAY! 


New Model GW-1 10” Saw with FULL 12 H.P. Motor .. . complete for only $395 DELIVERED 
(custom-built 1% H.P. motor, 10” saw blade, 4 detachable steel legs included) 


LOOK AT THESE OTHER AMF DEWALT ADVANTAGES! 
* Top-side Cutting for Safest Cutting 


A RnB area 
¢ 90% Savings in Layout and Marking Time \ | 
* Reduces Waste — Salvages More Lumber i) i \ | \ \\ ee 
* One-minute Change-over, No Shut-down Worries i 
* Reduced Fatigue, Greatest Operating Ease and Safety POWER TOOLS 
* Years-ahead Design—Does Not Outmode Itself 
* Modern Straight-line Materials Handling 
* Unusual and Special Jobs Handled Easily 


poo re 
hidettinas | 4 elt 


AMF DE WALT, pert. av-ss-2, LANCASTER, PA. 








SEND FOR FREE NEW IDEA BOOK ON Please send me your new idea book for industry. 
INDUSTRY! 16 pages packed with 

iMustrations. Shows you dozens of woys NAME 
to cut costs on cutting jobs, 

time-motion study. ADDRESS 





city STATE. 
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ore power, comfort and capacity 


Up to 44% more USABLE POWER 
than any comparable truck 


For ready, responsive power that saves road 
time .. . for rugged power that makes long tough 
pulls easy ... GO FORD in ’56! Ford’s new F-100, 
for example, delivers more usable power than any 
other 4-tonner—-up to 44% more. Only a Ford 
Pickup gives you a choice of Short Stroke engines: 
new 133-h.p. Six or new 167-h.p. Y-8. Short Stroke 
design means more miles per gallon . . . less engine 
wear per mile! 





YOU'LL FIND ALL 
THESE MONEY- 
MAKING FEATURES 
ONLY IN THE '56 

» FORD TRUCKS 








Most power per dollar—proved Highest compression ratios in any Biggest brakes in the 4 -ton field | 
by comparisons of net horse trucks,stretch gas mileage. Short 179 sq. in. lining area. New 
power and suggested. list prices Stroke power standard in every thicker, longer-lived linings last 
of all truck lines! 1956 Ford Truck! up to 33% longer! 
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than any other Pickup- 56 Ford! 


Biggest body in the -ton field — 


new Ford 8-foot Pickup 


Want the room to haul bigger loads and handle 
long, bulky objects with ease? This new 8-footer’s 
got it! It gives you up to 19.6 cu. ft. more loadspace 
than any other -tonner. And don’t be afraid to 
pile on the load. Ford’s F-100 has the sturdiest 
chassis in the '% -ton field! 


Ford's new F-100 8-ft. box (shown) is mounted 
on a 118-in. wheelbase chassis, Standard 
6'% -ft. box is mounted on a 110-in. wheelbase 


Custom Cab shown is available at extra cost 


DRIVER TIME and ENERGY SAVED with exclusive 
x DRIVERIZED CAB; New LIFEGUARD safety, too 


Only one cab offers such driving ease available) . . . exclusive seat shock 
and safety—-the 56 Ford Driverized —snubbers and level-action suspension. 
Cab! It has a new full-wrap windshield Plus Lifeguard safety features! Take a 

the widest of all standard rear Test Drive today —and feel the differ 
windows (with full-wrap rear window ence in the new ’56 Ford Trucks! 





ae | 
: 


New tubeless tires standard on Lifeguard steering wheel helps Lifeguard door latches give extra Fordomatic Drive (available at 
every model, Run up to 25 protect driver from steering col protection against doors spring extra cost). Paya for itaelf in time 
give extra miles, resist umn in case of accident. Only ing open on impact. Only on indwork saved, climinates shift 


cooler 
Ford has it! Ford Trucks! ing, makes driving a pleasure 


punctures and blowouts! 
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@ @ Good housekeeping is a problem 


© Per 
TsOnality is the 


soe leader 
* Always Lave a price ™* 


@ You can upgrade impulse buying 


How to Run a Cash-and-Carry Yard 


M gross profit on commons. the market area served by the cash 
“And if you have a big contrac- and carry-type yard has an impor- 
tor and industrial trade,” Black- tant affect on its success. In his 
stone added, “then cash and carry area are a large percentage of 
is not for you. But if you are in hourly wage earners, mostly em- 
a suburban, rural non-farm type ployed in factories. 
of market, serving the home own “In this area, business on pay 
ers and the do-it-yourself experts days and Saturdays is terrific,” he 
of the neighborhood, then perhaps said. “Pay days come every two 


Here are some good tips passed 
along by a successful Seattle dealer 


“You have to throw away all 
you’ve learned about lumberyard 
operation when you get into cash 
and carry,” said Robert V. Black 
stock, owner of Seattle’s Hi-Line 
Lumber Co. “You won't sell much 
common lumber. The buyers will 


go elsewhere and buy that item so 
it can be delivered. But that’s all 
right with us; we'll gladly let 
some other dealer have the $10 per 


LINE LUMBER CO. 


HI-LINE LUMBER CO. 
a> PAINTS 


im ae 


HI-LINE LUMBER CO. store sign has high visibility 


you ought to give cash-and-carry 
a fling.” 

Blackstock pointed out that the 
economic status of the families in 


February 20, 


i 


' 


There j 


weeks. When these folks have the 
cash they come to us to spend part 
of it in improving their homes. 
They are capable of doing their 


3 
% 

t 
=| 


ample parking space 
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BUILDING SUPPLY 


SALES BUILDER , : 
Customers Favor 


FORMICA 


MECHANIX FORMICA 


ILLUSTRATED is advertised regularly in 


MECHANIX 
ILLUSTRATED 


Because with every issue MI delivers an audi- 
ence of more than 1,300,000 active ‘‘do-it- 
yourself” enthusiasts... men with a particular 
interest in products that beautify and modern 


ize the home. 


This concentrated, all-male audience provides 
an ideal market for fast-selling Formica, 90% 
do their own home repairs—over 80% own 
workshops or benches. No wonder these MI 
readers respond so readily to Formica adver 
tising—and no wonder they play so important 
a role in helping maintain the steady, profita- 


ble demand this top-quality product generates. 








MECHANIX ILLUSTRATED — — 


A FAWCETT PUBLICATION f 


67 West 44th Street - New York 36, N. Y. 
| ae se 10 st oe or ee ae 
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TOOLS FOR QUICK SERVICE of walk-in trade are 


hung on handy warehouse post 


GUTTER AND DOWNSPOUT are stored 


in the warehouse 


own building and they are looking 
for both good materials and for 
low price 


Few Builders 


Among Buyers 


“In the Hi-Line Lumber Co. yard 
there isn't 5% of our trade that is 
in the building professional class 
However, it is interesting that 
we're getting more builders for 
interested in 


they are saving 


money on our leader items.’ 


Asked for his reasons for chang 
ing the Hi-Line Lumber Co. into 


74 


“COURTESY TRAILER” is one of firm’s services. Note 


prices prominently displayed on lumber items 


vertically 


MANAGER STAN MICKELSON show 


driver Greg Lingle 


which stack of plywood to lift 


a cash and carry business, Black 
stock replied that the current-day 
costs of carrying accounts and 
of maintaining delivery § service 
played a big part in the decision 

In the Seattle area the cost of 
operating a retail lumber yard 
truck has climbed to approximate- 
ly $5-$7 per hour. The type of cus 
tomer which is available to Hi 
Line Lumber Co. apparently is not 
sufficiently interested in that type 
of service to pay for it. Big sales 
such as a house job are turned 


over to the H. W. Blackstock Lum- 


ber Co. for servicing. 


“The most important factor in 
developing a good cash and carry 
trade in a rural non-farm market 
is found in the personality of your 
staff,”’ Blackstock said. “The man- 
ager and his associates must have 
an active desire to help the buyer 
That is far more important than 
previous experience and it is hard 
er to find.” 


Blackstock finds that he 
four men on Saturday because of 


needs 


(continued on page 92) 





| “SALES UP 
AS MUCH AS 
, 40%" 


PAINT SALES 
SOAR when you 
have the exclusive 

“WONDERFUL 


REPEAT 
SALES |** 


Proved the Paint Industry's 
Top Merchandising Plan and it 
is Tailored Right to Your Store! 


Find Out How BPS “COLOR JUBILEE” 
and the Complete Line of BPS Favorites 
Can Boost Your Sales as Much as 40%! 


UNIQUE anWEXCLUSIVE 
way to sellAhe Ore 

line. It.add rea 

you ll f¢éel in every department 


Now more reason ti! 
Best Paint Sold! 


mail to: The Patterson-Sargent Co., 
1325 East 38th Street, Cleveland | 4, Ohio 


Tell me more about the BPS Exclusive Franchise and Mer 
chandising Plan 


Name 
Store Name 
Address 


City 
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As advertised in 
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CELOTEX 


REG.US. PAT. OFF. 





GUARANTEE 


on i Insulating Sheathing 
} 








Beautiful, powerful full-page color ads in Lire and THE 
SATURDAY EVENING Post are telling millions of America’s 
future home buyers the story of the Celotex “Lirg-or- 
BUILDING” GUARANTEE. These ads explain that Celotex 
Insulating Sheathing is so strong, so effective, so dura- 
ble... its performance is guaranteed for the entire life 
of the building. The builders you sell can make good 
use of this guarantee to help them make sales to value- 
seeking home buyers. 

What's more, this Celotex national advertising cam- 
paign in Lire and post helps to stimulate home owner- 
ship ... thus aiding the entire building industry. This 
has been a constant Celotex advertising goal for a third 
of a century! 


LET CELOTEX NATIONAL ADVERTISING 
DO THE PRE-SELLING FOR YOU! 


Hard-hitting, effective Celotex national ad campaigns pre- 
sell America’s home-buying and remodeling markets on the 
quality and value of Celotex Products. Colorful full-page 
ads in LIFE, THE SATURDAY EVENING POST, BETTER HOMES & GAR- 
DENS, AMERICAN HOME. You can tie in with this month-after- 
month 1956 advertising by featuring genuine Celotex Insu- 
lating and Building Products. Thirty-five years of national 
advertising has created nationwide preference for the 


brand name Celotez. 


FOR COMPLETE INFORMATION, CONTACT 
YOUR CELOTEX WHOLESALE DISTRIBUTOR 
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BUILDING 








Feature the Brand 
Builders and Architects Prefer... 


tt, 


INSULATING SHEATHING 
THE CELOTE K CORPORATION 
120 &. LA GALLE STREET, CHICAGO GF. iit 
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KITCHEN SINKS as part of a new home or remodeling 
package were studied by Mr. and Mrs. Jake Von Tobel, Ed 
Von Tobel Lumber Co., Las Vegas, Nev. Salesman explains 
the wide variety of porcelain and stainless steel sinks 
available 





Ohio Builder Heads NAHB 


Climaxing |5 years of trade asso- 
ciation activity, Joseph B. Haver- 
stick, Dayton, Ohio, was elected presi- 
dent of the NAHB for 1956. In 1936 
Haverstick formed a partnership with 
his father and brother in Dayton. 
The original firm, as well as two new 
companies, have built nearly 900 
homes and developed seven sub- 


Haverstick 
divisions in and around Dayton. 
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Lumber dealers swell ranks of nation’s 
builders in Chicago to preview new products 


and see how prebuilt house components can 


offset spiraling labor costs. 


Thoughtful lumber dealers and builders who at- 
tended the 12th annual meeting of the National Asso- 
ciation of Home Builders in Chicago last month 
undoubtedly have furrowed brows as they ponder the 
construction industry’s problems. 

tising building costs, difficulty in obtaining ade- 
quate financing and merchandising the home headed 
the list of subjects discussed at shirt-sleeve sessions. 
Lumbermen and builders both studied methods of 
selling the intangible quality features built into a 
home and the effective use of prebuilt components to 
speed construction in the face of rising materials and 
labor costs. 

suilders expect a $500 increase in the price of the 
typical house built this year, bringing the average 
home price up to $15,000. This was in the face of a 
plea by several convention speakers for more homes 
in the $12,000 class. 

Anticipating the builders’ demands, several build- 
ing materials dealers interviewed during the closing 
hours of the four-day session said they plan to: 


Stock more prefabricated window and door units 
to meet the demand for speedier construction. 


—Stress the space-saving features of built-in ap- 
pliances as a selling point for kitchen remodeling 
jobs. 


Step up promotion to fully exploit the Lu-Re-Co 
system of home construction. 


—Use color harmony as a sales tool for complete 
interior remodeling packages. 


Talk to contractors about their preferences for 
glued-nailed or ring-fastened types of trusses. 


Study the sales possibilities for prefabricated 
farm structures in rural areas faced with short- 
ages of building mechanics. 


Promote the new air-conditioning packages 
which are within the reach of the modest-budget 
homeowner. 


(continued on page 80) 
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for the first time it is @ 
possible to select EXACTLY the . 
type of window you require with | 


SINGLE LIGHT UNITS that permit 
any desired window arrangement 
..- easily, quickly 


If you desire the dramatic sweep ¢ ee 
@ straight Woodco causneeeer —_———_ =| 
panel type window, | ie . { 


Woe SECTIONALS I 


that blend inte on anitiinis aulieny | {\_— 
of light and ventilation. — tAsic AWNING ROTOROPERATED 


| 





GLAZED WITH DOUBLE-STRENGTH 
“A” QUALITY GLASS 


Insulatin @ Glass Optional 


if your call for 
a Weed 
dow, then choose 
Wiz sECTIONALS| 
that flow into exactly the type of 
architectural line required. 








There is a combination of Wovco SECTIONALS 


for any of hundreds of possible arrangements, 
Write for further infarneatinn, spaaiiantnns nd grigas tee 


dec \ ROCKWELL of RANDOLPH, Inc. peal 


, Manufacturers Woodco Products Stock Millwork fi roduct 
wdc ek _ of the Goma 


Randolph, Wisconsin Woodco family 














—o PPE. 
DEMONSTRATION HOUSE was erected by five men in 
one day using precut dimension lumber and preassembled 
components. Tools used were hammers and a power saw 
to correct minor defects. Interior partitions contain pre 
built plumbing trees and electrical junction boxes 


4 © 
THIS BAYONET SAW introduced at the convention per 
mits plunge cutting without drilling starting holes, thus 
speeding interior finishing 


ROOF TRUSSES using split-ring fasteners were studied by 
Jim Brown, Ames Lumber Co., Streator, Ill. Brown was 
interested in the open room planning and speedy erection 
possible with this type truss 
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NAHB REPORT 
(begins on page 78) 





Advertise name-brand products on a local level 
to tie in with national promotion. 


—-Develop home improvement leads for small con- 
tractors faced with cutbacks in new construc- 
tion. 


Suilders and lumbermen agreed on the need for 
more standardization of prebuilt units to speed erec- 
tion and finishing time. 


Merchandising homes. “With a pre-priced home 
package, you'll have the least sales resistance,” Clar- 
ence Thompson, chairman of the executive committee, 
National Retail Lumber Dealers Association, told a 
panel on component building. 


Thompson, a Champaign, IIl., building materials 
dealer was the only lumberman listed among the 287 
speakers and panelists at the convention. Telling 
the builders of his results with the Lu-Re-Co system 
of panelized construction, Thompson cited a case of 
two men erecting a 1,200-square-foot house in 52 
man hours, exclusive of interior finish. 


“With a moderate size crew,” he added, “that same 
house could be framed and under roof in one day.” 


Thompson told the builders that many lumbermen 
hesitated to build and stock Lu-Re-Co components 
because they worried about contractor reaction. He 
urged interested contractors to discuss the matter 
with their building materials dealers and make them 
a merchandising partner in selling the home package. 


Merchandising help needed. Several builders com- 
mented that the lumber dealer was an invaluable ally 
in developing leads and selling homes. Builders said 
they needed more help in selling the intangible quali- 
ties of a house such as top-grade lumber, adequate 
wiring and plumbing which, though not readily 
apparent, add substantially to the selling price. 


BUILT-IN APPLIANCES as part of a kitchen package was 
studied by R. A. Williams of the Lisbon (Ohio) Lumber Co 
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Customer shown picking up 2,000 sq 


Shelly & Fenstermacher, Souderton 


ft. of Alfol insulation from 


inset; dealer Paul S$. Shelly 


“... We only have to sell them once 
on Alfol Aluminum Foil Insulation!” 


Dealer Paul S. Shelly of Souderton, Pa., 
has many reasons for recommending 
Alfol Aluminum Foil Insulation. But 
most important by far is the earnest 
appreciation it arouses in builders try 
ing it for the first time 

“The fact is,’ writes Mr. Shelly, “we 
only have to sell them once on Alfol 
Insulation. From that point on, they sell 


themselves!” 


Ease of application 


One reason is application. Clean and 
non-irritating, Alfol is easy to use. In 
stalls substantially faster than ordinary 
bulk-type insulations. 

Yet it gives a top-notch job every 
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time. The aluminum foil sheets space 
themselves automatically to insure 
highest thermal performance, positive 
protection against vapor condensation 


Amazing compactness 


The dealer, too, benefits. Put up in com 
Alfol builds 


extra profit by saving on storage, han 


pact rolls of 500 sq. ft., 


dling and delivery. Gives your cus 
tomers less ‘overhead” more and 


better insulation 


Free sales kit 
Why not investigate your Alfol oppor 
tunity today. Free sales kit, including 
new 24-page Alfol data book, is avail 
able on request. No obligation 


REFLECTAL CORPORATION 


A subsidiary of Borg-Warner Corp 
310 South Michigan Ave., Dept. A-36 


Chicago 4, Ill 


Speed and ease of Alfol application stimulates 
repeat sales Material is dust-free, non 


irritating —@ pleasure to handle 


Alfol aluminum foil loyers space themselves ov 


tomatically to insure peak insulating efficiency 
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Maryland 


LISTENING IN to a transcribed sales 
pitch gave Vernon King of the Wheat 
on (Md.) Lumber Co., information on 
hardware lines available 





new 


Dealers Plan 


: 
Kentucky 


TRUSS DETAILS were inspected by 
Klecta L Smith, draftaman for Malone 
Lumber Co., Greenville 





Dt & ty 
; 


: 
% 


a? 


Minnesota 


TRUSS RAFTER construction detail 
is pointed out by J. B. La Pointe to 
Theodore A. Johnson, both associated 
with Snelling Lumber Co., St. Paul 





lowa 
DES MOINES LUMBERMAN Mark C 


Leachman, of Leachman Lumber Co 
was just one of the several thousand 
dealers who spent many hours touring 
over 450 booths 





for ‘56 at Builders Show 


Shown here are a few 
of the several thousand lum- 
bermen who attended the 
NAHB convention in Chi- 
cago last month. 


JiM BROWN, Ames Lumber Co 
Streator, Ill., collects literature for 
future reference at the NAHB meeting 
in Chicago last month Brown was 
just one of the several thousand lum 
bermen who attended the four-day 
meeting to preview new products and 
learn how they can best serve contrac 
tor customers 





Texas 


AMARILLO DEALERS Jack Seale 
left, of the Seale Co., and C. B. Ash 
ford, Pleasant Valley Feed & Lumber 
Co,, discussed new building techniques 
at the How-To-De@lIt demonstrations 
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New York 


LITERATURE was collected by 
Charles A. Nelson, Nelson Brother 
Lumber & Millwork Co., Jamestown 
for future study and reference 








Maryland 


LUMBER ASSOCIATION DISPLAYS 
grouped in one exhibit area were of 
special interest to Connie Eisinger of 
Elisinger Mill & Lumber Co., Bethesda 
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TRANSLUCENT FIBERGLASS-REINFORCED PLASTIC 


TNE. 


FOR SALES 


Barclite’s spring sales drive is exploding with profits for 
you! We're telling millions of home owners about versatil 
Barclite’s top quality features. Tie in . profit on fast turn 
ove! stock, display, sell shatterproof, weather-resistant 


Barclite biberglass Panels 


ADS AND det CLINCH NEW SALES 


Full-color national ads show off Barclite’s exciting translucent 
color. 13 consumer-approved decorator shades and flawle 
quality through and through sell Barclite on sight for awnings, 
patio roofs, dozens of home improvements indoors and out 


T. N. T. DISPLAY DEPARTMENT 


A complete Barclite ‘‘self-service’’ department 
in 5 square feet of floor space! PLUS a 
full range of sure-fire sales aids to help you to 
extra profits 


This is “Operation: Home Improvement” year 
Cash in on this multi-million dollar promotion 
Do more business with Barclite! 


ae 


7) BARCLITE CORPORATION OF AMERICA 


an affiliate of 


BARCLAY MANUFACTURING CO., INC. 
BARCLAY BUILDING, NEW YORK 51, N. Y 
Originators of BARCLITE, BARCLAY SQUARE, BARCLAY PANELING, BARCWOOD, BARCWALL 


4 
OM ena 
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SHATTERPROOF! 


FOR PROFITS . . . INSIDE, OUTSIDE, 
ALL AROUND THE HOUSE 


pr ~“) 


BARCLITE FOR CARPORTS 








Circle No. 


BARCLITE FOR PATIOS BARCLITE FOR 


TUB ENCLOSURES 





GOOD HOUSEKEEPING APPROVES 


Barclite is the only fiberglass panel to have earned 


this famou eal' Good House AD aie 
keeping § rugged testing proc 

confirm Barclite tand-out \Ge ~~" 
quality “ 
EVERY BARCLITE FEATURE 

1S A SALES POINT FOR YOU 


@ Meets highest standards in strength and cole 


@ Attracts do-it-yourselfers because it light anc 


easy to work 

14 consumet-approved ¢ 
Won't crack or craze 
No upkeep worries—it never needs painting 
Available in flat or corrugated panels, smoo 
crinkle finish, in standard construction s 


Barclite Corporation of America 
Dept. 3-2, 385 Gerard Avenue 
New York 51, New York 


re 
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PROVEN SIGNS 
OF 
QUALITY 


And Proven 
Profit Makers for 
Dealer and Builder 


In today’s competitive building 
market, it pays dealers and builders 
to use the best brand-name products 
available. ReO*W window leadership 
has been established because of better 
quality and additional exclusive fea- 
tures at no extra cost. To the dealer, 
this means a faster turnover and a 
wider margin of operating profit. To 
the builder, it means faster installa- 
tion, lower cost—fewer ‘‘call-backs,’ 
and lasting customer satisfaction. AVVNING 


This new SURE-LOK unit is now being manu- 
factured by several ReO+W distributors. 


ReOeW SALES COMPANY Styling blends particularly well with the long, 


1319 Academy, Ferndale 20, Mich. low lines of contemporary design. 


AUTHORIZED R:O-W DISTRIBUTORS 


ABAMA ‘A KANSAS MINNESO 
ww DiS ereUTORS ww CIS TRIBUTORS MARTIN MATERIAL Company ANDREW " KINDEM & 5 
Eases Seoet Vogue Rocky Mount, Virgame Ranses ~y Missou 
a) tose COMPANY IDAHO KENTUOK 
JOMNSON BROS PLANING MILL CO ve ANDERSON MIG. CO, INC 
Lov Gases © See Siege Cotttonme ideho Falls. ideho Owensboro Henteck 5 ' 
KANSAS . Tinos 4ASn 6 ti MARTIN MATERIAL COMPAN 
4 MORRISON MERRILL & CO STENGEL SASH & DOOR COMPANY Kt " i CO y 
CENTRAL ReOow DIST OF ARKANSAS Bor Kansas City, Missouri 
se Ideho Cincinnati, Oto y ow 
Gere 1s site Rock, Arkansas MONTANA 
CALIFORNIA AL INOIS Lowesana . McDONNELL LOR CO 
T M@ COBB COMPANY ve _ eeeneen FG. CO, INC ae COMPANY Great Felts, Montene 
hos A 6 & Sen Orego Cobitorme Owensboro ww Orleans, Lowsiane TERST p 
ise "se mitt Silsn 4 0008 CO INTERSTATE LUMBER COMPANY 


ONS, INC 
Minneapolis, Minnesota 

missouRI 
yy “qe SASH 4 DOOR CO 


MAINE issoula, Montane 
outs, Mis WOODCO CORPORATION WESTERN BUILDERS 

Revew wincow ‘COMPANY North Bergen, New Jersey Bitings Montene 
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GUDING 


R-O-W High-Lite windows are available 
either for high-wall placement (to achieve 
both privacy and a saving of wall space) or 
as large operating windows providing view, 
ventilation and weather protection. 
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DOUBLE -HUNG 


Available with the exclusive LIF-T-LOX bal- 
ance which does not interfere with easy, 
instant removal of sash—is not even attached 
to the sash. Another ReO-W first. 


R-O-W DISTRIBUTORS 
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Small Town Yard Grows Up 


This Nebraska town has less than 9,000 people but the 
Mead Lumber Company has built a new store and yard that 


rivals those of big-city retailers. Here are ideas you can profitably 


use in building or remodeling. 





Family Affair 


The new Mead Lumber Company 
store and yard at Columbus, Nebr., 
is the culmination of years of growth 
and development by a family concern. 
There are three Mead brothers—Ly- 
man, Emerson and Wilbur in the firm, 
which now owns seven yards in Ne 
braska, Colorado and Wyoming. The 
general office is at Columbus 


Lyman Mead 
Manager 
Columbus, Nebr 


Emerson Mead 
Manager 
Fi. Mergan, Colo 


Wilbur Mead 
Manager 
Cheyenne, Wyo 











After years of working in 
cramped quarters “plenty of room” 
was the keynote of planning at 
Mead Lumber Company, Colum- 
bus, Nebr., when they built their 
new store, warehouse and lumber 
shed 

Mead’s old store which was 22x 
22 was replaced by a sparkling 
new structure 50x84 with 2,100 
feet of usable floor area. The ex- 
terior of the one-story showroom 
is of buff brick with trim in Indi 
ana stone. There are 20’ of display 
windows on each side of the en- 
trance door. 


Free Parking Area 


One of the major improvements 
developed was paved offstreet free 
parking for Mead customers, Cus 
tomers can always drive in and 
park, eliminating walking from a 
distance or driving about in search 
of a street parking space. 

In addition to the display area 
within the store there is a large 
accounting and bookkeeping office, 
12x18’, and two private offices, 12x 
13’, all of which are air condi 
tioned for summer comfort. A com 
bination furnace and storage room 
is 12x18’, and there are modern 
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public restrooms for both men and 
women. 
Effective Lighting 

Brilliant lighting is provided by 
rows of overhead straightline, in- 
stant-starting fixtures, which can 
be alternately lighted. 

The offices and back counter 
have louvered fixtures recessed in 
the acoustical tile ceilings. Spot 
lights illuminate the display win 
dows. The concrete slab floor is 
covered with attractively pat 
terned light gray and red vinyl] 
plastic tile. 


Display Fixtures 

All the merchandise in the store 
is grouped in departments and 
displayed on either islands or wall 
fixtures. Mead carpenters made 
the islands, wall shelving, door 
displays and perforated hardboard 
tool displays. All the islands are 
1x6’ and three feet high. Strong 
hardware and %%” plywood were 
used throughout to accommodate 
heavy merchandise. If displays are 
built higher than three feet Mead 
feels a dealer loses desirable cus 
tomer visibility throughout the 
store. 


A swinging panel display unit 
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was also built on the job with %4” 
plywood to handle mouldings, oak 
flooring, roofing, siding, tileboard, 
plywood and interior paneling 
samples. A local planing mill fab 
ricated the counter, bolt rack and 
nail bin. 


Adds New Lines 


Within the store there is a com- 
plete model kitchen with the cabi- 
nets given a natural finish. All 
countertops have been surfaced 
with plastic laminates. 

Due to the greatly increased size 
of the store, the Mead Lumber Co. 


*MEAD+¢ 





OLD STORE 
limited display 
new 


NEW STORE and office building is 
parking 
At the rear of this 


display windows. Free 
right of the entrance 


a warehouse 


is handling a more complete line 
of paint, and more builders hard 
ware. Additional lines of mer- 
chandise now being stocked and 
displayed are hand and power 
tools, kitchen and attic ventilating 
fans, self storing screens and 
storm sash and metal combination 
doors. 


Mechanized Warehouse 


warehouse meas 
is 17’ high. The 
warehouse is a concrete 
thick with steel 
18’ apart. The 


The big new 
ures 60x120 and 
floor of the 
slab six inches 
supporting posts 
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FLOOR PLAN 


physical layout of the new store-office 
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lines Mead Lumber 
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was just 22x22 and 
building materials and 
wanted to add 


0x84 with 40° of 
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20K 17% 


area 1 


hed 


walls are of buff tile and overhead 
doors permit easy flow of merchan 
dise in and out of railroad 
and trucks. The entire warehouse 
is designed for forklift operation 
to speed customer deliveries and 
cut handling cost 

Interior mouldings, 
paneling and doors are stored in 
the new warehouse, so that all of 
these items can be delivered to the 
job clean and in perfect condition 
20x178 the 
shed is two decks high with a 
paved ‘driveway wide enough to 
permit the passage of two trucks 
at one time 


cars 


trim, wall 


Measuring lumber 
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All fixture 
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and 
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NEW SALES 


HEIGHTS 


«»»when they promote the aluminum wire screening 


of these leading weavers! 


A vuminum insect wire screening is growing in sales at 
a faster rate than any other as a home replacement ma- 
terial! 


Dealers everywhere are getting a big markup, earning 
good profits, giving greater customer satisfaction with 
aluminum screening. You can do the same by ordering 
now ... and by telling your custorners about these impor- 
tant advantages: 


1. Aluminum screening is rust-proof . . . can’t stain 
siding or window sills. 


2. It's fire-proof... never marred by accidental burn- 
ing by matches, cigarettes, or flying sparks. 


3. it’s maintenance-free . . . never needs painting or 
other protective coatings. Keeps its handsome ap- 
pearance indefinitely. 


While we do not make insect wire cloth, we do supply the 
leading weavers listed here with Kaiser Aluminum Wire 
—nationally recognized for outstanding quality. 


Made of strong, durable, cladded aluminum, Kaiser 
Aluminum Wire meets or exceeds commercial standards 
and federal specifications, 


Kaiser Aluminum & Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chicago 11, Illinois; Exec- 
utive Office, Kaiser Bldg., Oakland 12, California. 


Promote the aluminum wire screening 
of these leading weavers — 

for big markup, big profits and 

for greater customer satisfaction! 


Alabama Wire Co., Inc 

American Wire Fabrics Corp. 
(Subsidiary of the Colorado 
Fuel & Iron Corp.) 

Clark Wire & Supply Corp. 

Donald Ropes & Wire Cloth, Ltd. 

Gulf Screen & Wire 

Hanover Wire Cloth Division 
(Continental Copper & Steel 
Industries, Inc.) 

Keystone Wire Cloth Co. 

New York Wire Cloth Co. 

Pennwoven, Inc. 

Phifer Aluminum Screen Co. 

Seneca Wire & Mfg. Co. 

Spargo Wire Co. 

Standard Wire Cloth & Screen Co. 

Wire Products, Inc. 


Kaiser Aluminum 


setting the pace—in growth, quality and service 
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NAIL 
“anh 
prices 


piece | 


regular 


PRICE BOOK CHANGES are made 
regularly by Ned Hopkins (seated) and 
Roger Sherman. Books must be kept 
up to date to remain valuable 


Price Book Stops Profit Leak 


Closer control over en- 


PRICE 


easy-to-under 


SHEET gives saleamen complete 
tand way Column at far right lists contractor 


finger-tip information 


LUMBER PRICE SHEET lists both the price per M and the 


rice 


toc} 


Note 


how 


the asterisks 


indicate whether the product | 


in 
in 


tire pricing schedule pays off 
for Rhode Island dealer. 


“Having a permanent price book 
helped us attain a higher net profit 
for all our departments in 1955,” 
says Charles E. Hopkins, general 
manager, Harris Lumber’ Co., 
Providence, R. ] 

“The big advantage in having a 
formal price book is that it flatly, 
establishes a firm price for each 
product we sell,” explains Charlie 
“Our price book lists both con- 
sumer and contractor prices. The 
contractor price is generally 10% 
off—and that’s it. No longer do 
sales personnel hem and haw about 
prices and finally sell products at 
our cost.” 

Hopkins cited an example on 
nails. Previously, salesmen would 
try to meet competitors’ prices on 
nails in order to make the sale 
The firm often ended a year with 
no profit on nails 

Since inauguration of the price 

(continued on page 98) 
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GERLINGER Fork Lift Truck Biggest 
YA Labor-Saver and Expediter for PEKS, 
a Inc., Minneapolis, Minnesota. 


cs 


Let Clarence A. Sather, partner and manager of PEKS, lumber 
and building supply firm, tell you the whole story 
“With only three trucks we had to hire others when we got 
busy. Now Gerlinger cuts down loading and unloading time 
so much we keep our own trucks rolling all day long. | was 
amazed, in looking over our 9 months’ statement, to see it had 
saved us $9,000 in yard and delivery expenses with the same 
equipment, more salesmen, bigger volume. Last year we paid 
over $3,600 in hired trucks in those same nine months.” 
New records of production and profit are the usual report when 
Gerlinger is on the job. Call your Gerlinger dealer for informa 
tion on the fork lift truck or material carrier for YOUR heavy 
duty material handling 


GERLINGER CARRIER COMPANY 
DEPT. T-5 + DALLAS, OREGON 


1 FREE Ge ger Fork Lift 


Please ser 


] 


BUILDING Proput MERCHA 


VE 1 te 
Timilet 


months 














ANOTHER GERLINGER “Exclusive” FEATURE 


Operators praise the ease and safety with which 
they can maneuver Gerlinger Fork Lift Trucks. Pivotal 
mounted steering axle assembly equalizes load and 
maintains constant 3-point suspension, instantly 


adjusting to uneven road contours 


Circle No, 39 on Coupon, page 








RUBEROID 
STONEWALL 
ASBESTOS 
BOARD 


QUESTION: 
What about application? 


ANSWER: 


In building new buildings or remodeling, the two hardest 
jobs are sawing and painting. Ruberoid Stonewall Board is 
easy to apply because it eliminates both. 

Stonewall Board is made of fireproof asbestos-cement. 
It comes in big, light, easy-to-handle 4’ x 8’ sheets. There’s 
no sawing — you just score it and snap it. There’s no paint- 
ing — Stonewall Board's natural finish will keep its good 
looks for years. (If color is desired, Stonewall may be 
painted as easily as any other material. Dramatic color 
effects may be achieved by using wood, painting battens a 
contrasting color. ) 

Weatherproof and rotproof, Stonewall Board can be 
nailed right over old siding, to save time and give build- 
ings extra insulation, Once up, there’s almost no upkeep 
It's termite and vermin proof. Grime can’t 
get imbedded in its hard, smooth surface 

In putting it up, and Keeping it up 
Stonewall Board is the easiest building board 
you can use. Call the man from Ruberoid 
about Stonewall Board today. Or write 
The Ruberoid Co., 500 Fifth Avenue, 

New York 36, N. ¥ 


cinnicinsini” 


Stonewall Asbestos Boa 
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CASH AND CARRY 
(begins on page 72) 





the heavier business. He borrows 
two men from the firm’s other 
yard. 

“A cash-and-carry yard should 
give the impression it features 
lower prices,” declares Blackstock. 
“Many of our items are priced 
competitively with other lumber 
firms in the vicinity. However, we 
believe that there are certain items 
like gypsum board and fir plywood 
on which the prices are well known 
to the public. These items, which 
are price-identified by the public, 
become our leaders and we sell 
those at a discount,” says Black 
stock. “Often that discount is 
small. We are careful to keep our 
prices in odd figures. If a manu- 
facturer marks an item for a ‘sug- 
gested retail price’ of $3.50, we 
will price it at $3.49. 

“There is a definite technique 
in establishing an atmosphere of 
extremely favorable prices,” 
Blackstock added, “and these are 
but a few ways of doing it. Ac- 
tually, our price level is no lower 
on the average than at our other 
yard, where we operate normally 
with open accounts and full retail 
delivery service. But people look 
to us for favorable prices and 
they feel sure we give them what 
they want. We do, of course, but 
on the average only what the go- 
ing market offers.” 

With cash-and-carry operation, a 
high degree of customer selection 
of material is to be expected. Man 
ager Stan Mickelson and his asso- 
ciate, Greg Lingle, spend many 
hours during the early days of the 
week straightening up the mess 
left by Saturday’s customers. 

“Appearance at the point of sale 
often makes the difference between 
making and losing the sale,” points 
out Blackstock. “In addition, with 
a neat yard, I can serve a man in 
half the time,” Mickelson said, 
“and in giving a man good service 
he won’t be so price conscious.” 

Mickelson and Lingle use a 
small fork lift truck to aid them 
in keeping the yard and warehouse 
in good merchandising shape. 

Mickelson was asked to comment 
on the complaint of some dealers 
that too much valuable time is 
spent in waiting on walk-in trade 
to make it worth while, Mickelson 
said: 

“I find that you can up-grade 
your impulse buying sales in your 
store if you have high-priced, high 
mark-up items prominently dis 
played. This will help you boost 
the size of your sales ticket. 

“In the Hi-Line yard we get into 
plain view the items which have a 
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large price tag. For example, we 
feature a pre-hung door which 
sells for about $20 or a plastic 
laminate counter top kit which 
will run from $10 upward. Electric 
fans are good seasonal display 
items and sell for $35 up. There 
is a new built-in wall safe for 
homes that we feature success- 
fully; the price is $20. 


“Even on our sales counter, we 
don’t have any nickel and dime 
items,”’ Mickelson continued. “We 
have a line of power tools. The 
sander sells for about $15 and the 
small power hand saw sells for 
about $35.” 


A note in sales psychology was 
observed in the yard. All lumber 
is priced by the piece: eight foot 
2x4 No. 3 fir, 42¢, ete. This pro- 
motes the sale of the full piece. 
The same is true with panels. The 
entire panel is priced, rather than 
at so much per square foot. This 
makes it easier for the customer 
to take the entire panel instead of 
a smaller cut-to-size piece. Inci- 
dentally, a substantial surcharge 
is made for special cutting of pan- 
els; here the price is quoted per 
square foot for cut-to-size panels, 
rather than a base square foot 
price plus the cutting charge. 


Promotion includes the local 
neighborhood weekly newspaper 
and direct mail. HOME Mainte- 
nance & Improvement magazine is 
sent to an active customer list. The 
list is kept current by noting the 
name and address of each purchase 
paid for by check. It is simple to 
note these details on each check 
passing through the cash register. 
It’s good evidence that the customer 
is doing work and has money with 
which to pay for it. 





How to Stop Worrying 


Home at night, are you worried by 
the possibility of fire or theft back 
at the yard? Many dealers and whole- 
salers have stopped worrying since 
they installed a system to prevent 
such disasters. 

Read how it’s done in the article, 
“Fool-Proof Property Protection,” ap- 
pearing in the March Sth issue of 
American Lumberman. 
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TIPS ON SELLING 


RUBEROID 
COLOR-GRAINED 
AUTOCLAVED 
SIDING 


QUESTION: 


What does “‘Autoclaved”’ mean? 


ANSWER: 


Autoclaving is a high-pressure, high-temperature steam 
curing process that pre-cures Ruberoid Color-Grained 
asbestos-cement siding at the factor) 

Autoclaving means that every piece of Color-Grained 
siding is, in effect, pre-shrunk. It is dimensionally stabl 
and won't shrink — ever 

The entire Ruberoid Color-Grained line (dark as well 
as pastel colors) is Autoclaved. This means that hous 
exteriors of Color-Grained siding applied with tght joint 
will stay tight. Autoclaving offers your siding customers 
the satisfaction of long-lasting attractive appearance 
the assurance of weathertight sidewalls 

Call the man from Ruberoid about 
Color-Grained Autoclaved siding 
today, or write The Ruberoid Co 
500 Fifth Avenue, New York 36,N.¥ 





























AUTOCLAVED SIDING 
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American Lumberman Exclusive 


Wholesaler-dealer session 





WHOLESALER-DEALER GROUP, 
which discussed distribution problems 
and how to solve them. Conference 
leaders, standing, left to right Art 
Hood, editor, AMERICAN LUMBER 
MAN, moderator, and S. M. Van Kirk 
general manager National Building 
Material Distributors Association 
which sponsored the meeting 


Round Table on Distribution Problems 


Close examination of the 
distribution system and how 
it may be improved is under- 
taken in the first of a series of 
meetings in Chicago. 


A pioneering step toward the so 
lution of the complex and confus 
ing distribution problem was taken 
in Chicago on January 283 by a 
group of 15 wholesalers and 15 
dealers meeting under the spon 
sorship of the National Building 
Materials Distributors Associa 
tion 

Objectives of the one-day ses 
sion were to uncover the real prob 
lems in manufacturer-wholesaler 
and dealer relationships and solu 
tions to these problems insofar as 
possible 

Recognizing the ramifications of 
the problems, the group of whole 
salers and dealers limited thei 
discussions to four general areas 
in an effort to come up with a defi- 
nite program of action 

Meeting in the morning as one 
group, the dealers and wholesalers 
followed an agenda drawn up by 
S. M. Van Kirk, general manager 
of NBMDA and Art Hood, editor, 
imerican Lumberman, who mod 
erated the all-day conference 
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The agenda followed a manage 
ment guide printed especially for 
the conference participants and 
based in part on questionnaires 
sent out to 600 wholesalers, who 
were asked to list the most critical 
distribution problems. Other se¢ 
tions were devoted to aspects of 
the distribution problem pertinent 
to dealers 

After lunch, four 
groups, each staffed by a chairman 
and secretary, continued discus 
sions on specific subjects. Each 
group was charged with bringing 
in recommendations for action fol 
lowing their two-hour delibera 
tions 


round-table 


The four primary areas unde 
round-table discussion were 


Area 1—recommended action by 
manufacturers 


Area 2—recommended action by 
wholesale companies 


Area 3—recommended action by 


dealers 


Area 4—recommended action by 
dealer associations. 


Placing the blame for the break 
down in legitimate distribution 
channels, wholesaler and dealers 
listed the following causes 


Competitive pressures; volume 


lebruary 


pressure by the manufacturer re 
gardless of profit; unrealistic quo 
tas by manufacturers; price-pres 
sure by large volume contractors 
and others; inadequate financing 
in legitimate channels; physical 
flow of materials not scientifically 
organized; lack of a specific coop- 
erative merchandising program; 
insufficient training at all levels; 
lack of creative selling at the point 
of sale; inadequate market anal- 
ysis. 

While considering distribution 
problems, wholesalers and dealers 
suggested means of helping one 
another; also ways manufacturers 
might be of help to both groups 

Criticism of dealers, according 
to a survey of salesmen represent 
ing three manufacturers who dis- 
tribute nationally, fell in these 
categories: 


1. Little or no suggestive selling 
2. Inadequate inventory 


Lack of enthusiasm and intel- 
ligent sales approach 


Failure to sell quality instead 
of price 

Inadequate advertising pro- 
gram of our brand and line 


Failure to build adequate dis- 
plays. 
[.UMBERMAN 
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Wholesaler aids suggested. There 
are some definite things that 
wholesalers can do to help deal- 
ers secure maximum volume, aside 
from fair prices. Conference par- 
ticipants made these suggestions: 


Conduct consumer and contrac- 
tor meetings 

Help stabilize retail prices by 
publishing suggested prices 
Help dealer solve his inventory 
problems 

Train wholesale salesmen in 
services dealer has a right to 
expect 


Effective, up-to-date catalog 


Adequate inventory and prompt 
delivery 


Help in setting up displays 
Definite sales policies in writ- 
ing and adhered to 

Organized and integrated mer- 
chandising program from pro- 
ducer to consumer 


. Have step-by-step procedure af- 
ter opening dealer account 

. Help dealer with his advertis- 
ing. 


Some wholesaler problems. Some 
of the most serious wholesale prob- 
lems listed included: 


How to prevent manufacturers 
from recognizing illegitimate 
wholesalers 
How to get dealers to buy from 
us instead of from manufac- 
turers and reserve supply com- 
companies 
How to get dealers to use the 
sales helps that manufacturers 
provide for them through us 
How to cope with rising costs 
of doing business 
How to find, train and compen- 
sate salesmen 
How to determine what lines to 
carry and promote 
How to get dealers to set up 
sales aid for our products 
How to get manufacturers to 
supply us the sales aids we need 
How to find and train dealers 
to do an effective merchandis- 
ing job of our lines. 
(continued on next page) 





Movies You Can Use 


Are you looking for sales training 
films, product films or public relations 
films tied to your business? 

American Lumberman has just pub- 
lished an eight-page alphabetical list 
ing of over 125 valuable films in all 
these categories. It describes the avail 
able films and tells you how to get 
them. “Movies You Can Use” sells for 
50¢. Write for your copy today. The 
address: American Lumberman, 139 


N. Clark Street, Chicago 2, III. 


BUILDING Propucts MERCHANDISER 


ROUNC TABLE NO. 1 considered 
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A frank appraisal of the lumber dealer—-what he does that is right and 
wrong in the eyes of the wholesaler—is found in these comments resulting 
from a survey of wholesalers by NBMDA 


i 


Dealer Practices We Like 


ui 


Discount all invoices when they become due 

Payments of accounts as agreed upon 

Loyalty to the bona fide wholesaler 

Loyalty to our products 

Allowing wholesaler enough time to fill and ship orders 


Dealer Practices We Don't Like 


Buying direct from the manufacturer 

Quote fictitious prices in attempt to get distributor to meet them 
Buy on price only 

Support distributors who are competing against dealers 

Discount invoices when they are not entitled to discount 
Returning dirty or damaged material for credit 


cll NT 
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Conclusions 


Here are some of the recommen 
dations made following two hours 
of round-table conference during 
which four separate groups dis 
cussed the distribution problem 
within these areas: 1. Manufac- 
turers; 2. Wholesalers; 3. Dealers, 
and 4, Dealer associations. 


For Manufacturers 


Better product training through 
wholesalers, dealers and archi- 
tects to the consumer level. 


Recognize and adhere to the 
generally accepted channels of 
distribution: manufacturer to 
wholesaler; wholesaler to deal- 
er: dealer to consumer Otto Lieber, M. V. Maloney, R. R 
Maylone, Paul Dixon, T. J. Dougherty, 
Bob Jones and J. F. Donahue. 


ROUND TABLE NO. 4 considered 
recommended action by dealer asso 


Revaluation of his sales aid clations. Left to right, John W. Wert, 


program in relation to the prob 
lems of the dealer 


For Wholesalers 


Determine customer's classifi 
cation and write a statement of 
merchandising and sales policy. 


Cooperate with manufacturers 
in supplying necessary infor- 
mation to dealers on pricing, 
product changes, packaging 
and advertising; cooperate in 
training dealers’ personnel in 
salesmanship. 

Maintain adequate inventories 
and delivery system. 


Consult with individual dealers 
on problems of distribution at 
dealer and wholesale level 


For Dealers 


Establish a sales training pro- 
gram to profitably sell his mer- 
chandise. 

Keep wholesaler 
tives informed on 
and sales promotion 
adopted by the dealer 


representa 
advertising 
program 


Inventory an adequate stock to 
sufficiently serve his trading 
area 


Furnish a policy statement in 
cluding adequate financial in 
formation to qualify as a retail 
outlet. 


be hruar y 
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For Dealer Associations 


Train and educate by dealer 
meetings (30-day short courses, 
management clinics and dealer 
meetings). 


Issue educational bulletins reg 
ularly to dealer members. 


Study builder and dealer shows 
for purpose of ultimately con 
solidating these efforts 


the one- 
whole- 


conclusion of 
and 


At the 


day session, dealers 


(continued on page 98) 
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There's a whole list of savings made at Interstate Building Material 


Corp., White Plains, New York. You'll find some of them listed below 


“Our yard is SMALL... but, 





We were losing money by NOT using a fork truck!”’ 


And that holds true for yards—big or small. But 
especially is it important to the small yard operator 
for he normally thinks he can’t afford a fork truck. The 
truth is, he can’t afford to be without one. A fork truck 
is the one investment that can give an annual 100 
return. Take Interstate Building Material Corp. for 
example. In one year they saved more than the cost of 
their Clark truck. Here’s how 


LUMBER: Forty-one man hours saved. Unloading 
incoming lumber now takes 3 man-hours compared to 
44 man-hours to do the same job manually 


BAGGED LIME: Bags are tiered twice as high as 
before. This doubling of storage capacity has enabled 
the Company to buy larger quantities at lower rate 


DRAIN TILE: ‘I'welve man-hours were required to 
unload a trailer. Now one man and a Clark Yardlift 
do the job in 30 minutes 


SHEETROCK: An unloading job that usually took the 
better part of a day is now completed in 30 or 40 
minutes. 


TRUCKING: The Clark Yardlift released a delivery 
truck that was used to shuttle material 200 feet to an 


suxiliary yard Double handling 0 material 
eliminated 


PILFERAGE: Load ire now unitized 
for safety and to eliminate pilferage 

Che list goe on, but you get the point 
(Glaumer ice president iy we werent 
the truck could operate efficiently in our amall yard 
but we soon realized that we were throwing money 
iwi by not having a fork truck 

You can buy a Clark truck without any down pay 
ment. Savings you make will normally cover the 
mall monthly payments. ¢ ill your local Clark dealer 
ind ask him for full details. You'll find him listed in 

Yellow Pages under Truck Industrial 


Industrial Truck Division 
l4nK CLARK EQUIPMENT 
COMPANY 


EQUIPMENT Battle Creek 40, 


Michigan 


a ecrren sur with tocat surriy~ Gessscdone Clark Parts 








DISTRIBUTION 


(hegins on page 94) 





alers agreed to meet for a two- 
day discussion of the distribution 
problems of the industry at a late 
date. Preliminary plans are also 
being made for a joint meeting of 
wholesalers, dealers and manufac 
turers representatives for a dis 
cussion of three specific problems 
market analysis, coordinated mer 
chandising and education at all 


level 


Distributors participating in the conference 
Ashtor \ehton Wholesale Service 


‘ Yorman Benbow and J. G. Evans 
umber Ce ne Buffale A. J. Brew 
Akro } Co., Akron; T. J 
ipply Co Cinein 
lidated Supply 
ident Springfield ‘ 
rman Herr, presi CONFERENCE OBSERVORS, left to Edmonton, Alberta, Can.; Thomas J 


, ao Sade: right: D. N. Peterson, Building Mate Donovan, Alburson Supply Co., Cincin 


’ ©, Buffum, John rial Distributors, Inc., Philadelphia; nati 
ne Manchester Don Pearson, Alsto Distributors, Ltd 
ident, Saltpoint 
W. Milling, presi 
nder woo lers Supply, Mobile 
M ear jee president Michigan 
Wholesaler ne., dackeon, Mich.; D. M, Peter 
n ice president, Building Material Products 
Distributor Ir Philadelphia; BE. P. Reising 
president Indiar W holesalers Ine Evans 
ile W. J. Wieker, president, Erie (Penn.) 
Joe Donahue president f the board, Great 
lakes Distributir or ith Bend 


Retail dealers att: were jam H, Ar 
nold Arnold umn be Kirksville Mo 
Paul Dixer KE lumber Co Sac 
City low ummerschmidt Hammer 
hmidt imbe i Lombard, Il 
ert A one executive ¢ president, Mid 
Association, Phila 
areor Larson Lumber 
an M y Maloney 
Auburn, N. Y A. ¥ 
vette Lumber Co., Boise 
Lieber Lumber Co 
er, Forkner-Manger 
/ Joneph O'Neil 
mber Ce Chicage 
mber Ce Pleasant 
The Potter La " 
ton, Ohio: Robe WHOLESALER ARTICLES appearing Wolfe; right, wholesaler J. C. L. Evans 
o., Crystal Lake in American Lumberman were studied points to reprint while dealer Ralph 
mg ca Phy by wholesalers and dealers. Left, deal Manger stands by 
Palmetier pd John W Wert and William E 
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eae a 4 for example, is written as 1820 

PRICE BOOK This code is easy for employes to 
(begins on page 90) follow, and the figures mean noth 
_ —_ $$$ ee ing to the average customer. The 
column containing the contractor 


book, salesme! e been selling prices is headlined “our number 


} rrofitabl Te afte 
wey dag he fo reves! aaj oe “It took us about two years to 
few sales of nail ays Charlie oe ng ee ee Jin ‘"C AS 2 
sin } kno they ust price DOOK, Says lariie, and l 
oro n om r ae ris . We 1 : 1] was unquestionably expensive Runa Cash-and-Carry 
almost as many nails as before, Most of the work was done by our Yard 
and more important, we make our sales manager, Roger Sherman, Every so often, dealers write us for 
normal profit on our regular in and our mere handising manager, information on how to run a cash-and 
ventory of about $8,000.” Ned Hopkins The cost of the carry yard The best answer vo thi 
One of the key features of the cover for each book was $15—and _ stion will be found on page 72 of 
price boos the method used to “ mae ot pasa eg to Run a Cash-and-Carry 
quote contractor or discounted “Nevertheless, we believe that Yard” describes pricing, inventory 
price The contractor price Is since the book speeds our service custome! service and other busine 
posted next to the retail price, but and substantially contributes to management factors in handling thi 
without the dollar sign or decimal a better net profit, it certainly is type of busines It’s a down-to-earth 
point. A contractor price of $18.20 worth the time, money and effort.” story of a Seattle dealer 
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American Fence is pre-Sold... 
stock it-and you can close the deal 


— FENCE advertising appears 
in leading farm papers, which enjoy 
a circulation of more than 6,777,000 
readers. A survey of these readers re 
veals that they are among the most 
modern, most progressive, most finan 
cially stable farmers in the country 
They are the class of customer you want 
to reach. And they are being reached 
In addition to the farm papers, these 
farmers are constantly kept aware of 
American Fence through direct mail 
literature, and radio and telewision 
commercials, not to mention the most 





effective advertising of all — word-of 
mouth advertising, by the thousands of 
satisfied users of American Fence 

This is pre-selling—creating the de 
ire to buy. Once the demand is there, 
the potential customer seeks out a 
dealer where he can buy the desired 
product If you stock American Fence, 
you are that dealer. The sale is yours 


Dispiay your American sign promi 


Be Profit-Wise—Departmentalize! 


Handle the whole line of USS American products, 
Here are a few: 


nently. Keep your American Fence out 
where it can be seen by everyone, and 
remind your customers with American 
literature that long-life American brand 
is the best fence in the field, 





SEE THE UNITED STATES STEEL HOUR. It’s a full- 
hour TV program presented every other week by 
United States Steel. Consult your local newspaper 


for time and station 


USS American Galvanized 
Barbed Wire USS American Tie Wire 
} for Automatic Balers 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





USS American Hex-Cel 
USS American “U” and ; 
Studded “T” Posts Poultry Netting 


| USS AMERICAN FENCE AND POSTS 


UN IT € Ds S Se 2 ee) 2 


BuIcpING Propuct MERCHANDISE! Circle No, 10 on Coupon, page 154. 
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POWER TOOL DEPARTMENT of Doherty's number three 
store before being enlarged to double the size shown 
Note wide selection of spare power tool belts on display. 


Do-It-Yourself Department 








FIBERGLASS AWNINGS, purchased as a package from 
Doherty Lumber Co., Inc., were installed by the homeowner 


Sets Off Chain Reaction Among Atomic Workers 


New Mexico dealer takes advantage of 
the climate and atomic technicians’ need for 
diversion to promote home improvement 


packages and power tools. 


One of the first building materials dealers in 
Albuquerque to tap the booming do-it-yourself mar- 
ket is the Doherty Lumber Co., Inc. 


Located near the Atomic Energy Commission’s 
special weapons project, Doherty’s yard caters to 
the more than 20,000 persons involved in experiments 
with practical applications of fissionable materials. 


Jerry Doherty, president of the 10-year-old firm, 
bought the new store in 1954 and installed a do-it- 
yourself department. Within three months, the de- 
partment caught on so well that a rear partition had 


Of special deal is 
to your Customers l 
turer. Be, 4use any 
™ demand require 


. 
onnel and handlin 


to be torn out to double the floor space. 


To back up its line of power tools, Doherty stocks 
a line of hardwoods, including turning rounds, plywood, 
brass and aluminum sheets and builders and cabinet 
hardware. 

Since the mild climate of Albuquerque encourages 
carport building, Doherty stocks materials for awn- 
ing and carport construction. During the current 
building boom in the area many homes are being 
constructed without basements and garages are prov 
ing popular as store rooms and home workshops. 


A popular package deal at Doherty’s is fiberglass 
window awnings. Special brackets have been de- 
signed by a local steel fabricator and awning instal- 
lation has become a popular week-end diversion for 
home handymen in the area. 

By capitalizing on the restless energy of mechan- 
ical-minded technicians and scientists working at 
the Sandia base, Doherty has turned their hobbies 
into a profitable business. 


cae ZX 
iii er € planned for if ful] benefit is to 


advance ©, of course 


details well in be derived from the opportunity 

To get news and details of 

fered directh manufacturers’ Premium offers 
bY @ manutec. and consumer contests, see the 

Sudden Spurt annual Dealer Products File issue 

S Stock per. of American Lumberman 


when any form 


& which must {° * * This is onl 
; Y one of 
ways in which this Issue 
an serve you... 
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New ‘plus’ profits for you! 


Enjoy the growing demand for America’s 
most popular interior home improvement idea . . . 


; 
; 
VuLbicus 


. 
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CALIFORNIA REDWOOD 


LOUVER 


Panels, Shutters and Folding Doors 


for modern or traditional interiors! 
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Now you can offer your customers the home improvement items they have been 

searching for . . . you can offer them deluxe louver treatments at popular prices! 
No longer is it necessary to ‘push’ expensive ‘made-to-order’ louvers when you 

feature NYLCO’s rich-looking California Redwood louvered home beautifiers! 
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Panel 
Width r. Ai 
NYLCO Louver Panels [. 
2199/80 1810.25] 610,.60)/811.75 £14.00] 814.60) 815.60) 816.50) 
7: : . (ht. 6° 8”) 
Finest materials and construction /— —_ 
. Style 
throughout guarantee sturdiness and #199/96 | 12.70 TO] 16.00] 17.35] 18.00 aad 
long life! Dowel construction . . . [(ht.8’) 
molded stiles . . . wi og [Style 
ith all angles #199/108] 14.25] 15.00] 16.50] 18.00 20.25 
, coped for both appearance and |{h: 9’) 
ee 4 
strength. No “see-through” at rail Packed 6 panels per carton. All prices f.o.b., N.Y. When or 
and louver meetings! Low cost, too. specify style number and panel width 


Panels delivered sanded, ready to use; can be painted 


Check these prices: acquered, waxed——or used in their natural glowing 
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Decorator approved for Interiors 


NYLCO 


Simulated 


LOUVER 
SHUTTERS 


Functional, decorative, a de- 
lightful touch for any window, 
—every room. These are the 
shutters specified by architects 
and designers for new homes. 
Adaptable, they blend easily 
with and enhance every decor, 
Complete with instructions and 
brass hardware. 


MOVABLE LOUVER PRICES UPON REQUEST 


Luxury effects inexpensively 
created with 


NYLCO 


LOUVER 
DOORS 


A new mood for interiors . . . 
a new conception of comfort- 
able living. Louver foldin 
doors that add the warmt 
and dignity so sought after 
by prideful home owners 
everywhere. Decorator ap- 
proved for living room, din- 
ing room, play room, den 
or dinette. Available with 
double action brass hinges. . 
Doors are sanded, ready to use, can be painted, stained, 94° wide ont —— . Pride h aed 
lacquered, waxed—or used in their natural glowing hue. pr pr pr or 
‘ 96 & 8.98 & 9.98 $10.08 
Style No Panels Door Size Cost 2214” 98 9.98 10.98 11.98 
99/24/82 2 24” =x 80” $29.95 ° 6 10,49 11.49 12.49 
99/30/82 > 30” x B80” $2.95 264" ’ 10.98 11.98 12.98 
(32/82 2 32” x 80” 44.95 284" 11.98 i2 on 
99/36/82 2 36” x 80” 59.95 ; ,* on 12.98 1s 408 
99/30/84 4 30” x 80” 39.95 3214" 10.49 13.98 is 15.98 
: ‘ 32/84 + 32” x 80 44.95 414" 10.98 14.98 15 16.98 
36/84 4 36” x 80” 49.95 , 11.98 15.98 17.49 18.49 
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Packed 1 to a carton. All prices f.o.b., N. Y. Packed 1 to a carton, All prices f.0.1 
: When ordering specify style number. When ordering specify style number 


| ORDER ond FEATURE oa full assortment of these fast selling interior improvement ideas for bigger, quicker profits 


From your distributor or write Distributorships available in certain areas 


629 West 5! Street 


NEW YORK LUMBER CO, Ine, | Yew Youn 


Circe 5-5885 
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6 mailings a year 
builders in your 











INSULITE 


sells easy...sells fast...stays sold 





to 8 out of IO 
town! 








sell Insulite. There are 48 big two-page Insulite ads 


No wonder you find builders in your town 
13 counter and store 


prefer Insulite. Eight out of ten of them get the in all the builder magazines, 


Insulite story every other month from their mail- _ displays and 102 salesmen making over 50,000 per- 


men. Big mailers, powerful mailers like these sell sonal calls a year to help you sell. No wonder 


builders Insulite—keep them sold on Insulite. Insulite moves out of your bins easy and fast 


Yet that’s only one way that Insulite helps you. keeps your customers completely sold. It’s pre-sold. 


a 
S INSULITE, Made of hardy Northern wood, 


by Insulite, Division of Minnesota and Ontario Paper Compar 





STAGGERED ROOF and large 
dows attract 
new Corbett Lumber 


in Tucson 


(’o 


POST & BEAM construction provides 
movable gon 
individually 


plenty of floor space for 
dola display Item 
price marked for a 


self service 


modified type 





win- 
passing motorists to the 
branch yard 


of 





Store Highlights 


Architect-designed 
Post-and-beam construction 
Departments color-keyed 
Modified self-service 
30-car parking lot 
Air-conditioned 











Branch Store 





Keeps Sales at Home 


When trade fell off be- 
cause of shifting population, 
this Arizona yard opened a 
branch that brought back old 


customers and new ones, too. 


An attractive architect-designed 
branch yard to speed contractor 
service and serve the homeowner 
has started sales upward again for 
the J. Knox Corbett Lumber Co., 
Tucson, Ariz. 

“We were losing pickup busi 
ness from contractors building in 
this section of town,” says W. C., 
Bell, grandson of the firm’s found 
er, because it was inconvenient 
for builders to drive downtown. 

“We built a branch yard five 
miles from our downtown location 
and our business started to pick 
up,” Bell says. 


Modified Self-Service 

Planned to serve both contrac- 
tors and homeowners, the new 
showroom displays all the mate- 
rials it sells. Each item is price 
marked, Although the store isn’t 
laid out for self-service, customers 
usually make their selections and 
bring the items to the cash regis 
ter. The emphasis on departmen 
talization makes it a simple matter 
to switch to complete self-service 
by the addition of a checkout 
counter 


Eye-Catching Showroom 

An excellent example of post- 
and-beam construction, the 2,700 
square-foot showroom has a novel 
saw-toothed roof design which at 
tracts the attention of passersby, 
yet cost no more than a conven 
tionally-designed building. Gor 
don Luepice was the architect. 

The roof deck is supported by 


Februar, 


2U 


laminated wood beams and steel 
posts. The exposed, exterior por- 
tion of the roof deck is knotty 
pine. The interior portion of the 
roof deck is covered with acousti- 
cal tile. 

The yard’s 30-car parking area 
faces incoming traffic and passing 
motorists have a clear view of the 
store’s interior through the spa 
cious windows. 

The new store layout and floor 
plan was the result of months of 
research by its manager W. C. Bell. 

Departments Keyed By Color 

The various departments are 
color-keyed for the shopper’s con- 
venience. Tool displays and wall 
fixtures are painted yellow; gen- 
eral hardware, flamingo; paint 
department, gray; and plumbing 
and electrical, green. 

Besides helping departmentalize 
the showroom, the varied-colored 
displays add a colorful appearance 
and break up the monotony of the 
showroom’s interior. 

The air-conditioned building 
was inspected by 1,000 people dur- 
ing its grand opening celebration. 
Full-page newspaper ads, tele 
vision and direct mail invitations 
were used to announce the event. 
Persons registering for the draw- 
ing of door prizes also had an op- 
portunity to place their name on 
the mailing list for HOME Mainte- 
nance & Improvement magazine. 

Founded in 1890 by J. Knox 
Corbett, the firm is considered to 
be the oldest building materials 
yard in Arizona. The main yard 
covers a city block near downtown 
Tucson. 

The son of the founder, H. S 
Corbett is the president of the 
firm. J. Knox Corbett, II, who is 
also president of the Arizona Re 
tail Lumber Dealers’ Association, 
is vice-president. 
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Always have a supply of sales lit- 
erature on hand, Full color folders, 
promotional material and sales aids 
are FREE to every recognized build- 
ing supply dealer. 


Be sure to tell new home planners 

about the BILCO Door. Remind them 

that supplementing the inside stair 

with direct access is the only way to 

have a useful, convenient and safe \>s- Zh | 
j 


basement. — . 
= TIT RAITT 


Create interest and sales by setting 
up this “Silent Salesman’ in your 
yard or showroom. A standard size 
A painted bright red comes equipped 
with attractive sign. Sold at a very 
special price or a money back 
guarantee. 


Follow these ABC’s and sell BILCO Doors in volume for new homes and to replace 
wood hatchways. Available immediately from wholesale distributors in most section 





The BILCO Co., Dept. 117B, New Haven, Conn, 


Gentlemer 


Please send samples of literature so we can order 





Please send if formation on the d splay offer 


AMERICA’S FINEST Mia 
BASEMENT DOOR Company 








Sold only by Lumber and Building Supply Dealers. 
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Step 1 SPECIFICATIONS, costs and four basic plans are displayed in the Bogar showroom 


Salesman shows floor plans and snapshots of completed homes to a prospect 





Builders Like Dealer-Engineered Home Package 


JIG TABLE is used to con Step 3 ROOF TRUSSES are wheeled 
struct both wall sections and into yard for storage. House 
roof trusses. Built in 1939, the parts are stored near the erec- 
jig has undergone several tion site to save yard space 
modifications 
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sell 100 houses annually. 


By fabricating wall sections, 
roof trusses and other components 
for small homes, a _ Lancaster, 
Penna., building materials dealer 
is controlling the sales of more 
than 100 house packages annually. 

With a shop set up to manufac- 
ture components for its own four 
basic designs, or any other type 
house the customer desires, John 
D. Bogar Lumber Co. is cornering 
a substantial part of the small 
homes market in Lancaster 
County. 

Bogar doesn’t compete with con- 
tractors. Instead it offers them 
already committed buyers with 
blueprints modified to the custom- 
ers’ specifications and the sections 
for a home. 

The buyer can hire his own con- 
tractor or the firm will recommend 
several who will bid for an oppor- 
tunity to erect the home package 
purchased from Bogar. 

Popular package. The high pub- 
lic acceptance of the Bogar Engi- 
neered Homes has made contrac- 
tors the firm’s best salesmen. Of 
the more than 350 homes already 
sold, only about 25% have been 
sold by Bogar’s salesmen. The ma- 
jority of the packages are bought 
by contractors who have buyers 
already committed or who are 
building on speculation. 

Besides the building materials 
package, the firm provides the con- 
tractor and buyer with legal and 
financial advice, clear working 
drawings and delivery of materials 





Step 4 


BUILDING PropucTs MERCHANDISER 
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on a schedule set by the builder 

Approved by the FHA and VA, 
Bogar homes are the result of 
several years’ experience in the 
firm’s shop. To build the Bogar 
homes, wall sections are built on 
a large jig table. Built in 1938, 
the jig has undergone several 
modifications, which provide great 
er precision and speed in construc 
tion of the wall sections. 

Four basic plans. The four basic 
homes are truss-roofed, clear-span 
designs. From these plans it’s 
possible to get several thousand 
variations of exterior and interior 
designs. 

Wall sections built in the shop 
are made up of 2x4s on 16-inch 
centers. Double 2x4s are used as 
a plate to tie the sections together 
when the home is assembled. Half- 
inch sheathing and stained double 
course cedar shakes are applied 
after the wall sections are erected 

Roofs are supported either by 
trusses built in the Bogar shop 
or precut ceiling joists. Common 
fir T&G sheathing is used for the 
roof deck. Blanket insulation is 
applied to both walls and ceilings 

To save time, exterior siding, 
cornices and millwork are primed 
in the shop. All doors and window 
frames are treated with a toxic 
preservative. Doors, outfitted with 
complete hardware, are prehung 
in the yard. 

By offering the contractor a 
simple modular design with many 
of the components precision-built 
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RANCH HOME was expanded from one of four Bogar plans. Two-car garage and brick 
veneer can be added to house package at a fixed, extra cost 








Pennsylvania dealer provides pre-sold customers to contrac- 
tors. Components fabricated in his shop help Lancaster merchant 


in the firm’s shop, Bogar makes it 
easy for the builder to erect a 
home rapidly and economically 
without sacrificing quality 

Stress flexibility. “Our plan of 
building is quite flexible,” 
Claude G. Ryan, Bogar president 
“Tt permits buyers to incorporate 
many of their own ideas into the 
basic home design. 


SAaVS 


“No matter what type of house a 
prospect wants, we are in a posi 
tion to offer him construction econ 
omies with our building materials 
package and precutting service 

“To avoid hidden costs, any 
variation in the basic home plan 
can be quoted from our prepared 
price list,” Ryan adds, “and our 
planning architectural and legal 
service help remove the red tape 
of buying a new home.” 

Special promotion budget. To 
promote Bogar homes, the firm has 
a consistent newspaper advertis 
ing program. Once each year, the 
firm steps up its home package 
promotion. Radio and direct mail 
promotion are used to herald the 
opening of Bogar’s demonstration 
home. 

Bogar appropriates 1.25% of its 
gross income from building mate 
rials sales for home promotion 
This is exclusive of other appro 
priations for its regular advertis 
ing program. Bogar offers folders 
containing the four basic house 
plans and a brief description of 
each home. Data sheets give com 


(continued on page 150) 
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Cut from perpetual 
yield virgin 
Ponderosa forests 
high in the 
Arizona mountains 


Precision manufac- 
tured in modern 
mills 


A 
Scientifically dried 
. 


End-waxed and 

stamped with the fa- 

mous “Indian Sign” 
trademark 


Quick delivery on 
straight and mixed 
Cars 





Write for name of 
your nearest 
representative 


SOUTHWEST 


LUMBER MILLS, INC. 

General Offices: 

P. O. Box 908 
Phoenix, Arizona 
Mills at 
Flagstaff 
Elevation: 7000 ft 
Mi Nar y 
Elevation: 7300 ft 


rademarked PONDEROSA PINE 





‘Go 


Circle No. 41 on Coupon, page 154. 
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To size up manufacturers’ sales policies 


A quick, painless way of finding 
out what a manufacturer’s policy 


is with regard to: 


insuring that every dealer 
buys and sells on an 
equal basis 


maintaining retail price 
advertising support 


direct selling aid in the 
form of displays, 
literature, demonstrations, 


THE APRIL 2,1956 ISSUE 


etc. 


is to consult his advertisements 
American Lumberman. 
Especially the Dealer Products 


File issue, because many build- 


ing materials and related products 


manufacturers use it to talk about 
their sales policies, being well 
aware that lumber dealers file and 
refer to this annual issue for just 
such information. 
.++This is only one of 16 
ways in which this issue can serve you 


February 20, 1956, AMERICAN LUMBERMAN AND 











SUILDING 





PRODUCTS 





MERCHANDISER 


6 out of 10 
B.M.D.s* 

are selling 

folding doors 

and making money 


..- Those who 


make the most 


are selling 


* Building Material Dealers 


as reported by Building Supply News 


FOLDOOR—the architectural quality door... 
FOLDOOR "'Beautyline’’—the first modestly priced 
door to include custom-priced features at no extra 
cost .. . and FOL-BAK—dquality leader in the 
traffic-building low-price field. 


HOLCOMB & HOKE MFG. CO., INC, 
1545 Van Buren St., Indianapolis 

In Canada: FOLDOOR of Canada, Montreal 26 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Gentlemen: Al 


Please rush me ‘'Profitunity’’ Package on new complete line 


of FOLDOORS 
Name 

Firm 

Address 


City State 
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om | Again this 


brand name on 





lumber | brings dealers... 


More help for 


4 
‘ 
; 
’ 
| 

aT 


SELL MORE PANELING wee Ideas 
f 


A complete new full-color section on pe 
Weyerhaeuser 4-Square paneling has r , peer 
been added to the 4-Square Building fo se | 
Services to help dealers make extra 
profits in this valuable market. Ma- 
terial is also offered in booklet form. 


: 


te 
Fercnghy 





SELL MORE SIDING 


A second full-color section for addi- 
tion to dealers’ Service portfolios will 
help close sales on sidings and shingles 
for new homes and old homes. This 
material, too, is offered in booklet 
form for distribution to prospects. 





SELL MORE FENCES 


Sell large quantities of many lumber 
items —especially shorts—by featur- 
ing the modern fence designs in this 
new section which has been added to 
the 4-Square Building Services. Fence 
designs are reprinted in small folder. 
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The expanded Weyerhaeuser 4-Square 
Building Services are featured in national advertising 


Broader national advertising 
in America’s leading maga- 
zines features Weyerhaeuser 
4-Square Lumber Dealers as 
sources of helpful plans, ideas, 
and materials— headquarters 
for building and for remodel- 
ing. The expanded Services 
are now active factors in sell- 
ing specific Weyerhaeuser 
4-Square Lumber products 
for new construction and for 
modernization. 


SELL MORE KITCHEN 
REMODELING 


The important home modernization 
market offers excellent profits on lum- 
ber, plywood, wood cabinets, accessories, 
and related items. Dealers can locate 
prospects and close sales by featuring 
this beautiful new section in the Services. 


These four new product sections with 
new selling ideas are included in both services 


Ask your Weyerhaeuser District Representative for full 
details on the expanded 4-Square Building Services 
or write us. 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 


BUILDING PropucTs MERCHANDISER Circle No. 45 on Coupon, page 154. 





YOUR AD OF THE WEEK 


No. 53 of a Series (FOR YOUR AD-IDEA FILE) 





Local Ads Best OHI Tie-in ADservice offers a variety of mats in sizes fo 
i 


mall or large ads. The suggested ad below 
On a national scale, Operation Home Improvement col, x 13 in, using ADservice mats nos. 114, 
has received powerful publicity. For example, the 117, 115, 26, 233, 158, Mats illustrating other prod 
trong editorial in January 20th Collier's; and in the - al ee cman alll en-au. nor nee 
February American Home, seven pages of remodeling ‘ 
pictures and stories, all identified with the official OHI 
seal 
National publicity will do a mass job—create in- 
terest in home improvement, put prospects in a re- 
ceptive frame of mind, help convince property own 


ers of the benefits of proper maintenance, repair and CRAY, THIS OFFICIAL SEAL signifies our cooperation 
modernization Ne 5 ae with the National Home Improvement program 
But local effort is required to get prospects to do UZ We will help homeowners in this communit 
year t yrotect their property investment and increase 
something about it. Dealers who identify themselves ai oh if - / oo o : 
en oymer home oug gh stand 
regularly with the program, who interpret the broad = irds of maintenance and modernizatior 
slogan “56 1e year to fix” into specific projects, Pawt Ve of 1¢ help and advice of « 
| 6-—th to f t | fic project y a Is ip and ad 
: : es ABH’ n planning, in arrangement of financing, a 
who offer help and advice in planning and arrange- 
ection « naterials lor r home improve 


ment of financing, will reap the benefits of the na- alin ettinel Cakes be 


tional effort 
There's no better way to do this than through a 


consistent well-planned newspaper ad campaign. 

Fundamental requirement for such a campaign is 6 Home Improvement Ideas 
a supply of top-quality mats showing products, ap 
plications and completed projects. Here is how AD FOR ADDED CHARM...CONVENIENCE... COMFORT 
ervice helps you in this important need: 

American Lumberman has invested over 
in original drawings and cuts—ideal illustrations for 
your OHI tie-in ad We offer (to lumber dealers 
only) mats of the complete group of 254 illustrations 
at a very low price. Hundreds of dealers from coast 
to coast are using ADservice mats and getting more 
Full information 


$10,000 

















returns from their ads as a result 
in free book offered below 


SEND FOR YOUR FREE 
COPY OF ADservice BOOK 


Shows actual-size reproductions 
of 254 ADservice mat illustra 
tions, all in stock for immediate 
shipment. Also includes valuable 
ad ideas, copy and layout sug 


gestions. 








a 
(please print or type) 
AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 



































Rush my free copy of the 48-page ADservice book. 


mena a YOUR NAME 


city 
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PROFIT 


1. New Merchandising Package built around eight new boat 
plans is now available to help increase your Exterior plywood 
sales to amateur boat builders. Includes supply of 60 plans 
counter stand and merchandising 


$2.75. (Actual cost over $7.00) 


(which sell for 25c¢ each) 


materials. Price to dealers 


3. Fir Plywood Plans Book makes ideal sales tool for dealers 
it - yourself’ Big (over 90 
pages), fully illustrated book contains plans for scores of stor 
Available in quantity; 


interested in extra “do business 
age units and furniture. Retails for 50« 


comes complete with counter stand. Write for details, samples 


PLAY IT SAFE! 


You're sure of quality when 
and sell only DFPA grade 


od 


you 
bi tela | 
marked fir plywo There's a 


type ond grade for « very job 


he 
~ 


POINTERS 


INSIST ON 
DFPA INSPECTED PANELS 


Fir Plywood Boat Plans 





Sales Reference Manual 
Extra “Do-it-Yourself” Sales 


New Car Top Carriers 


2. Fir Plywood Facts Book—Even your newest employee can 
be a fir plywood expert with this new pocket-size reference 
manual, Handy 60-page digest of plywood application and 
your personnel, send 


Assoc 


specification data. For free copies for all 


names and home addresses to Douglas Fir Plywood 


4. Inexpensive Car Top Carriers are a real boon to dealers 
plagued by small, time-consuming deliveries. Craftboard car 
be jiffy to let 
haul plywood and lumber atop their own cars without damag 
About 12 


riers come flat, can installed in a customers 


ing finish per set; mail coupon for information 


oo oe oe ae oe ae oe oe oe oe oe ae oe oe oe oe oe oe oe oe my 
DOUGLAS FIR PLYWOOD ASSOC., 


Al 2, Wash 


at left a 


Dept Tacoma 
1. Boat Plans 
enclose $2.75 for boat 
dising 


Please send the material checked 


Good USA or 


plans merchar 


ly 
package 

[) 2. Facts Book 
Please use 

sheet to list name 


eparate 
and addresses of « 
ployees you w 

like to have receive 
free copies 


3 Book 
ms ies a 


Plans 
ale Pp 
ost informatior 


d 


4. Car top carrier 


samples and complete 





informatior 


i 
i 
i 
i 
4 
i 
i 
i 
i 
i 
4 
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Look, store display fixtures 
designed expressly for you! 


istano umst Here's a display fixture you can use many, 
many different ways: with or without adjustable shelves 
on front, end or back, overhead panel, storage cabinet 


and binning; and either open or closed on the ends. 


A basic half-island fixture 48” high, 60” wide and 2454” 
deep which you can use in your show window, against 
the wall and singly, or two units back-to-back as a full 


island. 


waccumir At last a fixture you can use with complete 
flexibility : open, with storage cabinets, shelves and glass 


binning, or with swinging or sliding display panels 





A basic unit 10034" high, 96” wide and 32” deep, with 
a modular four-foot design, which you can use in series 
along the length of a wall, or singly along narrow wall 


expanses. 


PYLON CPLA weet 


: 


evconumiy This fixture which revolves, may be used 
with or without fins to give up to 192 sq. ft. of display 


area in just 32” diameter of floor space! 


A basic six-sided drum 96” high, 16” wide and 32” deep 
you can use alone or in series as a stationary unit, for 
open beam ceiling, floor-to-ceiling, and wall installation, 
or mounted on casters to move anywhere in the show- 


room, 


ROOF AND SIDING UNIT Now for the first time, a fixture 
that displays large samples of roofing and siding, to- 


gether, as they actually appear applied on a house. 


The smallest fixture yet devised to display these bulky 
materials: 15914" long, 46” wide and 7914" deep. Holds 
and displays 24, 3’x5’ siding samples and 26 large 
roofing samples. Forward and lateral sliding tracks 
enable you to show combinations quickly and easily. 





At last: store fixtures designed by experts for 
the display of building materials and related products! 


Tested and proved successful in dealer showrooms. 


Estimated price if bought at retail: $190.00 plus 


shipping. 


But, construct it yourself, in your shop, and save more 
than $100.00! Complete plans, working blueprints, step- 
by-step instructions, materials and materials source list 
and details on modifications, only $8.75. Available by 
return mail from American Lumberman. Fill-in and 


mail coupon today. 


Estimated price if bought at retail: $550.00 plus 


shipping. 


However, make it yourself with facilities at hand, and 
save more than $250.00! Complete plans, working blue- 
prints, step-by-step instructions, materials and mate- 
rials source list and details on modifications, only $8.75 
Available by return post from American Lumberman 


Fill-in and send coupon today. 


Estimated price if bought at retail: $200.00 plus 
shipping. 


By building it yourself, you can save more than $110.00! 
Complete plans, working blueprints, step-by-step in- 
structions, materials and materials source list and 
details on modifications, only $8.75. Obtainable by 
return mail from American Lumberman. Fill-in and 


post coupon today. 


Estimated price if bought at retail: $550.00 plus 


shipping 


Produce it yourself, in your yard, and save more than 
$250.00! Complete plans, working blueprints, step-by 
step instructions, materials and materials source list 
and details on modifications, only $8.75. Available by 
return post from American Lumberman. Fill-in and 


mail coupon now. 


American Lumberman Dealer Service Dept 
139 N. Clark St., Chicago 2, Ill 


Please send me postpaid the four biueprints and complete 
instructions for the retail lumber dealer island unit display 
fixture. | am enclosing $8.75. (Please send check or money 
order.) 

Name 

Company 

Street 

City Zone State 


FOLD HERE 


American Lumberman Dealer Service Dept 
139 N. Clark St., Chicago 2, Ill 


Please send me postpaid the four blueprints and complete 
instructions for the retail lumber dealer wall unit display 
fixture. | am enclosing $8.75. (Please send check or money 


order 


Name 
Company 


Street 


City Zone State 


FOLD HERE 


American Lumberman Dealer Service Dept 
139 N. Clark St., Chicago 2, Il 


Please send me postpaid the three blueprints and complete 
instructions for the retail lumber dealer pylon unit display 
fixture. | am enclosing $8.75. (Please send check or money 
order.) 

Name 

Company 


Street 


City Zone State 


FOLD WERE 


American Lumberman Dealer Service Dept 

139 N. Clark St., Chicago 2, Ill 

Please send me postpaid the four blueprints and complete 
instructions for the retail lumber dealer roof and siding 


display fixture. | am enclosing $8.75. (Please send check or 
money order.) 


Name 
Company 
Street 


City Zone State 





Association Meetings 
Tackle Industry Problems 


Southern Pine Association 

Emphasis will be on more effi 
cient production and more aggres 
sive merchandising at the 4lst 
annual convention of the Southern 
Pine Association in New Orleans, 
April 4-6. Secretary-manager S. P. 
Deas says that mechanization 
design for maximum utilization, 
product improvement and cost re- 
duction—will also be stressed in 
the program 

Concurrent with the business 
sessions of the Association will be 
an industry-wide mass meeting of 
southern pine manufacturers un 
der the auspices of the Southern 
Pine Industry committee, the leg 
islative arm of the industry, to 
deal with problems imposed by the 
minimum wage law. 

Arthur Temple, Jr., president of 
the association, will preside over 
the sessions of that group and 
EK. Oswald Lightsey, chairman of 
the industry committee, will guide 
the legislative sessions. 





TRANSLUCENT PLASTIC Filon panels were used in an unusual manner in the 
Pavilion of Teroson & Werke at the 1955 Trade Fair in Hamburg, Germany, last 
year. A new use of the material was in the roof structure and horizontal band 
under the roof, Diffused sunlight through the panels by day enhanced the dj i 
play and at night light shining through the plastic roof made the building glow Hardwood Plywood institute 

A fast paced, interesting pro 


gram was scheduled for the Hard- 
wood Plywood Institute’s 12th an- 
nual meeting in Chicago, February 
14. Charles E. Close, managing 
director, told the group that the 
program had been packed with in 
formative sessions on production 
methods and sales efficiency to 
ALUMINUM help members meet the new chal 
| lenges and solve the problems 
brought by the increased accept 
HARDWARE ance of the product. About 36% 
more hardwood plywood was used 
RUST-PROOF in 1955 than in 1954. 


Featured speakers were L. J 


in BRASS, Seidman and Dr. John A. Hall. 


SS) TAS Fesco Board Mill 
or ALUMINUM | In Full Porduction 


Fesco board, a new perlite in- 
FINISHES sulation board, has been in full 
scale production since last Septem 
ber in the new $1.5 million plant 
of F. E. Schundler & Co., Inc., 
Joliet, Ill 
A composition of Coralux perlite 
and other mineral binders and 
fibers, Pesco board is a _ light- 
weight, dimensionally stable, non- 
combustible product developed in 
the Schundler research labora 
tories Its moisture resistance, 
thermal properties and incombus 
tibility are said to have led to its 
otitis : - immediate acceptance for use as 
, roof deck and cold storage insula 
PADLOCK and HARDWARE CO. | tion 


LANCASTER, PENNA. J. C. Kingsbury, vice-president, 
ORDER FROM YOUR JOBBER said the facilities of the new plant 
+3 are devoted exclusively to the 


- manufacture of Fesco board 


like a jewel 
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Selling new 


MALT-A-VENTS 




















is like being a VENTriloquist... you 
put “BUY” in your customer's mouth! 


With new MALT-A-VENTS you bring sales right into the act 
You put words in your builder-customers mouth like “the finest 
and “that’s for me’. New MALT-A-VENTS put style in every 
home, too helping the builder achieve the modern charm 
demanded by sharp-eyed buyers. As a dealer, you will profit 
more for these are “vents” of MALTA quality that insure 
high profit business year after year 


use it Engineered for 3 position install as 
three outswinging awning-type inswinging 
‘ hopper-type or outswinging casement 

different _ window without alterations to frame 
ways, or ash 

Full weatherstripping—met 

stripping contacts sash at all 

unit chemically treated to re 


ture. Four types ol hardware to choos 
from 


Carton packed for ea 
nits glazed and with hardw: 
turagy carton 
MANUFACTURING COMPANY 
Sales office: Athens, Ohio 
literature an ) Malta J: 


Makers of MALT-A-MATIC - MALT-A-MASTER - MALT-A-GLIDE - MALT-A-VENT wood window unite 
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Mas Co strits 700 
ROOF LOUVERS 


Rust proof, heavy gauge aluminum con- 
struction with tab-fold seams for added 
strength 


Fit any type roof . Gable, Hipped, 


Pitched, Flat 


Improved design leaves three sides open for 
maximum ventilation 


Guard wall around base opening affords 
greater weather protection 


Built-in aluminum 8-mesh screens keep in- 
sects out... prevent clogging from leaves 
and bird nesting .. . tend to break up snow 
and rain... meet FHA requirements 


features 


Wide mounting flange makes installation 
simple and easy 





Cutaway illustrates construction de 
tail shows base opening with . - Le 
guard wall for weather pro 
tection wes 
Get all the facta about these 

new, attractive, durable, low 

coat, Lo Man Co Roor Louvens. 

Ask your jobber or write Louver 

Manufacturing Co, for complete 
information 





SPECIFICATIONS 





Sq. Inches 
Free Area 


730 12%" x 17%" x 4” 30 
750 15%” x 21%" x 5” 50 
770 17a" x 23%" x 6” 70 


WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


L 0 U V & R MANUFACTURING 
& SUPPLY COMPANY 
3603 Wooddale Ave. © Minneapolis, Minnesota 
Circle No. 48 on Coupon, page 154. 


Model No. Overall Size Including Flanges 
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MANUFACTURER NEWS (begins on page 116) 





U. S. Gypsum, Stran-Steel and 
National Gypsum Expand Operations 


The unprecedented expansion program of indus- 
trial plants and facilities continues unabated. Latest 
to announce further major programs are United 
States Gypsum, Stran-Steel Corp. and National Gyp- 
sum. 

National Gypsum Co. has begun construction work 
on the expansion and modernization of its Alexan- 
dria, Ind., plant. Part of the firm’s five-year $75 mil- 
lion program, this Alexandria project will double its 
production of rock wool acoustical tile. 

Stran-Steel Corporation’s manufacturing facilities 
at Terre Haute, Ind., will benefit by a $2 million ex- 
pansion that will increase its manufacturing space 
about 20%. Stran-Steel’s program is part of a na- 
tional program of expansion currently underway by 
National Steel Corp., the parent company. 

U. S. Gypsum’s board of directors has authorized 
work on its Philadelphia plant that includes a new 
finished goods warehouse, additional storage and 
packing facilities in the plaster plant, improved 
truck-loading accommodations and added storage of 
raw materials in the board plant. 


Current Issue Masonitems Plugs OHI 


To spark lumber dealer interest and all-out par 
ticipation in Operation Home Improvement, Mason- 
items, the house organ sent to 20,000 dealers by Ma 
sonite Corp., devoted its current issue to OHI. 

Calling the campaign the “biggest sales promotion 
program in the history of construction,” the eight- 
page issue offered suggestions for dealer participa 
tion. An order card for dealer use was included for 
posters, sales aid and other material to be used in 
promoting OHI. 


Studies American Lumber Methods 


Jacques Rieuf of Paris, France, is spending a year 
here studying American lumber manufacturing and 
sales methods at plants represented by Pack River 
Tree Farm Products, Spokane. Both Rieuf and his 
wife are graduates of the Sorbonne. Mrs. Rieuf ma- 
jored in English and is teaching English this winter 
in the Sandpoint, Idaho, high school. 





MOBILE DEMONSTRATOR for Roly Door Div., Morrison 
Steel Products, Inc., 601 Amherst, Buffalo, will tour U. S 
and Canada. Unit will demonstrate full size working models 
of steel sectional overhead doors to distributors, dealers 
and home builders 

(continued on page 120) 
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901K Adhesive 
anyone can install laminated 
hardwood block flooring 


eee 


Obsoletes all previous methods and materials! 


.»++NO WAITING TIME — INSTALL 
BLOCKS IMMEDIATELY 


.... FINISH THE JOB THE SAME DAY 
YOU START 


. + +NO MESS, NO FUSS ... NO MIXING, 
NO HEATING — READY TO USE AS iT 
COMES FROM THE CAN 


..+ FIELD STUDIES PROVE SUBSTAN- 
TIAL SAVINGS ON INSTALLATION COSTS 


..++2 HOUR OPEN TIME 
Made Exclusively for Higgins tndustries inc. By — 


.» +» NEVER GETS BRITTLE 


Va) 
...FOR USE OVER SUBFLOORS OF [es] == CONTINENT 
WOOD, CONCRETE, OR COMPOSITION COMPANY 


ADHESIVES SINCE 1928 


(ASPHALT TILE, ETC.), IDEAL FOR USE bo ‘mine Ss «. cuaee tien ean 
OVER RADIANT HEAT 
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Show ‘em the 


CONVINCE CUSTOMERS Cortland Brand is the screen- 
ing to buy by showing them Wickwire's Multi-Wire 
Edge. Point out how this edge adds strength, rigidity 

causes Cortland Screening to unroll flat, thos ov it 
easier to handle, cut, install, Specify Cortland Brand 
Insect Wire Screening. 100 linear ft. rolls, 18 x 14 
mesh, 24” to 48” widths. Meets U.S. Department of 
Commerce Commercial Standard 


@ CORTLAND BRONZE Special alloy screen 


ing that’s rust-resistant 


@ CORTLAND GRAY-WICK Durable, zinc- 
coated screening, made from finest electric 
furnace steel 

@ CORTLAND ALUMINUM Lightweight, rust- 


stainprool Alclad aluminum wire screening. 


/ 
hile rye] ss eames 
y wy 4 seamo WAROWARE CLOTH 


FREE SALES KIT! Includes streamers, 
WICKWIRE BROTHERS, INC., CORTLAND, N.Y. folders, newspaper mats. Write for it! 
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.N 0 1 || (| S fo [ Quality Proven Plywoods 
Long Lived — Pre-tested 

S f 4 p for true economy. 
a 


engineered by 
FALCON 


New Falcon Automeotic Fire 
Detectors and Alarms provide 


fant protection wherever fire is 


elf- powered by DuPont 
they give early warning 
n of fire 
U. L. Approved for 20 Ft 
Spacing—Low Cost-——Non A mark of quality for 


Electric Easy Maintenance , consumers of plywood 
Easily Installed-——30 Yr 


Guarantee atin 3 12 Convenient Warehouses 
Falcon manvelly operated  \ / | MICH, IND. TEXAS CALIF, MO. 


Emergency Signaling Horns 


ore portable, self-contained and , WwiRE — PHONE — WRITE 
Freon’ powered | F 
For immediate Delivery 


Many types and sizes. Special 


designs for special uses Several Sales YW § ING 
Territories ' 


Write for details Now Open 
314 Wabeek Bidg. 
FALCON ALARM Birmingham, Michigan 
COMPANY, INC. Midwest 4-3450 
. Twx 500 
243 Broad St., Summit, N. J. 
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COMPANIES ANNOUNCE 





Luria Building Products, Ine., has 
appointed Lawrence R. Greenhaus 
vice-president in charge of sales, re 
ports Herbert B. Luria, president 


Starline, Inc. has elected two new 
vice-presidents: Stephen Burritt i 
now executive vice-president and 
Wilbur Higgins, Jr. is vice-president 
in charge of sale 


United States Plywood Corp. has 
named Gene C. Brewer as a director, 
according to S. W. Antoville, presi 
dent. Brewer, who joined the firm in 
1937, has been a vice-president sine: 
1954, directing the company’ 16 west 
coast manufacturing operation 


Pittsburgh Plate Glass Co. has ap 
pointed Guy J. Berghoff general man 
ager of paint sales for the firm’s mer 
chandising div., reports D. C. Burn 
ham, vice-president 


The Celotex Corp. has elected 
Choate W. Johns as treasurer, it i 
reported by Otis S. Mansell, president 


General Plywood Corp. has appoint 
ed Charles W. Hill advertising man 
ager. Hill formerly was advertising 
and ales promotion manager of 


W A\ E, In 


The Celotex Corp. has promoted 
Donald W. Miller to manager of gyp 
sum sales, according to Marvin Green 
wood, vice-president. .. . Miller, who 
has been with Celotex since 1948, will 
direct the sales of the firm’s Celo-Rock 


Levy Miller 


Goldblatt Tool Co. has elected four 
new officers: Alex A. Levy, president, 
Philip Goldblatt, vice-president, Nor- 
man F. Goldblatt, secretary and Mel 
vin L. Goldblatt, treasurer . Levy 
had been executive assistant to the 
late Louis Goldblatt, who died at his 
desk of a heart attack, November 1 
Louis Goldblatt had been president of 
the firm for 30 years. 


Technical Center—Longview is the 
name chosen for Weyerhaeuser Tim 
ber’s enlarged research and develop 
ment plant at Longview. ... James R 
Roberts, Technical Center manager, 
has reported the following staff ap 
pointments: Dr. A. S. Gregory, man 
ager, applied research; H. A. McKe« 
ver, manager, proce development 
EK. M. Williston, manager, product de 
velopment, and A. S$. Mark, offic 
manager 


AMERICA 





YES, IT’S FREE 


Just send in the coupon below and we'll mail a beautifully 
finished HAR-VEY Sliding Door HARDWARE working 
model to you postpaid Try it out and if you agree, as we 
fee] sure from experience that you will, that Har-Vey is the 
smoothest, quietest sliding hardware you've tried then you 
can keep the model at no charge! 


PROVEN FEATURES like these perfected by Har-Vey 
engineers in countless performance tests — enable us to make 
such an offer 


e Oil-cushioned Oilite bearings that never need 
maintenance 


e Nylon and Formica rollers that last a lifetime 
e Extruded ALUMINUM track that can’t rust 


NOW YOU CAN OFFER BUILDERS 


GUARANTEED PERFORMANCE 


—OR DOUBLE THEIR MONEY BACK! 


{ When you sell Har-Vey you can offer builders every assurance of top performance 


b, a he proved by your customer’s own comparison’ He makes his own test in the next home 


re iy) he builds. If the Har-Vey Hardware in that home is not the smoothest, quietest hard 


fj @ ware he’s used in this price range, we'll give him double his money back! 
; Ss 
Mey 
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: sa ‘ ” a & lumber Co., Jackson, Tenn - pia Satin-Surface Process 
MANUFACTURER NEWS Other officers chosen at the 1ua swogtatnae 
re T. J. ily, views 6 Carts Finishing Costs 80% 


(begins on e116) meeting were Connelly, vice- 
a pos president and George F. Wilhelm, 
treasurer. A new process called “satin-sur- 
é' face”’ finis 80% of 
The Loxcreen Co., Inc. of Columbia face finishing, cuts up to 50 o1 
C, and Dallas, Tex. has acquired the cost of giving wood a hard, 
Southern Moulding and Manufacturing smooth surface. Developed by 
o., Inc., Chamblee, Ga... . Now op ; General Plywood Corp., Louisville, 
erating as The Loxcreen Co., under Q Ky., the new process is being used 
the management of A. F. Morrow, the wr CALGARY HERALD now on flush doors, one of its 
new facilities are being used to ex PHOTOGRAPHERS i audios 
pand the firm’s line of aluminum mold . 5 en ; major products. 
ings by adding extruded aluminum : 7 
eee Ene GUTE-COUs Sor tne PUT OONER) . ¥ ou shipped its flush doors after sand 
ee j i | ing, without any finish. Now, af 


D. B. Frampton & Co., Columbus, ter sanding, the doors are put 
has acquired control of the M. B. Fat ’ ; through rollers under heavy pres 
ted areas Cone some ng TA Ao . _ : f ye - sure W hich generates between 150 
were D, B. Frampton, Sr., D. B Os j ; . and 300 degrees of heat. The heat 

melts the fuzzy fibres on the sur 


Frampton, Jr. and George H. Curran 
face, pushing them into the smal] 


The A. Z. Bogert Co., Ambler, . . 

Penna., has moved its plant and of- . porous openings, resulting in a 

fices to newly purchased, larger quar : 

ters at nearby West Point painting. No filler coat is needed 
The new finish on the door saves 

the buyer about $2 per door in ma 





Previously, General Plywood 


smooth, hard surface ready for 


Fasco Industries, Inc. has appointed ; 
J. J. Spelms re se f rer 
pelman —. en oe Fe sora te MANNING-EGLESTON LUMBER (Co 
for 1 _ — .! ~ sm m, a Ltd., Calgary, Alba., designed and built terial and labor 
et y $4 ‘oley, sales mar : ; 
aig . oe err — t photographer's platform for the Cal coat isn’t necessary. Harry M 
’ gary eorand Fr photograph r to Reed, Jr., General Plywood’s pres 
> > P _ ise during aigary Stampede Vee} > 
Gates & Sons, Inc. has announced I} y t for} itt ~ t} te ident, says the extra cost of the 
the appointment of Frank Hart as a nO Sant Lore it, Powering the pla , a 
consultant on production and manu form, was manned by George Jeeve additional factory finishing step i 
The us vas used only about one cent per door. Reed 


facturing, new product research and of the lumber Co e unit 
ad ‘ v4 *] ed , > 
design and machine design laily during Stampede eek, both adds that the new process may be 


downtown at the street events and fr 

Fine Hardwoods Association ha front of the grandstand for such 
elected as president, William F. Ash events as the world famous chuch 
by, president of the Ashby Veneer vagon race 


because a filler 


used in many other fields, includ 
ing furniture, fir plywood and ply 
wood concrete forms 


Gai cgenaieen ALL THE FEATURES 
more and more dealers TO CUT YOUR LUMBER 
reales € DELIVERY cosTsS eee 


Wrought Stee! Butts 
Cat. #8200 


“Let's handle | 


“the New DEKALB 


»re’s » **y » ¢ Wi mene 
Here the good lin of @ Dekalb, in close cooperation with the 
hinge s to handle”... that's | lumber industry, has designed and built a 
the trade's way of : saying, FR ner ne Oat he SESE aE eens 
“ . . s | of the retail lumber yard or building supply 

We like ae . sell Griffin | house. Provides tor handling of lumber 
products. Full line of - nails, hardboard, paints, etc. Half cab 
wrought steel butts and affords utilizing full length of truck for haul 

‘ 2 long eces of | or and eliminates 
shelf hardware. Just dis- DESIGNED TO THE ioxe aaibons Bie 9p Mew 9 Ht ; arr its 
play them, and you'll sell ‘Th ‘ loading or unloading from front or rear 
them. Order in any sele« EXACT NEEDS OF THE Mounts on Ford, Chevrolet, GMC, Dodge or 
tic ns you know y ~ ™ : LUMBER FRADE! ! international forwar: { control chassis. Write 
ns yor 10 ur cus for full particular 


— GRIFFIN Sri D ekalb 


Template Butts, Button Tips 
oe —— » COMMERCIAL BODY CORPORATION 


with permanently attached Bearings “since 1899" 
MANUFACTURING CO. ERIE, PA. 3 233 W. GARDEN ST. + DEKALB, ILLINOIS 
Circle No, 54 on Coupon, page 154. 
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Your local plywood jobber promotes 
your business in your area . 
because it benefits him, too 








It pays you to do business with your 
independent plywood jobber. He's 





personally interested in your business, 
wants to see you prosper and grow. 
That’s why he offers you, at no extra 





cost, all 5 extra services. He furnishes you 
down-to-earth facts on 
the whole trend of 


Using all the resources of your inde 
local sales conditions 


pendent plywood jobber is doubly 
wise... because the dollars you spend 
with him stay in your neighborhood, 
come back to you again and again. 





He gives you valuable 
background informa- 
tion on operating meth 
ods in your business 





He cuts your costs by maintaining 

a diversified, on-the-spot inventory .. . 
and that saves you cost of investing in 
your own large stock of “idle’’ supplies 


He guides you wisely 
toward new profit 
opportunities, helps 
you find new sources 
of business 





EVANS PRODUCTS COMPANY, DEPT. 5-2, PLYMOUTH, MICHIGAN , — 
EVANS PRODUCTS COMPANY also produces 


PLANTS AT: Coos Bay, Gold Beach and Roseburg, Ore.; Vancouver, B.C 
KE vanite battery separator Dk railroad loading equiy 


EVANS SALES OFFICES: Plymouth, Mich.; New York, N.Y.; 
Chicago, Ill.; Tampa, Fia.; Coos Bay, Ore ment; truck and bus heaters and ventilating system 


Evans is an associate member of the National Plywood Distributors Association bicycles and velocipedes 


DFPA grade-marked for uniform quality 


LVANEER //R PLYWOOD — EVANEER IS A TRADEMARK OF THE EVANS PRODUCTS COMPANY 
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Lumber Grading Course Vacation Trips Offered 
Manufacturers : 
(hegine on page 116) Spring hardwood lumber grad In Prize Contests 
ing will be the subject of a five 
day course offered lumbermen at 
the State University of New York in contests, are being offered as 
College of Forestry, Syracuse, first prizes in two current contests 
Thomas E. Heppenstall April 2-6. Floyd T. Potter, field in the industry. 
inspector for the northeastern 
district of the National Hardwood 
Lumber Association will conduct 
short course 





Vacation trips, popular awards 





Thomas E, Heppenstall, 


Owens-Corning Fiberglas Corp. 
vice-president of Long-Bell K & F 


: , ; is offering 20 free vacation trips 
Lumber Co., died January 25 ; s pers 
ae the to dealers as prizes in a contest 
from injuries following an ! ‘ aoe 
based on in-store or window dis- 
automobile accident. He was vege 
; plays that include Fiberglas 
58 years old screening. Prizes will be given in 
Mr. ppensts has . sts : 
a wepp ’ 7 pol Western Red Cedar Names = four sales-volume categories, from 
een } On 270 f ice e e th ; ‘ ‘ + . 
108se with an annual volume under 
923, was active the deve Director : . 
1923, was active in the devel- of Information aaah ta teas Wa Week teen 
‘ : f a * i ss . . 
pment of new methods anc i y = ; $200,000. Five prizes will be 
processes in the lumber in The Western Red Cedar Lumber ae tts es 
pet . awarded in each group. For infor- 
dustry. He invented and pat Association has appointed Ray a a - blanks . " 
nted the first practical elec Bloomberg director of information mation and entry blanks, write the 
rer ries ~ company at Toledo 1, Ohio or see 
one of the wholesale salesmen. 


tric moisture meter, still used He will serve with Arthur I. Ells 


in determining the moisture worth, secretary-manager, in the 
content of lumber association headquarters at Seat United States Plywood Corp. is 
Mr. Heppenstal! was active tle. offering a 10-day European holiday 
in the West Coast Lumber The appointment was announced for two as first prize in a builder 
men’s Association and the by William Hulbert, Jr., chairman contest. Open to all professional 
Western Pine Association: a of the group’s trade promotion builders in Canada and the U. S., 
member of the Forest Prod- committee. Hulbert says the addi the contest is based on use of 
ucts Research Society and on tion of Bloomberg to the staff will Weldwood paneling and winners 
the advisory board of the enable the association to more ad- will be chosen from two classifi- 
Washington State Institute equately supply information to cations, builders of homes under 
of Technology. He leaves his homeowners, builders and archi $18,000 and homes priced $18,000 
wife, Cecile, a son, Robert, tects on uses of western red cedar and over. Rules and entry blanks 
a daughter, Mrs. David Par siding and provide suggestions for may be had from U. 8. Plywood 
ker and four grandchildren. its use in remodeling and new con Corp., 55 West 44th St., New York 
struction. 86. N. Y, 


ASK YOUR WHOLESALER | °°°°¢**%% Profit-minded 


jobbers and dealers sell 


‘Mohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES! 











More and more builders, dealers 
and jobbers are switching over to 
Mohawk Flush Doors. Their reasons 
are clear—Mohawk's highly skilled 
craftsmen ...the use of only the 
finest materials and the most mod- 
aie, ame) ai ae) | ern door manufacturing equipment 

in the country—result in the Lighest 


Y E L L 0 Ww p ! N E quality interior and exterior doors for 
GRADE MARKED—DOUBLE END either commercial or residential use. 
TRIMMED Check Mohawk’'s quality for your- 

self! Check Mohawk's prices 

Quality manufacturing and dressing too, before you order 
your next carload, 


ALSO Flooring Siding Boards 


p | B Mohawk FLUSH DOORS 
213 W. Ewing Ave 
WwW. M. McGOWIN | er one 


LUMBER COMPANY 
Pine Appie, Alabama 
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ever trie 
on fiber 





proof 











How a fiber wall board saws is a sign of its 
inside quality. And look at the difference in the 
saw test. Upson 4s” (as pictured above) is 
cleaner, smoother . . . the competitive board is 
rough, unsightly, a useless edge. 

Try this test yourself! You’ll discover all 
Upson wall boards—%«"’, 44” and %%" are top 
quality, head and shoulders above other fiber 
wall boards. 

Top quality because Upson wall boards are 
made from spruce wood fibers. Several thick- 
nesses are laminated together under pressure to 
re-form wood fibers into a rugged, super strong 
board. 

Upson wall boards are really workable. 
Paint beautifully, too. Don’t “drink’’ paint. 
Prove this by dropping ink on Upson. Note 
there’s virtually no soak in. This means extra 
economy. 


Buitpinc Propucts MERCHANDISER 


the saw test 
all boards? 


Upson wall board saws cleaner, smoother! 


Upson wall board comes with softly pebbled 
surface on one side, smooth on the other. 

Upson wall boards are truly versatile with 
thousands of uses. And Upson wall boards are 
unmatched by any. Have stable price, repeat 
sales, good profit for you. Manufactured 
by The Upson Company, Upson Point, 
Lockport, New York. 
CEILING PRODUCTS | ale 
SIDING, SHEATHING — 


WALL AND 
99% new spruce wood fibers laminated for great strength 
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MANUFACTURER NEWS 


(hegins on page 116) 





BH&G Releases Annual 
Home Building Ideas 


More than 376 plans and pictures 
of today’s most popular homes 
arranged in three groups, one-level, 
two-level and divided-level are 
featured in the 202-page annual 
Retter Homes & Gardens Home 
Building Ideas for 1956 

Hundreds of color and black-and- 
white photographs, detailed floor 
plans, sketches and diagrams illus 
trate the 123 homes, ranging from 
conventional to the newest in con- 
temporary design. Also included in 
the book is a chapter containing 
photographs, floor plans and 
sketches of 34 of BH&G's Five Star 
homes. The annual sells for $1.25 


wherever books are sold 


meeting in Memphis, recently. 

One of the highlights of the 
meeting was the election of offi- 
cers. Reelected president was J. G. 
Smith, president of the Arkansas 
Oak Flooring Co., Pine Bluff, Ark. 
Also reelected were vice-president 
W. W. Miller, Jr., and executive 
vice-president Henry H. Willins. 

New directors chosen were E. C. 
Gates, S. M. Nickey, Jr., Thomas 
O’Melia and Lyle Motlow. Smith 
and Miller were also reelected 
directors of the association, whose 
members account for almost 70% 
of the industry’s production. 


Weatherstrip Officers 


The Weatherstrip Research In- 
stitute has elected as president for 
1956, Paul N. Collin, president of 
the Allmetal Weatherstrip Co. 
Other officers chosen by the group 
are Elmer Barringer, first vice- 
president; Harry Zegers, second 


Plywood, each of the doors carries 
a golden colored dowel and a serial 
plate. Each serial number is reg- 
istered with the manufacturer and 
also recorded on a written guaran- 
tee. The Golden Dowel is said to 
be the first staved wood solid core 
door to carry a lifetime guarantee. 


vice-president; Charles F. Smith, 
recording secretary; J. L. Dennis, 
treasurer and L. G. Klee, executive 
secretary. 


Oak Flooring Group 
Holds Annual Elections 


The oak flooring industry set a 
new all-time output record in 19565, 
the third time in six years, mem- 
bers of the National Oak Floor- 
ing Manufacturers’ Association 
learned at the group’s annual 


Guaranteed Lifetime Door 


A new solid core flush veneered 
door, the Golden Dowell door, is 
guaranteed for the life of the in- 
stallation. Developed by Roddis 


SERIAL NUMBER on plate on hinge 
side of door is registered, and then 
recorded on written guarantee. 
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WY McCloud Lumber Co. 4 | 


Me meres emma 


BUILDERS HARDWARE ) | § * 
ea 7 ’ Executive Office 
ci 
900 First National-Soo Line Building 


er | e MINNEAPOLIS 2, MINNESOTA , 
° OU Selling the Products of 
: The McCloud River Lumber Co. 


wf , 


McCloud, Calif. 


——- Consistent «= Rs mae | 
Proits 


WHEN YOU offer customers quality 
hardware, you make satisfied, re- 
peat-buying customers. 


WHEN YOU sell hardware bocked 
by @ company with an eighty (80) 
yeor reputation for extra quality, 
you represent hardware of consistent 
craftsmanship that's consistently prof- 
itable; and competitively priced. 


AS YOU are proud of your reputa- , 
tion, as you are in business for the et 


long haul, then you will do well t . , # EF 
ere 0,,/, ¥ 


stock IVES hardware. 
WESTERN 


SOFTWOODS 


PONDEROSA PINE 
SUGAR (Genuine Whit PINE 


“extra quality for extra profit” 
ASK YOUR WHOLESALER 


hediiesiSlodadindss ions 1 THE H. B. IVES CO., NEW HAVEN, CONN. 
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ask about 





IDEA No. 
U2-1 




















Ask your AIM*... Sterling Lumber did and now... 
Faster shipments, better arrival conditions result 


Acme idea Man 
Julian Scott 
cooperated with 
Sterling Lumber in 
setting up this 

car loading system 


BuILpING Propucts MERCHANDISER 


ACME STEEL STRAPPING and the new Interlace method of 
securement on flat cars, now insure faster lumber shipments 

for Sterling Lumber and Supply Company, Goodwater, Alabama. 
Notice the neat orderly packages in the Interlace-secured 

lumber shipment above after a trip of 719 miles. (Idea No, U2-1), 


Shipments arrive faster because delays to re-cooper are rare. 
One operator with a lift truck loads or unloads faster than before, 
Larger, neatly packaged units mean more efficient 


use of storage space and better inventory control. 


*Ask YOUR Acme idea Man for the free Interlace specification 
booklet. Have your very next order shipped the Interlace way 
by passing the booklet on to your mill. Write Dept. YA-26, 
Acme Steel Products Division, Acme Steel Company, 

2840 Archer Avenue, Chicago 8, Illinois. 


ACME STEEL STRAPPING E44 
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HOTTEST ITEM IN THE INDUSTRY! 


The New, Low-Cost 


New Berry Floctaway doors make possible this wide 
open See-All Closet the most wonderful new idea 


in the building industry 











"Wt Folds as it Glides”—the merest touch of a finger 
sterts these doors gliding ond as they glide they 
fold te create the sensetione! new See-All Closet, 


FOLDING CLOSET DOOR 


CREATES NEW, WIDE-OPEN 
LA [MMMM LALLA 


Y 


CLOSETS 


This is by far the most exciting new product you'll see 
this year. It's receiving rave notices from coast to 
coast... from builders, home owners and remodelers. 
Everybody wants 'em. They're a real profit producer. 
They will sell in volume. They will help you get new 
customers. So be the first in your area to offer Berry 
Floataway folding closet doors. For full details call 
your jobber now or mail coupon. 


Creates new wide open See- 
All Closets and Storage Walls 


Fast, Easy Installation (Nor- 
mally less than 20 minutes) 


Requires no special framing 


All Steel Construction (Can't 
warp or swell) 


Backed with sound deaden- 
ing material 


COMPARE THESE DELUXE CUSTOMER WINNING FEATURES: 


Glides and Folds on Nylon 
Bearings 

Has Wonderful Floating 
Action 


Maintenance free (Can't 
come off track) 


Available in two attractive 
foctory applied finishes: 
Egg Shell White 
Birch Grain Finish 


Berry FLOATAWAY Doors are available in these sizes 


FINISHED OPENING WIDTHS 


34 


or 5 


HEIGHTS 
(From Finished Floor to Underside of Header) 


8%" er 711 %" 





OTHER ADVANCED BERRY PRODUCTS THAT ARE 
SPECIALLY DESIGNED SO THEY CAN BE EASILY 
SOLD AND INSTALLED BY LUMBER DEALERS 


THE POPULAR 
BERRY SUBURBAN 
GARAGE DOOR 


Boasts many exclusive features that make it simple to 
install and give it long trouble-free life. All parts are 
factory assembled and factory greased. 


THE BEAUTIFUL 
BERRY CUSTOM 
GARAGE DOOR 


For those who desire something distinctive. Countless 
designs can be formed from factory furnished mould- 
ings. This door has saved builders up to $75.00 
per house. 


oe re ee ee oe ee ee ee ee ee ee 


THE VALUE-PACKED © 
LOW COST 
BERRY DETROITER 
GARAGE DOOR 


Made for professional installation to meet highly 
competitive situations. Ideal for merchant builders 


and metropolitan areas 


COMING SOON— 
THE MAGNIFICENT 
BERRY REGAL 
SECTIONAL GARAGE 
DOOR 


This is the most advanced sectional door in America 
Boasts a host of exclusive features that make it 
trouble-free and easiest of all sectional doors to 


install. Ideal for sale by lumber dealers. Watch for it! 


BERRY DETROITER, SUBURBAN AND CUSTOM DOORS ARE DESIGNED SO THEY CAN BE USED 
WITH EITHER BERRY TRACK HARDWARE, CANOPY HARDWARE OR JAMB HARDWARE 


BERRY TRAVELING "POT-O’-GOLD” 


Every Berry salesman trav- 

els with one of these trailers 

stocked with display doors. 

The next time this “Pot-O'- 

Gold” stops at your front 

door, make sure you get 

your Berry display door. 

Once it's up your garage 

door profits will look like they've been tied 
to a skyrocket. 


JOIN THE BIG PARADE 


Be a Berry Decler. Become the center for 
garage doors and closet doors in your com- 
munity. Get new customers. Enjoy bigger 
profits. Mail this coupon now. 


SS 


STEEL DOOR CORPORATION 


Department 11 
2400 E. LINCOLN ROAD, BIRMINGHAM, MICHIGAN 


Please rush me full details, prices and name of nearest jobber for 
-P 


Berry Floataway Closet Door 


Berry Suburban Detroiter Custom Garage Doors 


I'm rorin’ to go Rush me a jobber salesman and a Berry 
salesman to show me how to become the center for garage and 


closet doors in my community 
NAME 
ADDRESS 


CITY ZONE 


STEEL DOOR CORPORATION 


2400 E. LINCOLN RD © BIRMINGHAM, MICHIGAN 


World's Largest Manufacturer of Metal Garage Doors 





Dealer News 


15 Lumber Dealers are Finalists 
In Brand Name Retail Contest 


Fifteen building materials deal 
ers located in 14 states are among 
the 570 finalists in the 1955 Brand 
Name Retailer-of-the-Year compe 
tition. Two of them, Chatham 
Lumber & Supply Co. and Romney 
Lumber Co., have previously won 
runner-up certificates of distinc- 
tion. Three others have also pre 
viously been finalists Antrim 
Lumber, Hammerschmidt Lumber 
and Trenton Lumber Co 

Other finalists in this category 
this year are Bailey’s Lumber 
Yards, H. FE. Lauterbach Lumber, 
John Hinckley & Son Co., W. H 
Powell Lumber, Channel Lumber, 
The Robertson Lumber, Merritt 
Lumber, C. H. Entsminger Lum 
ber, Simms-Moore Lumber and 
Steinman Lumber Co 

The 570 finalists are located in 
16 states, the District of Columbia, 
Hawaii and Canada. They include 
both small and large retail firms 
from town and metropolitan 
HreCus 

Kach finalist will submit a de 
tailed and illustrated presentation 





of his 1955 advertising and other 
brand promotional activities to 
compete in the final selection of 
winners March 7-9. A brand name 
Retailer-of-the-Year and four Cer- 
tificate of Distinction winners will 
be selected in each of the 24 cate- 
gories. The judging committee, un- 
der the chairmanship of H. B. 
Price, Jr., is composed of the 24 
executives whose stores won top 
honors in last year’s competition. 
Don Knecht, Knecht Lumber Co., 
will represent the building mate- 
rials dealer category. Awards will 
be presented on Brand Names Day, 
April 18 in New York. 

Brand Names Foundation, Inc., 
a non-profit, educational organiza- 
tion, has sponsored the awards for 
the past eight years, but 1951 was 
the first time the building mate- 
rials dealer category was included 
in the competition. Top winner 
that year was the A. W. Burritt 
Co, Bader Corp. was top winner in 
1952 and Johnson Cashway Lum- 
ber Co. in 1953. 





West Coast Dealers 
Plan to Build, Remodel 


A number of west coast retail 
lumberyards are making plans to 
build new yard facilities or to re 
model existing ones 

At Auburn, Calif., the Auburn 
Lumber Co. is to have a new office 
and store. Retail manager Roy 
Mikkelsen reports the new build 
ing, adjacent to the present store, 
will be ready for use in July or 
August. Ample space will be pro 
vided for the firm’s retail selling 
which have been sorely 
hampered by lack of room. The 
new facilities also will give room 
for expansion to the Central Sav 
ings & Loan Association which has 
shared office pace with the retail 
lumberyard for many years 


activities 


At Sacramento a new retail lum- 
bervard has been established and 
new office and store facilities built 
by Harry Herzog, operating as the 
Herzog Lumber Co. Paul Remme 
is manager of the new Sacramento 
yard at 2060 Auburn Boulevard 
The store was built in a rustie 
stvle 


130 


At Merced, Calif., preliminary 
work is under way for a complete 
modernization of the Merced Lum- 
ber Company’s store and office. 
The company was purchased re- 
cently by United Lumber Yards of 
California. 

At Portland, Ore., major changes 
have been going on at the 42nd 
and Clackamas yard of the J. W. 
Copeland Yards. Buildings have 
been painted the bright Copeland 
orange, several storage buildings 
have been moved from one end of 
the yard to the other, and plans are 
underway for construction of a 
new store. The yard is only a few 
blocks from one of Portland’s ma- 
jor neighborhood shopping cen 
ters 


Editor's note: If you are planning 
to remodel, modernize or otherwise 
improve your retail lumberyard this 
year, won't you tell us about it? 
And if you are going to build at 
your yard, let us know about it, too. 
We're interested not only in new 
stores and offices but also in neu 
sheds and warehouses. Drop a card 
to American Lumberman, 139 N. 


Clark, Chicago 2, IU. 


Kentucky Lumber Dealers 
Hold 51st Convention 


The Kentucky Retail Lumber 
Dealers Association held its 5lst 
annual convention and building ma- 
terials exhibit, January 8-11. A rec- 
ord number. 1,- 
246 attended the 
meeting and 
viewed the 86 
exhibits of new 
products. 

New president 
of the group is 
Kenneth V. Law- 
son, Lawson and 
Co., Harlan. 
Thomas W. Yunt 
is vice-president and new directors 
are Jim Brown, Donald Buzick, Bob 
Congleton, Tudor G. Jones, Jr., Her- 
man Miles and Emmett Williams 


Lawson 


Independent Lumber Joins 
Prefabricated Institute 


The Independent 
Cleveland, a branch of the Peter 
Kuntz Co. of Dayton, has been 
elected to membership in Prefabri 
cated Home Manufacturers’ Insti- 
tute, it is reported by Harry H. 
Steidle, PHMI manager. 

A feature of the operation of In- 
dependent Lumber is its manufac- 
ture of house panels for inventory 
rather than from orders. Its opera- 
tions are based on the modular sys- 
tem. Besides homes sold under the 
trade name “Heritage Homes,” In- 
dependent has developed a number 
of services including permanent and 
construction loan financing through 
a Peter Kuntz subsidiary, optional 
packages of heating and kitchen 
equipment and color planning. 

The present line of houses em- 
braces three basic styles—rambler, 
split-level and contemporary. There 
are seven basic floor plans and ap- 
proximately 30 exterior variations. 
The firm distributes its houses 
through builders and lumberyards 
in Ohio, Michigan, Pennsylvania, 
Indiana and western New York 

According to George H. Ballin- 
ger, Independent’s general man- 
ger, a typical Heritage Home can 
be erected by three or four men in 
the customary eight-hour day 


Lumber Co., 





Joe Kirk, Kirk Lumber & Building 
Material Co., Santa Maria, Calif., has 
been appointed to serve as a member 
of the 9-man executive committee of 
the NRLDA to represent District 7, 
the state of California. 
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SCREW SHANK 
FLOORING NAILS 


... for tight, 
Squeak-Tree 


floors 
and stairs 


CF&I Serew Shank Flooring Nails assure you of 
tight, squeak-free floors and stairs .. . prevent buck- 
ling and cupping even under the severest wear. 
That’s because these nails are scientifically de- 
signed for use with hardwood floors. Their special 
long-pitched screw shank combines the advantages 
of both nails and screws—they drive easily, yet have 
the holding power usually associated with screws. 
And their holding power actually increases as time 


passes and the wood fibers seek to return to their 
original position. 

What’s more, CF&I Screw Shank Flooring Nails 
have special points and thin shanks which end the 
problem of tongue splitting ... are made of oil-tem- 
pered carbon steel to resist bending while driving. 

For full information on CF&I Screw Shank Floor- 
ing Nails, just contact your nearest CF&I repre- 
sentative. 


THE COLORADO FUEL AND IRON CORPORATION 


Albuquerque « Amarillo « Billings « Boise « Butte « Casper « Denver « El Paso « Ft. Worth « Houston « Lincoln (Neb.) + Los Angeles 
Oakland « Oklahoma City « Phoenix « Portland « Pueblo » Salt Lake City » Son Francisco + Seattle « Spokane « Wichita 
CANADIAN REPRESENTATIVES AT: Calgary » Edmonton « Vancouver 
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TURN SCRAP 
LUMBER 


it's easy to 
do witha 


SCHUBERT picker curren 
he * a 


Net Price Only 


$63.50 
Wilmette. 


Points 200 to 250 pickets per howr , . . 
smooth finish adjustable for width 
Light-weight and portable (38 Ibe.), yet 
rugged and durable for years of service 
Anyone can operate prompt delivery 
Write for complete information! 


H. A. SCHUBERT CO., mochiniss 


1212 Washington Ave., Wilmette, Ii! 


Cirele Ne. 145 on Coupon, page 154. 


FOR INSULATION 


r 


DUO-FAST 


Your customers need and want these 
one-hand tackers for the job pictured 
above, as well as many other jobs 
speeded and simplified by DUO-FAST 
TACKERS and STAPLES. 

You will like dealing with DUO-FAST. 
You will like our FREE SERVICE 
POLICY. You will like the dealer aids 


available 
Write today for the Duo-Fast Story. 


DU0-FAST 


FASTENER CORPORATION 


860 Fletcher—Chicag 


Civrele Ne. 144 on Coupen, page 154. 
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A, ff Wholesaler News 


Quality Control Theme 
Of NACLS Annual Meeting 


Quality Control was the theme 
chosen for the 31st annual meeting 
of the National Association of 
Commission Lumber Salesmen, 
February 6-8 in Minneapolis. 

The association feels that all 
branches of the industry must 
emphasize quality control at all 
times; that quality of service and 
quality of materials is essential to 
prevent or eliminate competition 
from lumber substitutes. 

Manufacturers, wholesalers and 
representatives of retailers were 
invited to attend and to take part 
in the meeting, the biggest ever held 
by the association. 








Adolph Pfund 


Adolph Pfund died sud 
denly at his home in Oak 
Park, Ill. on January 23. He 
was 73. 

Widely known throughout 
the lumber industry, Mr. 
Pfund had been a lumber 
salesman first and then asso- 
ciation secretary in the re 
tail and wholesale millwork 
and lumber fields for 40 
years. Formerly with the 
Wisconsin Retail Lumber- 
men’s Association, North- 
western Lumbermen’s Asso- 
ciation, NRLDA and Pitts- 
burgh Lumber Dealers As 
sociation, in 1935 he became 
the first secretary of the or- 
ganization which evolved into 
the Sash & Door Jobbers As 
sociation. He held this posi 
tion until his retirement, Dec 
31, 1953 and since then had 
been serving as consultant 
to the officers of NSDJA. 





Seasonal Sales Pattern 


American Lumberman re- 
cently queried wholesalers to 
find what percentage of dealer 
purchases were made from 
wholesalers, month-by-month, 
in 1955. 

If this data would be of in- 
terest to you, write American 
Lumberman, 139 N. Clark St., 
Chicago 2, Ill., and we’ll send 
it along. Please give your firm 
name when requesting the in- 
formation. 

The Editors. 























Huttig Sash & Door 
Opens Atlanta Warehouse 


Huttig Sash & Door Co. opened 
its new warehouse in Atlanta on 
December 10 with an open house 
from 1:00 in the afternoon until 
7:30 in the evening for some 400 
guests. A buffet supper was served 
from 4:30 to 6:30. 

The new warehouse has an area 
of 60,000 square feet all on one 
floor and is equipped with the latest 
precision and materials handling 
equipment. It will serve the north- 
ern two-thirds of the state of 
Georgia, warehousing and distrib- 
uting the standardized building 
products handled by Huttig for re- 
tail lumber and building supply 
dealers. 

Founded in St. Louis in 1885, 
Huttig Sash & Door has grown 
until it now has warehouses in a 
dozen southern cities to serve its 
large number of dealers. Executive 
offices are in St. Louis and in addi- 
tion the firm has a manufacturing 
operation at Loudon, Tenn., and a 
subsidiary company, the Missoula 
(Mont.) White Pine Sash Co. 


NEW ATLANTA WAREHOUSE of Huttig Sash & Door Co. will serve building 
supply dealers in the northern two-thirds of the state of Georgia. 


February 
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* 
Sell a FULLY-EQUIPPED door 


..and make more! 
Send to Sargent for FREE Door Promotion Kit! 


The modern, profitable way to sell 

a screen or combination door is with 

all the hardware. A quality door... 

plus a Sargent 2000 Screen and 

Storm Door Closer . . . plus a beauti- 

fully designed Sargent Catch... 

plus 3 quality hinges. Display this Sargent 2000 Closer near your 
featured door. Let customers see how easily 


Make sure that your clerks know 
: and powerfully it works 


that today nobody should buy a 
door without the hardware. 


Feature your best selling combina- 
tion door. Display it with hinges 
.a Sargent 2000 Closer... and 
a Sargent Catch. Display these two Sargent catches, too 


Put the Sargent pennant in a 1. Sargent Bored-in Catch No. 5777. Attrac 
tively designed in solid, polished brass. Rugged 


COnSRCUOUS place. Fill in your own forged brass handle. Tough, drop forged 
special figure for the total sale. spindle. Positive locking 


i ia it 2. Sargent ONE-BORE Catch No. 2010. Con- 
un the newspaper mat, over your — venient push-pull action. Positive “jiggle 


own signature, in your local paper. proof” locking. Rustproof metal. 


SARGENT & COMPANY > 


To back up Sargent’s consumer advertising... and help 

you make quick, easy dollars on one sale. . . Sargent offers 

you a free kit containing: a colorful pennant, shown above 
.a counter card, a newspaper mat, sales-stimulating 

envelope stuffers. 

Send The Coupon! Get The Kit! 


Sargent & Company, New Haven 9, Conn. 


Send me the free Sargent Promotion Kit for selling fully-equipped screen 
or combination doors 


Name 


Street 


City State 
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THE LUMBER MARKET 


Prices Advance Slightly 
In Kansas City 


KANSAS CITY—Even with the 
relatively light buying on the part 
of retailers in recent weeks orders 
production giving 
mills an opportunity to advance 
prices a shade 

Production was held down by 
the severe weather; the snows and 
sleet storms made it impossible to 
work the forests in some parts of 
the district. Lumber in stock was 
coated with and shipments 
were halted 

The main reason mills were in- 
clined to firm price lists was the 
pending wage boost that takes ef- 
fect March 1 when the minimum 
goes to $1 an hour. Some feel that 
by inching up prices now the ad- 
ditional advances will not be so 
obvious Notwithstanding the 
higher prices that are bound to 
tuke place on lumber, retailers are 
biding their time and have not 
built up their inventories. 

On key items, 1x6 No. 2 boards 
were bringing $83-85 generally in 
the southwest, while the 1x8s sold 
at $87-89 for kiln-dried grades. 
Air-dried lumber was about $2 a 
thousand less. In the dimension 
class, 2x48 ranged from $80-85, 
with the latter price on the 14 to 
16-foot lengths; 2x6s sold from 
$85-90 


have exceeded 


ice 


Tighter Supplies, Higher 
Prices in Baltimore 


BALTIMORE The southern 
pine market remains very stable in 
this area and prices have shown 
only negligible advances. Most 
yard operators are much more op- 
timistic regarding this lumber 
than they have been in some time. 
Indications point toward a rising 
popularity of southern pine in the 
local building material market. 
Dried lumber still is quite scarce. 

Fir from the west coast is much 
tighter than it was two weeks ago, 
although demand here remains 
about constant. Prices on green 
Douglas fir in No. 1 common with 
up to 25% of No. 2 are quoted as 
high as $116 per M in random 
lengths, and $121 per M in speci 
fied lengths. This is an increase 
of some $2 per M over prices of 
two weeks ago. Ponderosa pine in 
No. 3 common shelving boards is 
currently selling for about $110 
per M, while kiin dried spruce in 
No. 8 common with up to 15% of 
No. 4 is close to $109 per M. These 
lumbers are in much shorter sup- 
ply than they were two weeks ago. 
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Hardwoods are becoming in- 
creasingly harder to procure; deal- 
ers attribute this to inclement 
weather both in the east and on 
the west coast. Many hardwood 
mills shut down around the Christ- 
mas holidays for repairs and in- 
ventories, and haven't as yet 
caught up on their backlogs. 

Poplar and cherry are very 
much in demand in the better 
grades. Appalachian poplar in 
4/4 FAS currently brings around 
$210 per M, while northern birch 
in this same grade has advanced 
almost $5 per M in the last 15 days. 
Most hardwood dealers expect 
business to be even greater this 
year than last. Many complain 
they are behind in orders, and 
could sell twice as much lumber 
if they could get it. 

The new minimum wage law is 
expected to increase hardwood 
prices as much as $10 per M. When 
this is added to the 7% boost in 
freight rates, overall prices may 
advance as much as $15 per M in 
some lumbers. 


Demand Brisk, Prices Firm; 
Labor Outlook Peaceful 


TACOMA~—-Despite weather in- 
terruptions that have curtailed log 
ging operations, particularly in the 
higher areas, market conditions 
generally are good. Demand is fair- 
ly brisk and inquiries point toward 
increased business. Prices at the 
moment are steady but many opera- 
tors believe that additional rises for 
Douglas fir are in prospect. Log sup- 
plies at present appear to be ade- 
quate, although many mills are cut 
ting into reserve supplies. 

The labor outlook is peaceful. Ap- 
proximately 800 members of the In- 
ternational Woodworkers of Amer- 
ica (CIO) in Tacoma are expected 
to vote soon on accepting a Douglas 
fir industry contract that is retro- 
active to last December 1 and would 
run until June 1, 1957. The pack- 
age calls for a 444% wage increase, 
reported to amount to approximate- 
ly 9¢ an hour, plus improvements 
in vacation and holiday clauses. Ap- 
proximately 600 of those affected 
are employed by the St. Paul & 
Tacoma Lumber Co. The remainder 
are boom men and other workers. 

Announcement was made this 
week that a similar contract has 
been accepted by Simpson Logging 
Co. employes in Mason and Grays 
Harbor counties. Daily wages of 
boom employes under the new con- 
tract will advance from $16.84 to 
$17.56 for boom men and deck 
hands. Daily wages for tug men 
will rise from $18.96 to $19.77. 


February 2 
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San Francisco Market — 
“Firm As It's Ever Been" 


SAN FRANCISCO—The normal 
seasonal let-down has had little ef- 
fect this year on the northern Cali- 
fornia lumber market which is now 
“just about as firm as it has ever 
been.” Major share of the current 
demand is coming from the south- 
ern California area where construc- 
tion has boomed with the end of a 
lengthy strike 

Although some shortages are ex- 
pected to result from northern Cali- 
fornia’s recent floods, industry 
spokesmen also expect flood created 
conditions will support the market 
and keep it firm without any major 
price increases. 

The industry as a whole suffered 
considerable damage from the flood. 
Many of the smaller mills were 
washed away completely while 
larger mills lost a considerable num- 
ber of logs. The Pacific Lumber Co., 
for instance, lost more than 1.5 :mil- 
lion board feet of logs at its Scotia 
plant where another 1 million feet 
of logs were covered with mud. This 
company alone could lose more than 
$1 million depending on what can 
be salvaged. 

Railroad transportation out of the 
flood stricken lumbering areas still 
is at a standstill and highways are 
closed from Willets as far north as 
Scotia. Many of the lumber firms, 
including Pacific, opened their dry 
kilns to help flood victims dry their 
ruined possessions. It was a com- 
mon sight to see bedding and house- 
hold items nestling in dry kilns 
emptied of lumber. 

A fair amount of commons, par- 
ticularly in redwood, is being of- 
fered to the market along with fir 
(2 to 3 week delivery on the latter). 
Buying, as a whole, however, is slow 
and as needed. 


Seattle Market Quiet 
Douglas Fir Holds Steady 


SEATTLE Weather domi- 
nates the lumber market. In the east 
and middle west and California it’s 
hard to get lumber to the job and 
in this area production is low. 
Prices are pegged pretty high and 
have changed very little during the 
fortnight ended. Fewer transits are 
sent out and those sold bring prices 
$2-3 higher. “Quiet” describes the 
market. 

Douglas fir and hemlock are 
steady. Shingles are very firm. 
Cedar siding has slipped a little. 
Mills are sending out notices of 
what they have for sale. One-half 
by 6 and 15x8 beveled siding is 
easier. Pines are steady and strong, 
spruce is very firm. 

AND 
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LONG and LOW—-12" and 16° WIDE 


WALTON 


ver 


Plastic-faced BEVELED Siding 
dressed homes! 


A. Fir Plywood base. 


The 1956 style leader in well- 


e “Crezon-fused” plastic face, sealed  @ Exterior D.F.P 


backs. “Penta” sealed face, back and Fully packaged in heavy cartons. 
edges. 
e Sleek, long, low, modern with full, 


e Beveled with modern precision. Com- 
deep, natural shadow lines. 


pletely squared edges and ends. 
e Designed to save you money — and 


e Mill-primed, ready to paint. Less paint, 
less labor. Less waste. with the home buyer in mind. 
Write for complete information to: 


WALTON PLYWOOD, Sales Office — 644 E. 38th St., indianapolis 5, Indiana 





REDWOOD 


Lumber Prices at Press-Time te 
lat 
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Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Cleer All Heart 
Clear All Heart 


Clear All Heart 
DOUGLAS FIR honderoe vine ESTERN PINES SM Gas gencass tiling wo tom 
Vertical Grain Flooring 5/4 RW for ‘4, % and % in above sizes. 


The following index is intended merely as @ check on buying practices. It is # compilation 
and average of mill prices af press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as « 
check on purchases made approximately ten days before receipt of the magazine. 


<<<<<<<<< 
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SPTRRRTRS 
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BEB, end 
\n4 170.00 4/4 RW 6/4 RW 8/4 RW Anzac Siding 
Fiat Grain Flooring 775.00 290.00 290.00 ix!0 V.G. Clear All Heart 
‘4 a“ ! Shop, $25 ix!2 V.G. Clear All Heart 
xb J No.! No.2 Note: Deduct $15.00 for A Grade. 
5/4 142.00 110.00 
Drop Siding 6/4. 144.00 11400 Finish 
ine (Pat i 
ine (Pat sire) Commons, $2 or 45 ix 4 Clear Heart $45 
No.3 Ix 6 Clear Heart S45 
Ceiling ¥ BRI 1 80.00 \x 8 Clear Heart S45 
Yrs 125.00 120 vi2 RI ut 80.00 1x10 Clear Heart S45 
x4 115.00 Idaho White Pine tx!2 Clear Heart S4S 
Boards and shiplap and 2" (Green) Selects $2 of 45 tat 
x 
ixb | 8 ChB, RL 770.00 
D RL 


N 7} 00 70.00 
No, ? 66.00 68.00 210.00 


N } 7.00 ) Commons, $2 or 45 
Neo. | Dimension 





WESTERN HEMLOCK 


: ‘ . Vertical Grain Flooring 

ix 6 , : BLEBtr 
12 { ix!2 : j int. 150.00 
7x 4 a4 Oo 84 Of 5 aif 
2x 6 83.00 85.00 00 a4 6 Sugar Pine Selects $2 or 45 ‘ Fiat Grain Flooring 
x6 85.00 84.00 
7 os 0 ro BLBtr, RL ; 285 00 AP 138.00 

83. C RL ; xb 140.00 


é 
i 
fatd 83 


D RL 
No Pecan 4 we Shop, $2S Drop Siding 


2x 6 18.00 80. 1 00 f ) 6/4 Ixb (Pat, 2106) 
> 8 Ay ey Lh ve ixo (Pot. #116) 
“e109 BO 00 + ) 

fala 78.00 





Ceiling 
No. 3 Dimension ¢/! oni 110.00 
7 ’ OAK FLOORING a oe 115.00 


2x 6 ; Clear Plain 

- ; White “ Hrty e's 00 Boards and Shiplap and 2" (Dry) 

212 ; Red 220.00 185.00 186. .— 
(Add $10 for dry lumber) Sel Plain No. | 74.00 76.00 ey -4 


9.00 67! 
White 205.00 173.00 175 No. 2 , 67.00 
Red 210.00 175.00 ; No. 3 60,00 62.00 


| Com, No. | Dimension 
RED CEDAR SHINGLES White 182.00 185.00 . 
; Red 182.00 155.00 » 84.00 
#2 Com. 2x 84.00 
4 « , 
; vs . Pin, White & Red 92.00 72.00 aS 4 
Perfections iy Com. & Btr 2x12 84.00 
c/o orts 
ne > H ial ig 4 1% s No. 2 Dimension 
No.3 18 5/2, 4.00-4.25 ” 44 14 
79.00 79.00 
MXMKE 2 79.00 797.00 
No, | 6/2 10.75-11.00 SOUTHERN PINE ; 78 00 
No, 2 §/2 5.75 78.00 
f Vertical Grain Flooring 
No, 3 0/2 4.50-5.00 BL Bt, c p 76.00 
ix4 230.00 


Fiat Grain Flooring 


! 
WESTERN RED CEDAR je ry 
Prices for Western Red cedar siding in il 
cars, new bundling, &' to |é' are: “ae my 
y¥, | : 
Beveled Siding, '/, Inch Clon mae aes ing HIN 
Yy by 4 inch 600 
D by f poet BO Boards & Shiplap ENGELMANN SPRUCE 
05 
40 





24” 4/2 16.00 
2 50 


16 
10 
5 











, by 6 inch 110.00 
by 8 b 150.00 j 


1x6 
No. | (0 grade) 120.00 Boards and Shiplap (dry) 
No. 2 89.00 x6 1x8 1x!0 
Clear Bungalow Siding, % Inch No, 3 78.00 


No. 2&8tr. 100.00 105.00 103.00 
p “ P Ho 4 i 4 No. | Dimension (Dense) No. 3&8tr. 79.00 8400 82.00 
12 inch 225.00 220.00 ) + 4 
98.00 | 5 No. | Dimension 
Finish, 8 and Btr, $2 or 45, 04.00 7 , 4 4 
6' to 16° or Roug ) 99.00 ] ! bas 
ix 8 2x! 110.00 2x 4 76.00 6 76.00 
ix!O ’ j 130.00 ! 2x 6 74.00 ae 
“A ; 2x 8 80.00 78 
tule No. 2 Dimension (dense) 2x10 77 00 77.00 
Celling or Flooring, 8 and Btr dx 4 95.00 75.00 . { 2x12 78.00 78.00 
r te IN or Longer 2x 6 94.00 é 
BA Btr. Cc 0 2x 8 90.00 10! , No. 2 Dimension 
x3 135.00 125.00 2x10 99,00 00 12’ 16 ig 
tx4 145.00 145.00 9.00 2x12 I 00.00 ‘ 117.00 71.00 71.00 71.00 
1a] 4 G 9 
Discount on moldings, 6 to 20° odd lengths Ne. 3 R/L Only 69 09 ; " 00 " 0 
Series 8,000 > 
‘ . J j 72.00 4 72.00 72.00 
Listing ener 2.00—list plus oy have , 73.00 73.00 73.00 75.00 
Listing 2,00 and over—list plus 40% é : 
mr ee ee : Mills are now grading boerds No, 2 and 3 com- 
Clear Lattice, 5/16" « 1%"—8' to 18° 2 mon, Mills do net grade out No. 3 dimension 
100 lin, ft All prices based on kiln dried stock. as in fir. 
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ChiNamel jeeessseny 
A Tiketdedatel 


CUSTOMERS CHOOSE FROM 294 profit-proven colors. 


No need to fuss with a thousand colors or more .. . Chi- 


Namel'’s 294 custom colors have been proven the most 
wanted paint colors by extensive research. You please more 
people, make more sales with Chi-Namel. 


FW the simploct, inact complete 
eolor eystem ever developed 


Hardware dealers told us the perfect color system must 
be simple .. . yet, it must offer a complete selection of 
interior and exterior paints. And that’s just what Chi- 
Namel has developed. 

Here are 294 interior colors in flat, semi-gloss, and gloss 
—an additional 165 exterior colors in either of two exterior 
finishes and 19 colors for porch and floor enamels. Six of 
the major and most popular finishes in the Chi-Namel line 
have been integrated into the perfected Chi-Namel custom 
color system ... sales-makers for any paint department. 


Low inventory—you carry light and dark bases and 


A COMPLETE COLOR PACKAGE — light and dark bases 
in each of Chi-Namel’s popular paints plus just 15 colorants 
give you a selection of 294 colors. These are fast selling, 
quick turnover colors that step up your paint sales. So easy 
to mix and no costly big inventory of colors. 


just 15 colorants. Low cost—your initial investment is 
amazingly low for such a complete color system. And with 
the Chi-Namel Custom Color System you have customer 
selected colors. Every one of the 294 Chi-Namel colors 
has been profit-proven . . . a fast selling, quick turnover 
color that customers demand 

And when you cash in on paint profits with the Chi 
Namel Custom Color System, you get powerful backing 
with Chi-Namel’s hard-hitting merchandising campaign 
Proven radio everything 


store displays-——publicity . . 


you need to move more paint faster. 


"Write today for {ull details about. ta 


ChiNamel 


FACTORIES: Minneapolis, 
Minn., Fort Wayne, ind., 
Atlanta, Ga. 

BRANCHES: Boston, Mass., 
St. Joseph, Mo., Okiahome 
City, Okla. 


3UILDING Propucts MERCHANDISER 


amaning color package |” 


Pra nun amen S oesilliessnndiiimeiadiaend iain 
CHI-NAMEL PAINT & VARNISH CO. 
1103 Third St. So., Minneapolis, Minn. 
me more details as to why the Chi-Namel Custom Color 


is the best color plan for my store. 








STATE 
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Tubular Latch with Glass Knobs 


latch is all steel, 
with Metallon 


This new tubular 
Its use in conjunction 
gia knob savings of as 
much as 33%, it i aid. Additional! 
features of thi et’s construction are 
the new, heavy-duty %” thick 
bra face plate and “Perma-Lock” 
knob mounting which holds the knob 
rigidly in place on the threaded 
pindle. Simple installation requires 
only two mortise Rosettes are solid 
bra Trim is available in all stand 
ard finishes: bra nickel and chrom 
ium; polished or satin. Available for 
all passage bath and bedroom doors 
Metallon Product Inc., Tegeo Div., 
Dept. AL, 2050 EF. 48th St., Los An 
pele Os, Calif 


tivele Ne 


provide 


solid 
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Patio Tile 


A resilient tile which may be in- 
stalled in outside areas such as patios 
and porches is announced by Robbins 
This new product, called Patio Tile, 
is made in six attractive colors in the 
popular Terra-Tile pattern. It may be 
installed over concrete, wood, steel, or 
practically any existing sub-floor and 
is unaffected by weather, it is said. 
It is also claimed to be impervious 
to oils, greases, acids, salt and ordi- 
nary solvents. The brilliant colors are 
weather-fast and exceptional wearing 
quality is said to make it ideal in 
any area where heavy traffic is pres- 
ent. Robbins Floor Products, Ine., 
Dept. AL, Tuscumbia (Muscle Shoals), 
Ala 
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Republic's New Sink Tops 


Lifetime stainless steel receives top 
billing in a new line of sink tops by 
Republic Steel. In addition to its 36”, 
twin-bowl stainless steel sink, the 
manufacturer has added three sink 
top sizes—54, 66 and 72”—to its 
popular-priced but custom quality 
stainless line. Republic is also offer- 
ing custom sink tops of Formica 
bonded to steel in the same three 
sizes. The Formica tops are available 
in four colors with either stainless 
steel or porcelain on pressed steel flat- 
rim sin Republic’s 54” sink tops 
have one large bow! and double drain- 
boards; the others are equipped with 
twin bowls and drainboards. Republic 
Steel Kitchens, Republic Steel Corp., 
Dept. AL, Canton, Ohio. 
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Metal-Lite Ladder 


Made of magnesium and steel, this 
new featherweight Metal-Lite ladder 
incorporates sturdiness with carrying 
ease, marking a definite advance in 
ladder-manufacture. It weighs only 
two pounds per foot. The Metal-Lite 
is available in 4, 5, 6, 8 and 10’ lengths 
and folds flat for maximum protec- 
tion in shipping, as well as for oc- 
cupying minimum storage space. A 
stepstool, two feet in height and 
weighing approximately five pounds, 
is offered in addition to the regulation 
size ladders. Large, non-skid steps and 
fully insulated shoes add to the prac- 
ticality of the product. The steps are 
built of magnesium. Howard B. Rich, 
Inc., Dept. AL, Carrollton, Ky. 
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Li'l Sharpy Sanders 


Contour sanding is said to be only 


one of the features of Li’l Sharpy 
Sanders. Sized for every job, from 
large surface to smallest corner, these 
comfortable-grip tools are said to 
eliminate sanding fatigue and blistered 
fingers. Any paper is used, changes 
easily, with cushioning preventing 
clogging, even on heavy paint, var- 
nish, it is said. Professional finishes 
are obtained on flat or contoured sur- 
face, paper lasts twenty times longer, 
says the manufacturer. Li’l Sharpys 
are merchandised in two colorful kits. 
Milwaukee File Co., Dept. AL, Mil- 
waukee 4, Wis. 
Cirele Neo. 205 on Coupon, page 154 


1956, AMERICAN LUMBERMAN AND 





Display Signs 


Fruchey Service offers sets of beau- 
tiful gummed paper letters, numbers, 
words, which are cut-out, ready to 
mount. The many sizes of letters are 
designed to take care of any and all 
sign needs from the smallest price 
ticket to large window and wall ban- 
ners as well as special job signs, it 
is said. Too, they can be used for truck 
signs as well as outdoor use. These 
letters may be weatherproofed by ap- 
plying a thin coat of white shellac 
or clear varnish over the letters. The 
kits are arranged in cases for easy 
operation. Kit No. 50B is available for 
making She Cards up to 11” x 14” 
with three sizes of letters and numbers 
plus many decorative pieces such as 
arrows, strips and circles. All kits 
carry an ampie supply of cardboard 
backgrounds or rolls of banner paper. 
Fruchey Service Co., Dept. AL, Na- 
poleon, Ohio 


Circle No. 206 on Coupen, page 154 


Margaret Lowe Colors 


The Margaret Lowe Colors in 
Matico Confetti Aristoflex, a new line 
of color-coordinated vinyl-asbestos tile 
flooring, is being made available in 
addition to the regular Confetti 
Aristoflex line by Mastic Tile. De 
signed by Margaret Lowe, Los An 
geles design coordinator, the thirteen 
shades have muted and subtle tones. 
In addition to developing new back- 
ground colors, Matico has added com- 
pletely new colors and combinations 
to the Confetti pattern on the tiles. 
In 9” x 9” tiles of %” and standard 
gauge, Matico’s Margaret Lowe Colors 
are priced the same as the regular 
line of Matico Confetti Aristoflex. 
Mastic Tile Corp. of America, Dept. 
AL, Newburgh, N. Y. 
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You can 


Quvarter-Sawed 
Tongued and Grooved 
End-Matched Ook Flooring 


%” 

Plain-Sawed Tongued 
and Grooved End- 
Matched Ook Flooring 


%” 
Plain-Sawed Tongved 
ond Grooved End. 

Matched Ook Flooring 


5/16” 

Plain-Sawed ‘' Velvet 
Edge’’ Oak Flooring 
Strips, $2S with 

Squore or ‘Velvet’ Edges 


ALWAYS BE SURE with 


PERFECTION BRAND! 


That's because we are specialists, limiting 
ourselves to the manufacture of oak flooring 
and its by-products exclusively 


Our entire operation is one of highly de 
veloped specialization devoted to a single 
objective, that of turning Out a quality of 
oak flooring that is totally superior 


To serve you and your customers well, that 
specialization combines all the practical 
knowledge and experience acquired during 
our 40 years of successful operation and 
growth. Product improvement has been con 
stant; acceptance of ‘PERFECTION’ Brand 


is nation-wide; definite preference among countless dealers, floor 


layers, builders and 


project developers is of long standing 


Produced in our big modern plants by skilled craftsmen, graded and 
grade-marked under the requirements of the National Oak Flooring 
Manufacturers Association, the superior quality, natural beauty and 
persuasive sales appeal of ‘PERFECTION’ brand invite your inquiry 
for standard oak flooring and “Velvet Edge” strips 


@ 
{#4 * 
‘ PERts TION * 


| 
, 


$/ 


Sj) 


SOAK FLOORING COMPANY 


Pine Bluff, Arkansas 





U. 5. Pat. Office 
On What Shall We Quote? NOFMA| 
\ 
| 
~~ 
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FOR GREATER PROFITS 


TIE IN Gates Forming Systems with your present line of 
contractor's supplies and watch your profits DOUBLE! 
Builders and architects everywhere are specifying Gates 
Systems because of their proven efficiency, versatility, 
speed and economy. Gates has increased GROSS SALES 
Gates can do the 


No wonder ‘<2 


ELMERS 


is the fast-selling 
TIE IN with Gates Form Ties line of glues! 


f ; - line you go stock) 


Gates’ specially designed Form Ties 


for dealers throughout the country. * 


°o ! , 
same for YOU *Nomes furnished on request 





—- 


yk a 
rod type 


saree He are in demand everywhere! They re 
Pees - / quire minimum space to stock... re- 
ew 
a> - . 
¥ 7 2x4 type sult in BIG soles increase for you. 


form tie 
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TIE IN with Gates Forming Systems 


Better and faster concrete construction at lower cost 








ee 





GATES SHEATHING 


r— SYSTEMS 
= - For use with either 2x4 type or rod 
"type ties. Save up to 30% on the job 


ELMER'S” 
CONTACT CEMENT 


Bonds plastic laminates to 
plywood quickly, without 


ELMER'S” 
WATERPROOF GLUE 


It's the glue that boating ex 
perts use. Exceeds military 


ELMER'S” 
GLUE-ALL 


Here's the modern plastic 
give that sticks fast and 





GATES PANEL FORMING 
SYSTEMS 


For high or low wall construction, with 


ae 








strong. Dries clear, won't 
stain. ideal for wood, paper 
cloth, pottery—any porous 
material. in handy squeeze 
bottle plastic tube and glass 
jars; sizes from 15¢ up 


specifications for waterproof 
jue. Resistant to acids, al 
alis, fungus, rot. Super 
bond is stronger than the 
wood itself. Ideal for any 
outdoor project 


clamps, nails of presses 
Highly resistant to heat and 
water. Outperforms other 
contact cements in stress 
tests. Also bonds leather 
linoleum, synthetic rubber 
and thin gauge metal 


2x4 or rod type ties, Extremely fost 
forming. Plastic coated panels assure a 
maximum number of pours. Regular form 





A glue for every job 
. made to do a better job! 


plywood also available. 





! TIE IN with Gates Engineering Service 
\ 

To assist you or your customers with All 3 nationally advertised 

in the leading magazines 


bX specific forming problems, Gates main 
“ tains an expert engineering staff 
le | 
is read by glue users! 
@ SATURDAY EVENING POST 


@ POPULAR MECHANICS 

@ POPULAR SCIENCE 

@ BETTER HOMES & GARDENS 
@ SUNSET 


PLUS’ 


the answers fo your customers’ 
gluing problems on this free 


ELMER'S GLUE CHART 

Get yours, display it, watch it boost your glue 
sales. Big 914" x 15", in colorful orange and 
blue. Mounted on heavy board with both an 
easel, and a hole for hanging. Ask your dis- 
tributor for yours, or write us direct 


THE ELMER UNE IS THE STRAIGHT 


UNE TO GLUE PROFITS! 




















The GATES SYSTEMS have been job-tested and 
accepted throughout the U.S. and Canada for: 
@ CULVERTS @ FOUNDATIONS 
@ BRIDGE ABUTMENTS @ RETAINING WALLS 
@ LOW WALL AND HIGH WALL CONSTRUCTION 


There's a Gates System for every type of forming. 
v7 WITH GATES... 
WATCH YOUR GROSS 


“TIE | 
SALES GROW 


Gates Dealerships are still available in some areas 


Write for full details. 


GATES & SONS. INC, 


GALAPAGO 23, COLO 





DENVER 
The Borden Company, Chemical Division, 350 Madison Ave., New York 17, N.Y. 
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Kwikset's Bel Air 


Kwikset announces its new “400” 
line Bel Air design as its latest 
achievement in lockset styling. The 
distinctive, sculptured shape of the 
Bel Air knob blends equally well with 
modern or traditional homes. Like the 
standard design, the new Bel Air de- 
sign is available in a wide range of 
functions and models and in all popu- 
lar finishes, including the new, unique, 
combination finishes. Kwikset’s Bel 
Air design locksets can be used with 
Kwikset’s variety of distinctive trim 
rosettes and can be installed speedily 
with Kwikset’s complete line of in- 
stallation tools, it is said. Kwikset 
Sales and Service Co., Dept. AL, Ana 
heim, Calif. 
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Jiffy Shelf Maker 


Extra shelves can be added quickly 
and easily with the aid of Jiffy Shelf 
Makers. No nails, screws or hammer 
are needed. There is nothing to mar 
walls or woodwork. Just cut shelf ex 
act size and fit snugly into position 
With the aid of Jiffy Shelf Makers, 


also be 


in your closet, cupboards, cabinet 

windows and multiple shelves may 
added from the baseboard to 
the ceiling. Jiffy Shelf Makers di 

mantle instantly, leaving no tell-tale 
marks, when removing for reuse. The 
manufacturer also suggests Jiffy Shelf 
Makers for heavy duty shelves in the 
basement, garage or workshop. Tat 
get Products Co., Dept. AL, P. O. Box 
276, West Boylston, Mass 
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Aristocrat Bird Feeder 


Here’s a modern ranch-style bird 
feeder that has a socket on the bottom 
14” steel tubing as a post 
mounted feeder and a screw-eye hook 
on top for hanging from a wire or 
hook. The large, cat-stopper, ranch 
style roof keeps bird feed dry and 
gives birds a sheltered place to feed 
Available in sunshine yellow, sea 
green and cocoa brown hammertone, 
this new type bird feeder sells for less 
than $4.00. Stranges, Inc., Dept. AL, 
794 Central Ave., Highland Park, Il 


for use on 


Burgess Sprayer Kit 
This new 

cludes De 

with 


prayer 
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prayer kit in 
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hammer finish housing and quart-size 
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idaptor for 


while 
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ging” 
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booklet on 
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plug 
knob on top 
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cord 


holding 
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of 
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praying 
prayer 
attachment; 
nozzle for mothproofer 
pare parts kit, illustrated 
praying; 
holds all 
sprayer is 


accessory 


and 
the 


pray. A 
unit adjusts the 


auxiliary 
U. L. approved 
nozzle 
up or down 
level; paint 
“fog 
and in 


pec ial 


steel carrying 


above equipment 


self-contained 
handy 


sprayer for heavy or light spray. The 


sprayer is 
paint, 


varnish, 


lacquer, 


recommended for use with 


enamel, ete 


Burgess Vibrocrafters, Inc., Dept. AL, 


Grayslake, Ill 
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extra shelves can be added quickly 


PLEASE SEND ME YOUR & 
FREE GUIDE TO ’ 


GETTING 125% MORE 1 


WITH 


tk, sccmaster 


MERCHANDISING 
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‘ 
4 
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REFLECTOR 
HARDWARE 
CORPORATION 


Main Office and Factory 
Western Ave. at 2ind Place, Chicago 8, i 
New York Office and Showroom 


225 W. 34th St., New York 1, N.Y 


This Spacemaster gardening set-up is only 

7 one example of how this completely adjusta- 
ble merchandising equipment can meet your 

} specific seasonal requirements because you 
can re-arrange it at will. 

i WRITE DEPT. AL-2 ADDRESS 


for your copy of this 128 
i : page, fully illustrated Guide fi 
ZONE STATE 


\ No. 55-S to getting the most 


Live Selling Space from your 
JUILDING PRODUCTS 
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Two Residential Fans 


Two new residential fans — the 
Super-Twenty and the Super-Sixteen 

are announced by Lau Blower. The 
Super-Twenty, a completely rede- 
signed 20” fan, boasts a thermostat 
which the manufacturer claims is 
sensitive to temperature changes of 
less than five degrees. Intended as a 
portable or window fan, the Super- 
Twenty is supplied with an expanding 
window spacer unit. For general porta- 
ble use, rubber feet on the base of the 
frame lend sound support. By lifting 
the fan out of the spacer unit, rotat- 
ing it 180°, it becomes either an in- 
take or exhaust fan. A_ three-speed 
unit, the Super-Twenty moves 3,250 
cfm maximum. The Super-Sixteen, 
supplied with a positive locking Tilta- 
Breez stand, is rated at 2,210 cfm. 
Blade diameter is actually 16%”. 
Lau Blower Co., Dept. AL, 2007 Home 
St., Dayton, Ohio. 
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Heavy-Duty Saw Table 


A new Heavy-Duty Saw Table that 
will convert any of its portable elec- 
tric saws, from the six-inch to the 
eight-inch sizes, into the equivalent 
of a tilting-arbor bench saw in a few 
minutes is announced. The table is 
sturdily constructed with aluminum 
top and steel legs. A top dimension 


a 
- o Y of 22%" x 22%” is said to give this 
the largest working area of any 
‘ portable saw table. Bevel cuts up to 
45° be made. There is ample 


can 
| room in front of the blade to handle 
VINYL MATERIAL boards up to 12” wide. Blade height 


THE : , " ; 
GENERAL TIRE & RUBBER CO. is adjustable. eager includes an 


JEANNETTE, PENNA * = ‘ 

accurate adjustable mitre gauge and 
a rip fence that extends the full length 
of the table top. The table stands 
32%” high and weighs 44 pounds 
The Black & Decker Mfg. Co., Dept 
AL, Towson 4, Md. 
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Shatterproof Glazing 


A new glass-fiber reinforced plastic 
glazing material said to reduce win- 
dow breakage and maintenance prob- 
lems to a minimum is announced. 
Structoglas glazing is claimed to be 
shatterproof, weather resistant and 
extremely lightweight (.080” in thick- 
ness). It can be installed quickly, eas- 
st : s és SEND COUPON ily and safely. It is said to reduce the 

c giare and heat of direct sunlight with- 
¢ i Ea se) DAY ! out reducing interior lighting effi- 
ciency. Structoglas glazing panes are 
CLOSURES, INC. 533 E. Forest, Detroit 1, Mich. available mn green, bive oF clear 

(translucent) color to meet individual 

requirements. Featuring an exclusive 

pebble- grain surface, Structoglas 

panes are supplied in standard sash 

NAME sizes and are packed 50 per carton. 

International Molded Plastics, Inc., 

ADDRESS The Structoglas Div., Dept. AL, 4252 
West 35th St., Cleveland 9, Ohio. 
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Please send me complete information on your lines of folding 
doors and room dividers 
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OLDAN y VPA ONE! Better still, they will stay 
beautiful, because the flooring oak from which they 
were made was processed by methods that will keep 


them stabilized in atmospheric conditions prevailing 


under today’s systems of heating modern homes. 


That’s the bonus your customers get with Fordyce 
Royal Oak Flooring... that’s the extra sales appeal 
you can count on when you... 
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Fabricut 

A coated abrasive product particu- 
larly suited to dry wall sanding is 
offered by Minnesota Mining and 
Manufacturing. Called Fabricut, the 
mesh-type material consists of silicon 
carbide mineral grains resin-bonded to 
a synthetic cloth backing. Usually 
used for dry wall sanding in grits 100 
or 120, Fabricut has an abrasive ac- 
tion that feathers tape-and-plaster 
eams smoothly and evenly, according 
to the 3M Company. Fabricut can be 
cleaned simply by tapping it or blow- 
ing it clear with an air hose and when 
one side is worn out the material may 
be turned over and used on the other 
ide. Minnesota Mining and Manufac 
turing Co., Dept. AL, 900 Fauquier St 
St. Paul 6, Minn 
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Buch Lawn Spreaders 


juch Manufacturing announces a 
newly engineered line of lawn spread 
el Equipped with the new remov- 
able Sweep Feed agitator, these new 
models assure a controlled uniform 
preading of all types of seeds and 
fertilizers. An accurate Setting Chart 
accompanies each spreader, thereby 
eliminating overfeeding. The Buch line 
is now finished in Bermuda Green and 
Buff baked-on auto finish. Buch 
Manufacturing Co., Dept. AL, Eliza 
bethtown, Penna. 
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TOO MUCH MOISTURE? 


tructures warp and 


NOW YOU can w 


paint peels off, lest tor 


er this question before 
accumulation by materials in 
transit, in storage or on the job, The 
Model BD-10 Bradley Electronix 
Moisture Meter is the last word in 
the scientific instant testing of wood 


moisture 


masonry and asbestos shin 
Every in 
guaranteed Price 
everything bat 
carrying case 


spare elec 


pla ter 
Phousands in use 
trument 
int luce 
teries elt 
houlder sling, 
trode 
operating mstructions 


PRICED AT $56.50 F.0.B. WN. Y. 


L.R. BRADLEY & CO. 


Orders Yours Today! Dept. 30, 25 W. 45th St., New York 36, N.Y. | 
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FOR BAGGED GOODS. SHINGLES 
LATH, CASE GOODS 


TILT TRUCK up onto nose plate wheels for 
running under or out beneath the pallets 
A light pull will tilt up te 1000 Ibs, loads 
into perfect-balance rolling position 


SATISFACTION GUARANTEED! If not sot 
wr isfied after 10 doy triel, return truck(s) 
for your money beck 


ANTHONY TRUCK CO., Paducah, Ky 


Send price and literature to 


Firm 


Address City 


c 
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Warp-Proof Doors 


Warp-proof, sliding closet doors by 
Metaloc are metal edged and framed 
They have built-in expansion seam 
to absorb warpage. Faces are Mason- 
ite Duolux, genuine three ply mahog 
any, or a combination of the two 
Other features include: hydraulically 
bonded faces to a plastic-reinforced 
honeycomb core, complete vapor seal 
ing internally, ready to install with 
complete steel track, nylon rollers 
pulls and floor guide. The doors are 
1%” thick. Doors are delivered ready 
for a finish of stain, paint or wax 
They are available in standard dimen 
sions. Metaloc Corp., Dept. AL, 37-18 
34th St., Long Island City 1, N.Y 
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Wallboard Hammer 

The new Wallboard Hammer fea 
tures the field-tested convex face with 
knurled serrations and rounded edges. 
These features are said to make it 
possible to obtain the perfect dimple 
required for top-quality wallboard in 
stallations and finishing. The new con- 
vex face with its rounded edges is said 
to prevent sharp breaks and unsightly 
hammer marks. The Wallboard Ham 
mer is forged of tough Chrome-Molly 
Steel, properly balanced on a 14” 
hickory handle with plenty of knuckl 
clearance. Additional features include 
a handy nail puller and a sharp wedge 
shaped blade for shifting or prying 
wallboard panels. Wallboard Tool & 
Equipment Co., Dept. AL, 1708 Sea 
bright Ave., Long Beach 13, Calif 

Cirele No, 218 on Coupon, page 154 
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FOR 
SMOOTHER-OPERATING 
LONGER-LASTING ALUMINUM 
WINDOWS AND DOORS 


RAK 
WAX 
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Trax-Wax penetrates to where it is need- 
ed... leaves a film of highly lubricating 
and protective wax on all moving parts 
of aluminum, metal or 
wood articles. Prevents 
oxidizing and rusting. 


Retails for 


Another product of 59: 
T'S the weather-proof co. 


1407 E. 40th St.+ Cleveland 3, Ohio 
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Celo-Rok Display 


This Celo-Rok Dry Wall Finish Dis 
play is announced by Celotex. Sturdy 
and easy to assemble, it provides an 
attractive unit for counters and other 
display areas. The Celotex Corp., 
Dept. AL, 120 South La Salle St., Chi 
cago 3, Ill 
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Plumber's Wicking 


King Cotton announces a consumer 
put-up for Plumber’s Wicking in dis- 
pensing tubes. Each dispensing tube 
contains a 450’ spool of medium wick- 
ing. It is recommended by the man- 
ufacturer for wrapping any threaded 
pipe joint and for packing universal 
and slip joints. Packaged one dozen 
450’ spools in colorful counter display 
box. King Cotton Cordage, Dept. AL, 
105 Duane St., New York 8, N. Y. 

Cirele No. 220 on Coupon, page 154 


Plastic Aluminum 


Woodhill Chemical is incorporating 
a sample application of Duro do-it 
yourself Plastic Aluminum in its new 
12-pak counter display carton. The 
colorful display contains 12 individual 
ly cartoned 5% ounce tubes and at 
tached to it is a metal washer partially 
coated with Duro Plastic Aluminum, 
which is actually metal in putty form. 
The carton itself is completely illus 
trated. An 11” x 22” window streamer 
is enclosed with every display. Duro 
Plastic Aluminum will adhere to metal, 
wood, concrete, glass, etc., it is said 
No tools, heat or flame are required 
in its application. The Woodhill Chem 
ical Co., Dept. AL, 1391 East 33rd St., 
Cleveland 14, Ohio. 
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Boltaflex Decor-Eze Kit 


A simulated coffee table is featured 
in a new kit of display materials de 
signed to assist in the promotion of 

Joltaflex Decor-Eze self-adhesive 
vinyl covering material. Covered in 
Blond Woodgrain Decor-Eze, the table 
is designed to dramatize the Decor 
Eze application and show the con 
sumer how readily a rich, veneer-like 
finish can be added to furniture, Suit- ~ 
able for use in window displays or at ee Do 
point of-sale, the table is 20” long, pec a-Ez8 
13” wide and 13” high. The display 
kit also includes illustrated, 16-page a 
instruction booklets with full direc- 
tions for working with the Decor-Eze 
material, question-and-answer leaflets, 
display cards, poster, window streamer 
and giveaway samples of Decor-Eze 
Bolta Products, a Div. of the General 
Tire & Rubber Co., Dept. AL, Law 
rence, Mas 
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FREE DISPLAY CASE 


i, WE Lowoop 
FLEXIBi 


Actual Size 
17 
wid 


Cis 


Real wood veneer 
in handy rolls... 
sells right off your counter 


Weldwood’ 


ELEXIBLE 


rete! \\ Wood- Trim’ 


\ 
DISPLAY CASE \ Here's a Ww p j item by 
Sialsbonedid teas ata ah yourselfer 


Stacks 36 1 f 
assorted Ww J \ 
waiting for 


including Oak Is 
Africa any 
African Mahog for edging ply wood 


Walnut, Birch, Fir 
and Korina. Ea 
roll is & for decorating coffee tables 
1” wide, in trar 
parent re-usat picture frame lamp shade 
100 a — t waste baskets, et ete 
: Wood-Irim is so flexible it easily 
wraps around curved or angled sur 
face yet it wont readily chip plit 
peel. All that’s needed to apply it i 
a good wood glue like Weldwood 
Contact Cement or Weldwood Presto 
Set” Glue. No need for heat. irons 
clamps, nail 


(no more exposed edges) 


pressboards 


/ Another™ 


(weidwoed) Hp avily Advertised Nationally! 


Wizerd / 
*Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N.Y. 
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cluded in the extrusions are inside 

NEW PRODUCTS and outside corners, edging, furring 

and snap-on members. Complete room 

installation can be accomplished in 

only a few hours with a hammer or 

screwdriver, it is said. Once furring, 

edging and corner channels are in 

place, the major part of the work is 

finished. Channels can be attached to 

the old walls or studs with nails or 

screws. If desired, adhesives can be 

used. The perforated hardboard or 

metal panels are then inserted into 

the snap-on member and clicked into 

place. The snap-on design also per- 

mits installation of acoustical ceil- 

ings. For coverage of high walls and 

large ceiling area, the aluminum chan- Horizontal Slider Window 

nels are bvallable in lengths from A new all-aluminum horizontal slid- 

eight to 20 feet and perforated and dee . ; = 

er combination window is announced. 

Lever Onereter metal panels in widths up to four feet. The new unit incorporates a number 

P Erdle Perforating Co., Inc., “ pt. AL, of design features. These include 


na re ° 
A new Lever Operator is now avail 171 York St., Rochester 11, N.Y. tongue and groove fittings for easier 


able exclusively for Bilt-Well Awning Cirele No. 224 on Coupon, page 154 operation, and the use of a strong, 
Window Units. This is an accessory smartly designed handle for faster, 
operator, completely assembled for at easier opening and closing. The screen 
tachment to the window. It is a panel is completely interchangeable; 
acissors-type linkage, operated by : a tension spring keeps the screen 
five-inch lever arm that travels 180 , closely fitted to the storm panel. Two 
from fully open to fully closed, mov } spring bolt clips are built into the 
ing from left to right. A simple ar storm panel and lock the panel in 
rangement allows the scissor arms to . either the open or closed position. The 
be instantly detached by hand, Out : : window is made by Security’s RFT 
standing features of the new Bilt-Well ‘ ' ; (roll-formed tubular) method of con- 
Lever Operator are: Ease of window 4 struction; metal is 50SH36 aluminum 
operation, an attractive statuary alloy. Security Sash & Door Co., Dept. 
bronze finish and an attractive de- AL, 20096 James Couzens, Detroit 36, 
sign that will harmonize with all Mich. 

interiors Car Fe Adams & Collier Co., Cirele Ne. 226 on Coupon, page 154. 


Dept. AL, Dubuque, Iowa. Manhattan and Continental 


Circle No, 225 en Coupon, page 154 


(hegins on page 138) 








Schlage Lock announces two new 

open escutcheon designs, the Manhat- 

tan and Continental. The outline frame 

design allows for the use of a virtually 

unlimited variety of materials, tex- 

tures and colors as _ background 

Among the many possible backgrounds 

are cork, patterned metal, wallpaper, 

grass cloth, paint, leather or the nat 

ural wood of the door itself. The 

escutcheons are styled to provide for 

simple change of background when- 

ever desired. The Manhattan design is 

a rectangular outline, 8” x 4%”, which 

may be used horizontally or vertically 

Snap-On-Walls The Continental style is circular, 8” 

Called Snap-On-Walls, the manu wide by 11” high. Both styles are 

facturer claims this development to available in satin-finished bronze, pol- New Look in Ceilings 

be the perfect answer to an interior ished brass, brushed or bright chrome 
transformation of any living or work and luster-sealed aluminum. Schlage Tectum announces acoustical ceil- 
ing area. Five different extruded Lock Co., Dept. AL, 2201 Bayshore ing panel with a decorative flair. The 
aluminum channels form the basis for Blvd., San Francisco, Calif. square-edged, wood fiber panels, nomi- 
this unique snap-on, snap-off wall. In Circle No, 225 on Coupon, page 154. nally 24” x 48” in size, can be used 














x) 4 

DOUBLE YOUR INCOME from 
rs ‘mM a é- -Z- _ é your newspaper advertising by 
using ovr cartoons, More peo 
ple reed cartoons than other 
style ods you build more 
| goodwill FREE copy ideas 
¢ SAVE your time. Hundreds of + mace — 

dealers have used our cartoons ee 7 2 

since 1947 with good results 

Mats in ONE or TWO column = Specialists in Oak Foor. ~ 
sizes to fit ony size ad. Ex ing. General wholesal- ~~ 
clusive city fronchises going ers of all lumber items. r— 


fast Write today for FREE 
proofs of cartoons and full in — 


formation to Contact es on your oe 


"1 stiff don't believe you con aie LIL-AD FEATURES 


your own plywood!" Box 167, Leng Beach, Calif. 








H. E. WEBSTER LUMBERCO., (13.",*-,2"3 "as 


City 























Circle No, 74 on Coupon, page 154. Circle No. 75 on Coupon, page 154. 
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with high effectiveness in factories, 
schools, office and commercial build- 
ings and in houses, it is said. Besides 
having high acoustical properties, the 
panel serves as insulation. It has a 
factory-applied felt backing to pro- 
vide a barrier against sound trans- 
mission and it may be installed by 
mechanical suspension or may be 
nailed to furring strips. Tectum panel- 
ing is said to combine easy-to-handle 
lightweight with structural strength, 
requires only everyday wood-working 
tools and can be painted without af- 
fecting acoustical properties. Peoples 
Research & emifastanioe Co., a 
tum Div., Dept. AL, 105 South Sixth 
St., Newark, Ohio. 


Cirele No, 227 on Coupon, page 154. 


Master Painter 


Made to be used with any type of 
nine-inch cover, this new ball bearing 
roller, the Master Painter, is manu- 

7 factured from strong, non-rusting, 

' non-corrosive aluminum. It is said to 
comply with all union regulations. 
\\ Claimed to be the first ball bearing 

5 paint roller, this fine precision tool 

5 has a long handle which increases 
reach and saves time and ladder climb- 

ing. The Master Painter is available 

with or without cover. King Paint 

Roller, Inc., Dept. AL, 12281 Turner 


Scniaciwn rem | COW COME 
delivery costs! 


Milano Pattern ez 
A close up view of Formica’s new a - 
Milano pattern on a bathroom Vani- ge ie Unitizing lumber the Signode way speeds loading 
tory is shown in the accompanying > and unloading .. . gives you more trips per day 

yhotograph. Milano is printed by the a 
aleidoscopic process—a new produc- per truck. Dealers report up to four times as many 
deliveries per day. And why not? A man can roll 


off a full truckload at the job site in minutes. Mean- 


tion technique developed by Formica 
for this particular pattern. The pat- 
tern is non-repetitive; just as the 


kaleidoscope never repeats the same while, back at the yard the next load is unitized, 


tracery. The Formica Co. Dept. AL, ? ’ 24 . 
4614 Spring Grove Ave., Cincinnati 32, “ ready for the truck. 
Ohio. rN Unitizing lumber with Signode steel strapping 


Cirele No. 229 on Coupon, page 154. 
(continued on page 153) 


also helps you load out 
faster; makes it easier and 
safer to bin load and high 
What's Your Answer? stack; simplifies order 
picking, tallying and in- 
ventory taking; permits 
wrapping lumber for out- 








What’s Your Score? 9 or 10 correct: Excellent! 

7 or 8: Good. & or 6: Fair. 

(Answers on page 158) 

; ' / - door storage; stops pilfer- 
What does Harris Lumber Co. consider its best 
advertisement for kitchen sales? 
Who is offering you a free display and supply of and warping. 
colorful Leisure Time Project folders? 
What is said to be the first principle of retailing? 
Who sells “Qualitized” products? 
In what type of market does a cash and carry 
yard fit best? 
Who manufactures Asbestos Flexboard? 
Who is the new president of NAHB for the 
year 19567 
What truck is advertised as having “more power. 
comfort and capacity” than any other Pickup?” 4 { G A Ce) D © 
How did the Illinois firm, H. E. Lauterbach Lum- / 


ber Co., cut its handling costs and delivery time, pane 

thus saving time and money for its customers? np Steel Strapping Company 
Who advertises pre-cut gummed paper letters, 2635 N. Western Ave., Chicago 47, il 
nambers and characters to make do-it-yourself — 

display signs? Offices Coast to Coast 

In Canada: Conadian Steel Strapping Co., Lid 
Foreign Subsidiaries and Distributors World Wide 


age, and reduces breakage 


Let a Signode fieldman 
show you how. Write: 


It's fast and easy to strap 
lumber with Signode eels 
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OM LITERATURE 


Shingle Roof. A colorful booklet il- 
lustrates five distinctive roof designs 
for cedar shingles. Called Ocean Wave, 
Dutch Weave, Thatch, Pyramid and 
Serrated Look, the designs are said to 
require a minimum of effort. Roof de- 
signs are accomplished by applying 
extra courses of shingles at regular 
or irregular intervals on the roof and 
provide modest homes with a luxuri- 
ous appearance, Red Cedar Shingle 
Bureau, Dept. AL, 5510 White Bldg., 
Seattle, Wash. 


Cirele No. 240 on Coupon, page 154. 


Display Letters. Low-budget com- 
plete sign-making sets with free stor- 
age cabinets are described in catalog 
supplement W-6. A folder Modern 
Magic, describes Mitten’s display let- 
ters, accessories and illustros. Eye- 
arresting character faces are said to 
provide more creative, more economi- 
cal and better display signs that can 
be changed quickly and inexpensively. 
Mitten’s Display Letters, Dept. AL, 
2 W. 46th St., New York 36, or Red 
lands, Calif. 

Cirele No, 241 on Coupon, page 154, 

Plywoods, Catalog A.A. No, 23-L 
of Malarkey plywoods gives pertinent 
facts and suggestions for finishing. 
Technical data, specifications and 
grade definitions are given on fir ply- 
woods, redwood, hardwood and pine 
plywoods. Liberally illustrated, it 
shows many suggested applications 
M and M Wood Working Co., Dept. 
AL, 2301 N. Columbia Blvd., Portland 
17, Ore, 

Civele No, 2432 on Coupon, page 154, 


Sched-U-Graph. A 16-page, four 
color catalog (KD-777) describes new 
aluminum Sched-U-Graph, an enlarge- 
ment of Kardex to display board size. 
Designed to express both planned and 
actual work through color signals and 
operations cards, both types of work 
are shown in the same space and in 
their relation to each other and to 
time. Change in scheduling means 
only an adjustment of cards and sig- 
nals, because the basic seale of time, 
or quantity in relation to time, never 
changes. Remington Rand, Div. of 
Sperry Rand Corp., Dept. AL, 315 
Fourth Ave., New York 10, N. Y. 


Civele Neo, 254 on Coupon, page 154. 


Ranch Style Fixtures. Colorful bro- 
chure describes 1956 line of pull-down 
fixtures in modern ranch style. Scien- 
tifically designed, and engineered for 
correct light, the fixtures introduce a 
new texture, a polished brasstone fin- 
ish, and are available in a number of 
attractive combinations such as pol- 
ished brasstone and white; with black, 
and with coral. All have the LB.E.W.., 
AFL label, are approved by Under- 
writers’ Laboratories and are guaran- 
teed for one year. Markel Electric 
Products, Inc., Dept. AL, Buffalo 3, 
M. Be 

Cirele No. 234 on Coupon, page 154. 

Aluminum Doors. A 12-page booklet 
on architectural aluminum doors, 
frames and entrances, contains pic- 
tures of installations, details on nar- 
row and wide style, and custom-built 
entrances, together with details of 
standard sections for special applica- 
tions. The catalog also gives informa- 
tion on special pushes and pulls, power 
operators, power devices and standard 
hardware. Variety Manufacturing & 
Engineering Co., Dept. AL, 810 W. 
Fulton St., Chicago 7, Ill. 


Cirele No, 235 on Coupon, page 154. 


Aluminum Mill Products. Brochure 
gives up-to-date information on alumi- 
num mill products and services. Data 
is included on aluminum alloys, form, 
mechanical and physical properties, 
applications, fabricating and finishing 
techniques and availability. Products 
include sheet, plate, foil, circles, pig, 
alloy ingot, rod, bar, wire, electrical 
conductor, forgings, extrusions, extru- 
sion billets, roofing and siding and 
shade screening. Kaiser Aluminum 
Industrial Service Div.-PR 256, Dept. 
AL, 1924 Broadway, Oakland 12, Calif. 

Cirele No. 256 on Coupon, page 154. 


Colored Shingles. Full-color folder 
helps homeowner select proper shingle 
and right color for roof. Close up pic- 
tures show beautiful hues; easy-to 
understand copy tells how roof can 
blend or contrast with house colors. 
Suitable for mailing, folder can be im- 
printed with firm name, address and 
phone number. The Celotex Corp., 
Dept. AL, 120 S. LaSalle St., Chicago 
8, Tl. 


Civele Ne. 247 on Coupon, page 154 


Window Units. Redesigned and en- 
larged unit catalog No. 561 shows 
more sizes of popular groupings of the 
five Andersen wood window units. Also 
included in the 1956 catalog are more 
photographs of installations and a 
more visual presentation of product 
features. Andersen Corp., Dept. AL, 
Bayport, Minn. 

Cirele No. 238 on Coupon, page 154. 


Lock Fashions. A full-color, 12-page 
brochure, Lock Fashions, introduces 
new color-accent locks, shows the 
open-back Continental and Manhattan 
designs and illustrates possible back- 
ground paint colors, fabrics and wall- 
papers. Locks for every purpose in the 
home are shown. Proper lock selection 
and placement are covered, along with 
helpful hints on how lock styling can 
add distinction to entrance and inte- 
rior doorways. Schlage Lock Co., Dept. 
AL, 2201 Bayshore Blvd., San Fran- 
ciseo, Calif. 
Cirele No. 239 on Coupon, page 154. 

Nail Catalog. Pocket-size nail cata- 
log lists over 10,000 types and sizes 
of nails. Nine kinds of finishes, eight 
kinds of shanks and points and 23 
different heads are shown, indicating 
one of the broadest lines of nails avail- 
able. Stock items and non-stock items 
provide a range of standard and spe- 
cial purpose nails for practically all 
requirements. Nails are available in 
many sizes of fibre boxes—from % 
pound to 100-pound containers. Conti- 
nental Steel Corp., Dept. AL, Kokomo, 
Ind. 


Cirele No. 240 on Coupon, page 154. 


Steel Wall Tile. Four-page folder 
illustrates and describes stainless steel] 
wall tile. Made in 18-8 stainless steel, 
beautifully grained, it can be used in 
laboratories, cafeterias, shower stalls, 
and hospitals. Resistant to acids and 
abrasives, it is said to justify its add- 
ed cost with long life, ease of mainte- 
nance, beauty and quality. Vikon Tile 
Corp., Dept. AL, Washington, N. J. 

Circle No. 241 on Coupon, page 154. 


Patterned Woods. Leaflet pictures 
and describes Veneerama called the 
world’s most beautiful woods .. . pat- 
terned. The fine art inlay veneer pan- 
els are said to be easy to use for lav- 
ish architectural projects or small 
home workshops. Suggested uses in- 
clude paneling, backgrounds and fur- 
niture. Arthur J. Bring, Dept. AL, 
1864 Harbor Ave., Long Beach 10, 
Calif. 

Cirele Ne. 242 on Coupon, page 154. 
(continued on page 150) 





3250 B SHO-CARD SET | 
CONTAINS 4000 RED 


NUMBERS ond CHARACTERS 
a sizes $25.00 | 2 sizes 
¥, 1% 1%, 34%,°' - 4%" 


50 PCS. WHITE CARDBOARD | 


AVERAGE DISPLAY CARD 
or BANNER COST UNDER 15¢ 


Refills Just As Needed 
Fruchey Service Co. 
Box 461 NAPOLEON, OHIO 
**$0,000 SATISFIED USERS’ 








Circle No. 75 on Coupon, page 154, 
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DO-IT-YOURSELF DISPLAY SIGNS! 


WITH THESE GEAUTIFUL PRE-CUT GUMMED 
PAPER LETTERS, NUMBERS AND CHARACTERS 


“MOISTEN AND MOUNT THEM LIKE A STAMP" 
32750 BANNER SET 
CONTAINS 2500 RED 


AND BLACK LETTERS j AND BLACK LETTERS, 
NUMBERS and CHARACTERS 


$34.75 


250' ROLL BANNER PAPER 








USE 
OKOMO 


ORNERS 


* for ASBESTOS SIDING 

© LAP OR BEVEL SIDING 

* WOOD SHINGLE SHAKES 

* PLYWOOD OR HARDBOARD 


BUGHER MFG. CO. 


211 S. Main Street, Kokomo, Ind. 


COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 
ASBESTOS SIDING 


MADE OF 
ALUMINUM 








Send for Full De- 
tolls, Somples and 
Prices 








February 20, 


1956, 


Circle No. 96 on Coupon, page 154. 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
Dept. U-2. 


STANDARD CONVEYOR CO. 
General Offices: 
North $t. Pavi, Minnesota 


Sales and Service in RAVITY & POWER 








Principal Cities CONVE aed 


Circle No. 77 on Coupon, page 154. 
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EZ-Way disappearing 
stairway creates 


"4 $200 MORE IN \} 
\ TIE-IN SALES! 


Because EZ-Way Disappear- 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 
or more! 

And the snowball doesn’t 
stop rolling there—for just 
one or two EZ-Way units ina 
housing development creates 
a big demand for more! 

Take advantage of the eas 
sales-pulling power of EZ- 
Way Disappearing Stairways. 
Five coe em models —one 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free EZ- 
WAY PROFIT KIT withsales 
aids and more information. 


EZ-WAY SALES, inc. 


Box 300-21 St. Paul Park, Minn. 


age y 


Circle No. 78 on Coupon, page 154. 
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Miss Weldwood Hardboard for February 


Carolyn Ensley of Builders Supply & Lumber Co,, Sylva, North 
Carolina, is our Miss Weldwood Hardboard this month, The 
belle of the billing department, Carolyn likes her job, likes to see 
the growing list of repeat customers who appreciate our fast 
delivery of 276 types of Weldwood Hardboard. Ask your 
Weldwood representative about WELDWOOD HARDBOARD, 
United States Plywood Corp.—87 branches in major cities, 


Circle No. 79 on Coupon, page 154. 


UE) OFFERS 


A new plan for 100% increase 
in garden products and Redwood 
furniture sales 


Create a profitable Redwood 
products department from 
America’s largest assortment, 


Write for details about an entirely new sales plan op 
pergolas, arches, fences and barbecue sets that can 
double your volume and profit 


{il shipments FOI 


Mir sot Vi ’ ’ 


VANDY-CRAFT 


The Ultimate in Redwood Products 


14106-1712 Merchandise Mart 
Chicago 54, Illinois 


Circle No. 80 on Coupon, page 154, 
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ixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture which 
revolves, and may be used with or 
without fins to give up to 192 sq. 
ft. of display area in just 32” di- 
ameter of floor space! 

A basic six-sided pylon unit 96” 
high, 16” wide and 32” deep you 
can use alone or in series as a sta- 
tionary unit, for open beam ceil- 
ing, floor-to-ceiling, and wall in- 
stallation; or mounted on casters 
to move anywhere in the show- 
room, 

Estimated price if bought at re- 
tail: $200.00 plus shipping. 

By building it yourself, you can 
save more than $110.00. Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Obtain- 
able by return mail from American 
Lumberman, Fill-in and post cou- 


pon today. 


American Lumberman Dealer Service Dept 
138 NW. Clark Gt., Chicage 2, Miinois 


Please send me postpaid the three blueprints and com- 
plete instructions for the retail lumber dealer pylon un 
display fixture. | am enclosing $8.75. (Please eond ohee 
or money order.) 

Name 

Cempany 

Street 


City Zone State 
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NEW LITERATURE 
(begins on page 148) 





Sliding Door Hardware. A _ three- 
color, 24-page catalog is a complete 
buying guide to Sterling Sliding Door 
hardware, designed to help architects 
prepare specifications, builders select 
correct hardware, and to assist deal- 
ers in ordering and selling. Photo- 
graphs of installations; specifications 
and photographs of each product, sche- 
matic drawings and other pertinent 
data are given on the 600 series; the 
low-cost 700 series; heavy duty 800 
series; 1200 wall pocket T-frame.. . 
890 sliding door set; sliding door ac- 
cessories and casement window hard- 
ware. Sterling Hardware Manufactur- 
ing Co., Dept. AL, 2345 W. Nelson St., 


Chicago 18, Ill. 
Cirele No. 243 on Coupon, page 154. 


Separate Ovens. An illustrated, non- 
technical circular gives the results of 
tests made to determine the most effi- 
cient and convenient locations for ov- 
ens separated from cooking burners. 
Complete data on tests conducted by 
the University of Illinois home eco- 
nomies dept. are given in the folder 
available from Small Homes Council, 
Dept. AL, University of Illinois, Ur- 
bana, Ill. Single copies free till March, 
thereafter 10¢ each. A complete set 
of the council’s more than 24 circu- 
lars on home planning, construction 
oa maintenance may be obtained for 
3. 


Cirele No. 244 on Coupon, page 154. 


Wood's Versatility. Wood as an en- 
gineering material in heavy construc- 
tion—commercial, industrial and rec- 
reational—is shown in a 24-page pic- 
ture booklet, Specify Timber, for 
builders and designers. Applications 
of the Teco connector system in clear- 
span roof construction are shown. Also 
shown are examples of the three prin- 
cipal methods of design for best re- 
sults in engineered timber construc- 
tion—the Teco connector, glued lami- 
nated and Lamella systems. Timber 
Engineering Co., Dept. AL, 1319 18th 
N. W., Washington 6, D. C. 

Circle No, 245 on Coupon, page 154. 


Lumber Directory. Where to Buy, 
west coast directory, is glamourized 
with four pretty cover girls repre- 
senting new grade names which be- 
come effective March 15. Factual list- 
ing gives details on each operation to 
assist lumber buyers in selecting mills. 
Included is information on capacity, 
equipment, special services available, 
species and lumber items manufac- 
tured. West Coast Lumbermen’s As- 
sociation, Dept. AL, 1410 S. W. Mor- 
rison St., Portland 5, Ore. 

Circle No. 246 on Coupon, page 154. 


Weldwood Chalkboard. Porcelain-on- 
steel chalkboard that doubles as a vis- 
ual aid board, attracts magnets for 
posting charts, etc., is described in an 
informative brochure. Chalkboard is 
available in green, light green, grey- 
blue, gun-metal grey and light grey. 
United States Plywood Corp., Dept. 
AL, 55 West 44th St., New York 36, 
N. Y. 


Cirele No. 247 on Coupon, page 154. 


Adhesives. Properties and applica- 
tions for a wide variety of adhesives, 
coatings and sealers are given in a 
12-page, two-color catalog. Tables de- 
signed for easy use give general type 
of application, specific examples, char- 
acteristics, method of application, 
color, base, solvent, solids content, net 
weight and company formula identi- 
fication. Adhesives and Coating Div., 
Minnesota Mining & Mfg. Co., Dept. 
AL, 411 Piquette Ave., Detroit 2, 
Mich. 

Cirele No. 248 on Coupon, page 154. 

Electrical Specialties. Complete 
technical and descriptive data on Le- 
volier line are contained in a new 
illustrated, 52-page catalog grouped 
under three major headings: switches, 
lampholders and lamp guards. New 
items listed in catalog No. 84 include 
single and 2-circuit 15-amp toggle 
switches; single-circuit momentary- 
contact 6-amp toggle switches; single- 
circuit momentary-contact 0.75-amp 
push-button switches; special-use ap- 
pliance switches; a _ thumb-release 
service-light cage and complete line 
of medium-size service lights in all 
sizes. McGill Manufacturing Co., Inc., 
Electrical Div., Dept. AL, Valparaiso, 


Ind. 
Cirele No. 249 on Coupon, page 154. 








DEALER PACKAGE 


(begins on page 106) 








plete cost information and list the 
name-brand products used in each 
home. 

The homes sell for $8,983, $9,833, 
$10,433 and $11,635 complete with 
basement erected on the buyer’s 
lot. The building materials pack- 
age is also available for do-it- 
yourself home builders. 

For example, the building mate- 
rials package to build the shell for 
an L-shaped, three-bedroom ranch 
house sells for $2,473. The com- 
plete house, including all mate- 
rials above the foundation except 
plumbing, heating and electrical 
equipment and painting totals 
$3,802. 

The complete house including a 


basement and ready for occupancy 
on a customer’s lot sells for 
$9,833. A frame garage can be 
added for $995 extra; a fireplace 
for $350 and brick veneer for 
$650. 

To make home buying easy, Bo- 
gar has prepared a smal! pamphlet 
explaining the steps required to 
buy a house. Bogar helps arrange 
financing and supplies drawings to 
the finance group. 

The Bogar method of home con- 
struction was first conceived by 
Paul H. Slaugh, treasurer of the 
firm, about six years ago. He felt 
that services provided by the lum- 
ber dealer could be beneficial to 
both the contractor and the home 
buyer. Under the supervision of 
the firm’s president, Claude G. 
Ryan, a series of experiments 
finally developed the Bogar Engi- 
neered Home. 


February 20, 1956, AMERICAN LUMBERMAN AND 








FOR GIVING MORE 
THAN DUTY REQUIRES 





at are > 2 asx we 
BEECH JUNT MIERNG 
PECAN é ee 
FLOORING — 
Pa - 


TT 


Hardwood 
Flooring 


made from 
select Ponderosa 
Pine, toxic and 
water repellent 
treated for 
extra wear... 


Supply your customers with Mt. Vernon Brand flooring. 
Each strip is quality-made from choice timber, and 
scrupulously graded to give beauty and endurance 
beyond the call of duty. Available in three popular 
species, Mt. Vernon flooring is NOFMA certified and 
meets every residential, commercial and industrial re- 
quirement. Let Mt. Vernon Brand build sales—and a 
reputation for quality—for you today. 





Look for the 
EASY-CHANGE trademark 
branded on the edge 

of each door. 








ALSO BAND SAWN HARDWOODS. Write or call— 











«efor further particulars ask your 
Sash and Door Distributor or write 


TRADE MARK REG 


THE COMBINATION DOOR CO. 
FOND DU LAC, WISCONSIN 


Circle No. 82 on Coupon, page 154, 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernen, Alabema 


Circle No. 81 on Coupon, page 154. 








PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


Trade Mark 


INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


DOUGLAS FIR 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 


Registered 
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123456 
BUSINESS RECORDS BOOKS 


MODERN PRACTICAL ACCOUNTING 


789012 Eart A. Saliers $4.00 

345678 sions. This eek giees you ond pour 000M 0 worhing hnowlonge of cessuntine 
to help you make practical managerial decisions. 366 pages, 166 li!uetrations 

901234 

567890 In readily understandabie terms, these two books expisin the purpose of 

l 23456 ae business and personal records, and how te keep them ph 

789012 


Coencentrates on books and methods used to record daily buying and selling 
345678 vel. 


transactions. 326 pages, 163 i\ivetretions 
Describes records and procedures that apply te the organizational set-up 


Mail This Coupon to 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK &ST., CHICAGO 7, 114 


Enclosed is my cheek in the amount of $_. fer the 
books | have checked below 
Medern Practical Accounting 


BOOKKEEPING FOR BUSINESS AND PERSONAL USE 


Raymend V. Cradit twe velumes $6.25 Bookkeeping for Business and Personal Use 


Vetume!t 


Vetume it 
Name 
Address 


2.76 


pertnership, corporation, incerperation; plus entries necessary to overall City, State. 


business analysis. 212 pages, 88 iil ustrations 


fm 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
1 Time —20c per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — I5e per word for each consecutive 
insertion. Minimum charge of 75c 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number, 

Ne agency commission or cash discount 
allowed. 

All ads for classified section must be in Pub 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 
point style. No cuts or special borders 
allowed, 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
lor ada address them to: 


AMERICAN LUMBERMAN, INC. 
196 N, Clark &t., Chicago 2, Ill, 





HELP WANTED 





WANTED: Experienced, aggressive millwork 
salesman to call on wholesale jobbers and 
distributors. Age W to 50 years. Salary: 
Commission; and Bonus. Traveling expenses 
paid. Life and health insurance. lention 
experience; qualifications: salary desired. Old 
established manufacturer. Address Box 
American Lumberman, Inc. 


+ tahiicehed 





Wanted: Experienced esti 
mill specializing in architectur woodwork, 
Must be competent and reliable. Give full 
particulars as to age, experience, availability 
and salary expected, 

R. E. Richardson & Sons, Inc, 

Box 5086-—-Richmond 20, Virginia 


WANTED: Retail Lumber Salesman. Permanent 
position open for experienced retail lumber 
and building supply salesman in progressive 
and fast growing company in N. E. Pa. Com- 
P t rate with ability. Oppor- 
tunity for advancement. Profit sharing, group 
insurance and retiring benefits. Include com- 
plete statement of experience, qualifications 
and personal data in application. Address 
Box K-34, American Lumberman, Inc. 





WANTED: Yard Foreman—Also Counter man. 
No objection to age if in good health. Very 
active yard Southern Michigan. Address Box 
K-38, American Lumberman, Inc. 


WANTED: Salesman for selling and promo. 
tienal work on wood window units. Write 
Gums experience and personal details. Ad- 
ress Box K-30, American Lumberman, Inc. 


MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Because of the ideal climate and year round 
sunshine, people are pouring into south 
Florida . . . The place is booming . . . There- 
fore we are expanding and want young men 
experienced in managing a retail Lumber 
Yard. If you want to live in South Florida and 
manage a Retail yard for a well established 
firm which can offer you security with oppor- 
tunity for further advancement, write in com- 
plete detail as to your past experience, per 
sonal information and present position, also 
enclose a recent photograph. Address Box 
]-46 American Lumberman, Inc. 


MILLWORK DETAILERS AND BILLERS 


Wanted by a reputable custom millwork con- 
cern in Ohio. Experienced in making shop 
drawings of Architectural Woodwork for pub- 
lie buildings, churches, schools, etic. ive 
complete information regarding experience, 
age, salary, availability and a sample of 
drawings, if possible. — replying. Perma 
nent oo ment and excellent working con- 
ditions, Reply Box No. K-49 American Lumber. 
man, Inc. 


Large Western lumber wholesaler needs three 
men to cover Toledo area, Cincinnati area, 
and Louisville area for carload sales to estab- 
lished accounts. Reply to Box K-50 American 
Lumberman, Inc. State qualifications. All re- 
plies confidential. 
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HELP WANTED 





Custom Millwork Plant needs Estimator to take 
off and price Millwork items from Architect's 
Plans for Churches, Schools, Commercial Build- 
ings, etc. Cost Book A experience desirable. 
Ability to detail and bill will influence em- 
ployment. Write giving full particulars and 
salary expected. 


Fort Wayne Builders’ Supply Co. 
840 Hayden Street 
Fort Wayne 4, Indiana 


CONSTRUCTION COMPANY 
PURCHASING AGENT 
WANTED 


Large Southern Construction Company has 
opening for experienced purchasing agent 
capable of handling all phases of buying 
for large residential subdivision work and 
other types of building work. is man must 
be between the ages of 35 and 45 years; 
must have at least five years of experience 
in large scale buying: be in good health and 
willing to travel a portion of the time. Must 
also te experienced in estimating. Starting 
salary $12,500.00 per year, plus a year end 
bonus. This is a permaneni: connection with 
excellent opportunities for right man. Send 
resume of experience, age and photograph to 
Box L-20 American Lumberman, Inc. 


WANTED WHOLESALE LUMBER SALESMAN 
with customer following to call on retail lum- 
ber dealers and industrials. Prefer to discuss 
b ts instead of specific territory. Large 
divorsilied yard and warehouse inventory to 
supplement carload sales. Liberal profit shar- 
ing plan. Write stating experiences, age, reter- 
ences. Replies strictly confidential. Empire 
Wholesale Lumber Company—Akron, Ohio. 





WANTED—Experienced Lumber dealer sales 
manager who has saved a little money and 
is willing to invest in a very profitable grow- 
ing business and at the same time come in 
as sales manager at a good salary. This is 
an exceptional opportunity. If you think you 
ualify, send photogres® and full particulars. 
Se people know of this ad. Location, Wis- 
consin. Write Box L-21 American Lumberman, 
Inc. 


SALESMEN WANTED 

by an established whol ler, handling both 
Southern and Western Woods, two salesmen, 
one for Central Kentucky and Eastern Ten- 
nessee: the other for Western Pennsylvania. 
State salary expected and give full informa- 
tion regarding experience, etc. Address Box 
L-22 American Lumberman, Inc. 





WANTED: Overseas manager for wholesale 
and retail lumber company in Guam, the ‘pear! 
of the pacific.’ Please state qualifications, ex- 
perience and personal data with your gst 
cation, Send this information to: P L 
Lumber Co., Box 313, Agana, Guam, M. I. 





SITUATIONS WANTED 





Thorough! ouperignced wholesale Transit Car 
e 


Distribution ard manager 


h 
ane rad erican Lum- 


available. Address Box K-62 
berman, Inc. 


Experienced lumberman desires manager or 

istant ger positi Ten years experi- 
ence, rural area preferred. Address Box L-23, 
American Lumberman, Inc. 





Desire position as istant ger of retail 
lumber yard. Veteran, aged 23, married, has 
spent most of life in lumber business. Address 
Box L-24, American Lumberman, Inc. 





BOOKKEEPER 
Have preference for distribution yard, whole- 
sale or some manulacturing. Consider any 
vacancy. Familiar lumber terms. Do not use 
short hand. Been self employed some time, 
reler otherwise. Middle op. Address Box 
-25 American Lumberman, Inc. 


MILLWORK SUPERINTENDENT 
Wishes to locate in Arizona or West Coast. 
experienced in special millwork. Well quali- 
tied. Graduate Millwork Cost Bureau. De- 
tailing and — 4 Address Box L-26 
American Lumberman, Inc. 


February 20, 


SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 


Full time or side line. To call on lincleum— 
hardware —furniture stores — — shops — 
j hk a i 4 + an wh 7 7 
distributors. Representing Manulacturer of 
complete quality line of aluminum and stain- 
less steel mouldings. Exclusive territories 
open. National Aluminum Company. 1134 Alum 
reek Drive, Columbus 9, Ohic. 





Representative for advertising agency estab- 
lished 37 years. Call on lumber dealers in 
New York, New Jersey and some New England 
States. Knowledge of advertising or experience 
calling on executives. Salary, commissions. 
peoes. Address Box J-23 American Lumberman. 
ne. 


MANUFACTURER'S AGENT 


to handle line of nationally advertised putties, 
glazing and caulking compounds, Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 


COMMISSION SALES REPRESENTATIVES 


WANTED for a few choice protected territories 
to cover lumber, building material and hard- 
ware trade for old established door lock manu- 
facturer. Mention territory covered and lines 
carried. Address Box K-45, American Lumber 
man, Inc. 


Manufacturers Representatives calling on |um- 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman, Inc. 


MANUFACTURERS REPRESENTATIVES 
WANTED 


Ten-year-old Michigan concern manufacturing 
all-steel folding closet doors and patented- 
type steel garage doors is seeking represen- 
tation in most states. Direct inquiries to Style- 
craft, Inc., Roseville, Michigan. 


Salesman with established following for Pat- 
ented Primary Window-Design has enthusias- 
tic market reception in two year key area 
sales. Supporting Products in Building Line 
with good price advantage. High commissions, 
stable consistent producers with verifiable 
performance records only. Protected territories 
throughout United States available. Address 
Box L-27 American Lumberman, Inc. 





WANTED — RAILS 





RAILS. New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks, in stock 


M. K. FRANK 
480 Lexington Ave., New York 17. N. Y 





USED MACHINERY WANTED 





One 6 foot Left-hand Band Mill. Also need 
Carriage, Gun, Nigger. Loader. Any one of 
above items will be of interest. Material must 
be in good condition. M. W. Smith Lumber 
Company. Jackson, Alabama. 





MISCELLANEOUS WANTED 





Large wholesale warehouse distributor wants 
to add distributorship for chipcore for sheath- 
ing and sub-flooring. Reply to Box L-28 Ameri 
can Lumberman, Inc. 


Eastern yard needs Douglas Fir, White Fir, 
and Western White Spruce dimension lumber 
and sheathing on consignment or suitable 
working terms or agreement. Address Box L-29 
American Lumberman, Inc. 
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BUSINESS OPPORTUNITIES 


BUSINESSES FOR SALE 





If you are a retail or wholesale lumber yard, 
in good financial condition, in or near Chi- 
cage, and can increase your volume with the 
use of additional capital, write Box K-57 
American Lumberman, Inc. 


CANADA 


Established Company 


Doing Profitable Business 


WOULD PAY GOOD INTEREST 


for discounting of commercial notes and other 
short term commercial paper. 
Por further particulars please write Box L-30 


American Lumberman, Inc. 





BUSINESSES FOR SALE 





FOR SALE: Retail Lumber and Coal Yard in 
northern Kentucky. Conveyors to dump truck. 
Good profitable yard. Will inventory. Address 
Box J-42 American Lumberman, Inc. 


Retail lumber yard for sale on Mesaba Range, 
Minnesota. Owners retiring. Required invest- 
ment about $55,000 for plant and equipment. 
About $100,000 for inventory. W. A. Madden, 
801 North Fee Lane, Bloomington, Indiana. 


FOR SALE: 


Retail Lumber & Bidg. Supplies located in 
southwestern Michigan in resort area also 
within 25 miles of large cities; present in- 
ventory approx. $18,000.00; less than $30,000.00 
can handle without buildings. Buildings can 
be sold or leased. For further information write 
Box K-43, American Lumberman, Inc. 


RETAIL LUMBER YARD, Planing mill, builder's 
supplies, paint and hardware. Long estab- 
lished business. Complete inventory, trucks 
and land, three blocks from Court House, 
County Seat town, 6000 Pop. doing yearly 
volume $75.000.00 to $150,000.00. North central 
Indiana in Lake section near South Bend and 
Peru. Address Box K-59 American Lumber- 
man, Inc. 


FOR SALE: on attractive Vancouver Island, 

British Columbia, Canada. Modern up-to-date 

leading building supply in a prosperous grow- 
lent o 


ing community. Exce a wner 
leaving the district. Apply Box K-60 American 
Lumberman, Inc. 


RETAIL LUMBER AND BUILDING SUPPLIES. 
Located on Sun Coast of Florida, serving 
metropolitan area 300,000. Annual sales $400,- 
000.00, can be increased. Total price $80,000.00, 
plus inventory approximately $60,000.00. Ad- 
dress Box K-61 American Lumberman, Inc. 


RETAIL lumber yard in Suburban Philadelphia, 
Chester County, Pa. In rapidly expanding area 
—not presently being operated because of 
retirement of owner. Long record of successful! 
operation. No old inventory to buy—start in 
fresh with adequate buildings. Only lumber 
yard in town, Owner wili help finance. Will 
send complete information to anyone interested. 
Everett J. Hoopes, Realtor, 143 E. Lancaster 
Ave.. Downingtown, Pa. 


FOR SALE—Profitable Retail lumber and build- 
ing supply yard. Desirable property and com- 
letely equipped. Located in good South 
entra! Ohio town. Doing nice volume. Ideal 
for partnership or father and son team. Priced 
right for quick sale. See E. M. Koryta Com- 
pany, National City Bank Bidg., Cleveland, 


FOR SALE—Wood window and overhead door 
manufacturing plant. Fully equipped with mod 
ern wood working 5 ~ y elling to build- 
ers in central New York. x large cities in 
30 to 60 mile radius. Also, overhead door hard- 
ware manufacturing plant on same location. 
A golden opportunity and a profitable one. 
Address Box L-33 American Lumberman, Inc. 
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FOR SALE 


Lake County, Indiana—old established lumber, 
building material and hardware yard with new 
modern showroom and offices. One block off 
main highway with ample parking on cement 
street. Bity of 15.000 with trading area of 
50,000 in ten mile radius. Fast growing area. 
Requires $75,000.00 to handle inventory, real 
estate, and equipment. Long terms on balance. 
All replies confidential. Write Box L-32 Ameri 
can Lumberman, Inc. 


FOR SALE: Retail lumber yard. Chicago area, 
doing $300,000 with 80% cash and carry 
Owner too old to operate. Can easily be 
increased to $500,000.00 without effort. $100,000 
plus inventory or best offer. Must be sold im 
mediately. Address Box L-31 American Lum 
berman, Inc. 





BUSINESSES WANTED 





WANTED TO BUY 
Retail lumber and building materials yard 
within fifty mile radius of Rochester, N. Y 
Address Box K-56 American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write tor prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Mina. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 


Al Clements Lumber Co. 
P, O. Box 908 
Eugene, Oregon 


Phone 6-253! TWX EG-049-U 





NEW PRODUCTS 


(begins on page 138) 





High Style Hardware Trim 


Highly decorative hardware trim 
for low cost houses is now available 
The new metallic embellishments for 
exterior doors are designed to be used 
in conjunction with the popular-priced 
line of Yale 5200 series tubular locks 
The trim consists of specially designed 
large escutcheons in brass, bronze and 
aluminum finishes. For the first time, 
Yale & Towne also has added a five 
inch backset to its 5200 tubular lock 
line, with or without a deadlocking 
feature. Use of such a backset permit 
a dramatic application of a large 
escutcheon as metallic door decor. The 
deadlocking feature adds a security 
factor for locks of this kind and in 
this price range. The Yale & Towne 
Mfg. Co., Lock & Hardware Div., Dept 
AL, White Plains, N. Y. 


Cirele No. 253 on Coupon, page 154 


Water-White Varnish 


A quick drying, crystal clear, high 
gloss finish for interior application 
over floors, furniture, wood paneling, 
trim and particularly on surface 
where a natural wood finish is de 
sired is announced, Water-White Var 
nish is both alcohol and alkali resist 
ant and will dry dust free in approxi 
mately 45 minutes and hard within 
six-eight hours, it is said. It may be 
applied by brush or spray. One coat 
is usually sufficient to provide most 
surfaces with durable wear resistant 
finish. Coverage is approximately 450 
500 sq. ft. per gallon. Water-White 
Varnish is also recommended by the 
manufacturer as a finish coat over 
textured wall surfaces. James B. Sipe 
and Co., Dept. AL, 115 Vanadium Rd., 
Pittsburgh, Penna. 

Cirele No, 254 on Coupen, page 154, 


(continued on page 155) 





USED MACHINERY FOR SALE 





POR SALE 


We will be receivi new equipment from 
Ross and can glee ie sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66’. Op- 
erator's guard, ’ forks can be cut down to 
any desired width. Lift height 28’. Ross will 
cut down towers if a lower height is required 
for clearance, on the 28’ pistons. Also avail- 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension, hy- 
draulic steering, operator's guard and heavy 
counterweights. Price $3,650 {.0.b. Chicago. 


HUSS LUMBER COMPANY 


1350 W. Fullerton 
Chicago 14, Ill. 


FOR SALE 
MERRY GO ROUND 


Filer & Stowell type design, 1951. All steel 
package unit with complete sets of gear mo- 
tors and all air lifts on transfer rolls, chains 
and drives. 24” infeed rolls, %” outleed. In- 
feed & outleed each 44 long, % overall. Can 
handle 75,000 feet per day for remanuiactur- 
ing of cants. Is being used for sawing Clears 
into vertical grain Fir, Spruce, Cedar, etc., for 
minesweeper program. 

Excellent for making siding strips in VG for 
Redwood or Cedar mill, also manufacturing 
such items as ladder stock, pole stock and 
spar and mast grades, etc. Can be seen in 
operation. Write for blueprint. Price, $15,750.00 
net, f.o.b. cars Chicago, without resaw. 


Huss Lumber Company 
1350 W. Fullerton Ave. Chicago 14, Illinois 








What's Your Answer? 
(Questions on page 147) 


Their satisfied customers; they 
have all the kitchen business they 
can handle efficiently, and haven't 
had a dissatisfied customer in 
three years. See story page 54. 
Puritan Cordage Mills, Inc., in 
its ad on page 43. 

To take good care of the custom- 
ers who walk through the front 
door, as explained in editorial 
page 52. 

Pack River Tree Farm Products 
whose ad is on page 46. 

A suburban, rural, non-farm type 
of market, serving homeowners 
and the neighborhood do-it-your 
self experts as described in ar- 
ticle on page 72. 

Johns-Manville. See ad page 42. 
Joseph B. Haverstick of Dayton, 
Ohio. See story of the annual 
NAHB convention on page 78. 
The '56 Ford; see ad pages 70-71. 
By using a straddle carrier as 
explained in article on page 66 
Fruchey Service Co., whose ad 
appears on page 148, 
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SELF SERVICE 
INCREASES SALES 


DISPLAY TICKETS 
MOULDING TICKETS 
SPECIAL SALES CARDS 
BIN TICKETS 














UNIVERSAL PRICE MARKING SYSTEM 


401 Washington Avenve South ¢ Minneapolis 15, Minnesota 











” Cirele No. 84 on Coupon, page 154. 


For lasting Beauty and Protection — 


choose "i Kidge al 


< Decorator Styling and 


Superior Craftsmanship are 
RIDG 


carefully blended to 
bring you the finest in 
In ovr complete line, there is a Ridge Door for every home, taste and budget 


overhead doors! 


dpoOOR 


MONMO 


COMPANY 


TH JUNCTION. N. ] 


Circle No. 85 on Coupon, page 154, 


K 








Circle No. 86 on Coupon, page 154. 








GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE  stros 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED WATER-CURED 


Rough or Dressed 


Mfrs. of 
Genuine 


Capacity 28 million feet annually 
Sawmills — Braeside and Temagami, Ontario 
Established 1842 Member WN.A.W.L. 





Circle No. 87 on Coupon, page 154, 
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Mail to Ameritan Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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NEW PRODUCTS 


(begins on page 138) 





Plastic Jiffy Joint Pipe 

A new plastic jointed vitrified clay 
sewer pipe—Plastic Jiffy Joint Pipe 
is announced, The new joint is made 
of bright red polyester plastic, die 
cast permanently on the spigot end 
of the pipe at the factory. The bell 
end is said to feature a precision-cast 
bituminous socket that provides the 
flexibility needed for permanently 
tight joints. Four-foot lengths of Plas 
tic Jiffy Joint Pipe are available in 
four-inch diameters and _ three-foot 
lengths in six-inch diameters. Cannel 
ton Sewer Pipe Co., Dept. AL, Can 
nelton, Ind 

Cirele Ne. 250 on Coupon, page 154 


Six New Colors 


McCloskey Varnish has added new 
blond colors to its Tungseal line of 
natural wood finishes, bringing the 
total to twelve. At the same time, the 
company has redesigned its display 
board to include the six new colors 
All 12 colors and the Tungseal clear 
finish are shown on actual wood chips 
to bring out the true wood grain. The 
display board and color cards are 
available to all MeCloskey Varnish 
dealers. The Tungsea! finishes are 
triple action; they stain, seal and fin 
ish and can be easily applied by brush, 
cloth, roller, spray or dip, it is said 
McCloskey Varnish Co., Dept. AL, 7600 
State Road, Philadelphia, Penna. 
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Orbit Sander Attachment 


Mall Tool announces an orbit sander 
attachment which utilizes a new type 
orbital action of sanding with and 
across the grain at the same time 
Designed for use with Mall Mode] 149 
series drills, it is low-priced ($15.95) 
It is said to be ideal for removing 
paint and varnish, preparing new sur 
faces, feather edging, rounding cor 
ners and many other wood finishing 
applications. The new oscillating o 
bital action sands in all directions on 
flat, curved, horizontal and vertical 
surfaces. Uses ‘4rd of standard 9” x 
11” abrasive paper sheet. This attach 
ment comes furnished with a pack of 
ready-cut abrasive paper. Mall Tool 
Co., Dept. AL, 7725 8. Chicago Ave., 
Chicago 19, Ill. 
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You heard that vaudeville died Vell, television 
they buried it u 
» 


Helen: “I wonder what men talk about when th 
themselves.” 
Nellie: “Probal the same things we do 


Helen (/} wen t the 


j 
y awful!” 


o a 


\ lamou 


only skin deep That 


connoisseur said to u » you mean, beaut 


deep enough for me, I’m no cannibal 


u spend the m 


“If I retuse to be your wife,” she whispered dramatically 
ou re ally commit ik icle a 


That,” he said grandly, “has been my usual procedure 
‘ 


The material is phenomenal, The public demand is insatiabli 
speaking of Plywood Sheathing 

lhe process of its manufacture ts imtricate and exacting and 
MAUK resolved agam ti supply only the very best. Because we 
s products can not be built with yesterday's tools 
we recently established our own modern finish plant. The result 
a superior pr duct by MAT kK 

Plywood Sheathing VMAUK meets guaranteed specifications 
af qualtt lt's avai ‘ ow and, of course priced right lo pro 
fect your marqium 


C/} course, We re 


know tomorr 


4 


Simple Celia says there are only two ideas in 
have one and women the other 


* 


She: “Swell p tonight 
Fle: ‘ ! ash mu for the 
taken.” 


next dance but all th 


+ ‘ 7 


An actor is ¢ low who is usually me deep in conver 
> + * 
The lament 1¢ disappointed wolf is that she’s a nic¢ 
true but dov 1¢ have to be a fanatt 
> . > 
Do You Know What Dep't 
Do you know what a spinster is? A la 


Do you know what a bachelor 1 A man who's bee 
love 


Do vou know vhat MAT K. is The best investment 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The CG. A. MAUK Lumber Co. 


Toledo, Ohio 
Circle No, 88 on Coupon, page 154, 


and a lach 


Cargo-Scout 
Fork Truck 


A new 3,000 pound capacity model, 
the second of its Cargo-Scout fork 
truck series, is announced by the 
manufacturer. The truck is engineered 
to handle loads in confined areas at 
maximum speeds. It features compact 
design with a short wheelbase and 
360° steering to permit maneuvering 
in narrow aisles and inside truck trail- 
ers and box cars. The new model has 
a 3,000 pound capacity at 24” on a 
68” high model and a 3,000 pound ca 
pacity at 20” on an 83” high model, 
it is said. Additional features include 
a worm drive, packaged unit as 
semblies, contractor controls and a 
caster type trail axle. The Ewell 
Parker Electric Co., Dept. AL, 4205 St 
Clair Ave., Cleveland 3, Ohio. 
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Towmotor with Roll-Off 


Towmotor with Hydraulic Roll-Off 
Accessory is said to reduce man hours 
and cut loading time by 50% for the 
Siegel Lumber Co. The Siegel Com- 
pany reports it now gets 6,000’ of lum- 
ber unloaded and rolled off into bins 
in half an hour, using only two men. 
Turn-around time is faster and demur- 
rage charges have been eliminated, it 
it said. The company also reports it 
can load a highway truck with 4,000’ 
of mixed materials—a job which for- 
merly required a full hour—in just 
30 minutes. Towmotor Corp., Dept. 
AL, 1226 E. 152nd St., Cleveland 10, 
Ohio 
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Cruiser Crane 

Production of a Cruiser Crane ver 
sion of the Model 205 excavator is an 
nounced by Koehring. One-man oper- 
ated, the Cruiser has a 15-ton lift 
capacity, % cu. yd. dipper capacity 
and a top travel speed of 21 mph for 
fast shuttle operation. Gradability 
tests showed that the machine can 
negotiate 25% grades in low gear, 
says the manufacturer. One engine 
supplies all power and a 4-wheel drive 
arrangement provides extra tractive 
power. In addition to the 15-ton lift 
capacity (rated 85% of tipping), it is 
said unit can lift a load of 12.7 tons 
(without outriggers) over the back 
and travel. Koehring Company Sales 
Office, Dept. AL, 3026 W. Concordia 
Ave., Milwaukee 16, Wis 
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Presenting @ wide 
assortment of styles 
of appealing beauty! 


Streamlined and modern in design 
these lifts and pulls are further 
enhanced by attractive, lasting fin- 








ishes that are easy to keep clean. 


Installation of this hardware is 
simple and quick with all neces- 
sary screws included for completing 








a custom-built type of job. It is fur- 
nished in a wide variety of finishes. 


Our new Catalog No. 26 is being 
mailed to all Nation 1] Dealers e * rs 
Be sure that you receive your copy * ae 


of this valuable reference book Wliona| 


No. 217 Door and Drawer Pull 


\¥ 


No. 144 Cup Pull No. 142 Cup Pull 
Diameter hole, 134 inches Diameter hole, *%4 inch No. 218 Door and Drawer Pull 





those beautiful Margaret Lowe Colors 


in 


MATICO 


VINYL-ASBESTOS TILE FLOORING 


Striking new decorator series gives you two 
profitable ARISTOFLEX-CONFETTI styles 


Aristoflex-Confetti proved so popular that now MATICO’s 
adding a brand new decorator series to the line—designed for 
MATICO by Margaret Lowe, famous color stylist. Women 
can’t resist the radiant Margaret Lowe Colors they’re so 
smart ...so modern... styled to harmonize with the gay new 


colors in home appliances, fixtures and paints, 


But beauty is only half the story! The smooth, smooth surface 
of Margaret Lowe Co. rs makes cleaning easier than ever 

assures lustrous, carefree beauty for every room. The new 
Margaret Lowe tile is available in low-cost standard gauge 
and 1%” thicknesses — in thirteen exciting color combinations. 
Feature MATICO’s new Margaret Lowe Colors in your store 
— it’s the way to a woman’s heart — and her pocketbook! Ask 


your distributor to show you samples...or mail coupon today! 


MASTIC TILE CORP OF AMERICA 


DEPT. 3-2, P.O. BOX 986, NEWBURGH,. N. Y 


Please send me free samples of new MATICO Margaret Lowe Colors. 


MASTIC TILE CORPORATION OF AMERICA NAME 
Houston, Tex. ¢ Joliet, Ill. ¢e Long Beach, Calif. « Newburgh, N. Y 


Aristoflex « Confetti + Parquetry * Maticork + Asphalt Tile ADDRESS 
Rubber Tile * Vinyl Tile * Cork Tile * Plastic Wall Tile 


CITY ZONE STATE 





